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Sparks 


State of the Nation’s Economy: 
Up 
Seconv-QuarTeR Marxs—New pro- 
duction, consumption and _ invest- 
ment eer, oleae set in the séc- 


ond quarter, aceording to Commerce | 


Department. Ineomes totaled $15 
billion a year more than in the like 


~ 1952 period. Consumption ran 6 per- 


cent higher than a year ago. 

WHOLESALE Prices—Advanced 0.5 
percent to 110.4 percent of the 

1947-49 average in week ended 
July 14. 

Raw Loapincs— Totaled 721,454 
cars, or 51,222 more than the pre- 
ceding week. 

Stee, Output—Ran last week at 
96.8 percent of capacity, with an 
output of 2,183,000 tons, against 94.7 
percent of capacity the preceding 
week, with a production of 2,134,000 
tons. 

AveraGe INcomMe— The average 
American family’s income rose 
from $2,500 in 1944 to $3,700 in 
1951, according to Commerce De- 
partment..While in 1944 only one 
in eight families had income over 
$5,000, by 1951 the proportion had 

more than doubled. About 3.7 
million of the nation’s 40.4 mil- 
lion families in 1951 had an in- 
come of less than $1,000, while 
there were only 500 families with 
an income of over $500,000. 

Gas Utiiry Sates—Were in May 
16.5 percent above those of a year 
earlier. 

Sree, SHIPMENTS—Totaled in May 
7,209,396 net tons, the second high- 
est month on record, according to 
American Iron & Steel Institute. 

Hiyackinc Losses—Truck hijack- 
ings and cargo thefts last year 
amounted to $75 million. This year’s 
potential loss is estimated at $100 


million. 


Down 


UNEMPLOY MENT—Averaged in 1952 
about 1.7 million, compared with 
1.9 million in 1951 and 3.1 million in 
1950. 

On Strocks—Tot 279,813,000 
barrels on July 11, & decrease of 
2,209,000 for the week. 

Exports—Amounted to $6,708,700,- 
000 in the January-May period, or 
$162 million less than a year before. 

AvuTomotive Output — Totaled last 
week 163,124 units, according to 
AvuToMoTivE News estimates, com- 
pared with 163,738 the previous 
week, a decline of 614 units. 


Top Cars 


New-car registrations for five 
months, plus 18 states for June: 
1953 Pos. Make 1952 Pos. 
1—572,594 Chev. 385,613— 1 
2—424,972 Ford 307,398— 2 
3—259,794 Plym., 201,631— 3 
4—203,626 Buick 140,494— 4 
5—173,459 Pontiac 
6—143,411 Olds. 

7—137,309 Dodge 
8—106,754 Mercury 
9— 77,242 

10— 71,465 

11— 70,802 

12— 54,148 

-13— 49,260 


41,014—12 
36,259—13 
29,873—15 
34,646—14 
14,490—17 
10,478—19 
16,970—16 
14,432—18 
2,564—20 
2,171—21 
605—22 


Lincoln 
Kaiser 
Henry J 
MG 
Austin 
Allstate 
Total All Makes 
2,495,050 1,838,960 
For further details, see page 
40, today’s issue. 
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safety drive. 


| Will This Junker Torch Start a National Fire?— 

In the face of growing agitation to rid the nation’s highways of unsafe cars, this 
bonfire of 32 junkers took on added significance last week in Detroit. The junkers 
were burned at the end of a ‘death of a jalopy’ parade put on by the Chevrolet 
| Dealers Assn. of Greater Detroit and the Detroit Police Department. The junker drive 
|has already eliminated 200 unsafe cars from Detroit streets, it is reported, and will 
| continue until the Chevrolet dealers have taken 500—their pledged quota—out of 
operation. Proceeds from the scrap sale were turned over to the Police Department's 


Output Steady at 163,124 
As Big 3 Keeps Pushing 


beg orig production in the U. S. 
last week held close to the 
previous week’s level, with the Big- 
Three makers continuing to stack 
up a lion’s share of both car and 
truck output. 

The past week’s volume con- 
sisted of 136,792 cars and 26,332 
trucks, a total of 163,124 vehicles, 
according to Automotive News’ 
estimates. In the previous week, 
137,150 cars and 26,588 trucks 
were turned out—a total of 163,- 
738 units. 

With General Motors and Ford 


New-Car Sales 
Show Decline 
Since July 4 


By Sam Sampson 
Staff Writer 
Near ce sales have dropped off 
since the July 4 holiday, ac- 
cording to reports to AUTOMOTIVE 
News last week. 

Most dealers say that the con- 
dition is not yet dangerous, but 
they are apprehensive of the 
long-range possibilities. 

In some cases, dealers said that 
many customers have been financi- 
ally incapable of buying a new car. 
In others, the falling prices of used 
cars have made tradein allowances 
too low for the new-car buyer, 
while in a few cases customers 
were already beginning to think in 
terms of ’54 models. 

x 


x * 
SURVEY of the factories last 
week showed that most of them 
were experiencing reductions in 
dealer orders. 

One, a manufacturer of a popu- 
lar low-priced car, said that 
orders during the week just prior 
to July 4 had been the second 
highest this year, but that orders 
had fallen off since that time. 

One of the independent makers 
reported that sales were better for 
the latest period, compared to the 
pre-July 4 period. A recent report 
from Hudson said that sales had 
increased 26.9 percent in June. 

Another maker, with a medium 
priced car, said sales were off some, 
but that a large number of dealers 
were expressing more - than - usual 
confidence in future sales with 
large orders from the factory. 

* + * 
N TWO Ohio areas, new-car sales 


were reported falling. At Cleve- 
(Continued on Page 42, Col. 2) 


pushing their assembly lines 
hardest, the Big Three last week 
accounted for 93 percent of car 
production and 73 percent of truck 
output, approximately the same 
portions they had the previous 
week. 
* * * 

APPEARS that operations this 

week, the last work week in 
July, will see operations at current 
levels. July production should in- 
clude 590,000 cars and _ 109,000 
trucks—a total of 699,000 vehicles. 


Output during August, however, 
is due to get off to a slow start. 
Beginning Aug. 3 Packard and 
all Chrysler Corp. plants will be 
closed at least a week for in- 
ventories. The shutdowns will not 
be for model changeovers, which 
are due to come later. 


Both this year’s car and truck 
output are running sharply ahead 
of last year. From Jan. 1 through 
July 25 this year, 
turned out 3,724,801 cars and 722,- 
043 trucks, according to AUTOMOTIVE 
News’ compilations. 


Comparable figures for a year 
ago are 2,347,349 and 669,827, re- 
spectively. At that point in 1952, 
both car and truck makers were 
still suffering from a steel strike, 
as well as Government restrictions. 

* * oe 
Burs scored the biggest output 
gain last week, turning out 1,- 
(Continued on Page 45, Col. 1) 


U. S. plants) 


Rulings on 


Spark Plug Pricing Hit 
¥ | In First of Four FTC 


Auto Trade 


General Motors, Champion, Auto-Lite Ordered to Halt 
‘Discrimination’ in Replacement Market; 
Exclusive Franchises Condemned 


By William Ullman 
Washington Correspondent 
ASHINGTON. — The first of 
four vital decisions involving 
trade practices allied to the auto- 
motive industry was handed down 
last week by the Federal Trade 
Commission, which ordered the 
three largest spark plug manufac- 
turers to “cease and desist” from 
engaging in alleged discrimination 
in the price of their products sold 
for replacement purposes. 

The three firms are Champion 
Spark Plug Co., Electric Auto- 
Lite Co., and General Motors, 
The cases still pending before 

FTC involve the Harley-Davidson 
motorcycle company; Standard Oil 
Co. of Indiana, and one concerning 
the quantity limit rule for buying 
replacement tires and tubes at a 
discount. 

The Harley - Davidson case con- 
cerns exclusive - dealing contracts, 
and its outcome is being watched 
closely by the auto industry. 

+ * 7 

F™ charged that each of the 

three companies had violated 
Section 2 (a) of the Clayton Act by 
selling spark plugs—and, in the 
case of GM, other automotive parts 
and accessories—to competing 
purchasers, both direct and indirect 
at differing prices. 

The commission’s orders pro- 
hibit each of the three manu- 
facturers from discriminating di- 
rectly or indirectly in the price of 
products of like grade and 
quality: 

1. By selling to any direct 





Production 


Automotive News Estimates 
U. 8. Cars, Trucks 





163,124 163,738 


36,311 


a 


Last Prev. 1952 
Week Week Week 


For complete production totals 








by makes, see table, Page 45. | 


purchaser at net prices higher than 
the net prices charged any other 
direct purchaser, who in fact com- 
petes in the resale and distribution 
‘of such products, with the 
purchaser paying the higher price. 

2. By selling to any indirect 
purchaser at net prices higher than 
the net prices charged any other 
direct or indirect purchaser, who in 


fact competes in the resale and dis- 
(Continued on Page 41, Col. 1) 





Earlier Parade 
Of New Models 
Due This Year 


By Bob Sheldon 
Associate Editor 

LTHOUGH most car makers 
probably will stick close to last 
year’s announcement dates, the 
auto industry is expected to get 
an earlier start on new-model in- 
troductions this year. 

In general, 1954 models will 
resemble tneir ’53 counterparts, 
an Automotive News survey dis- 
closed last week. All factories are 
at work on styling refinements, 
but new body shells will be lim- 
ited to only a few makes. Two or 
three lines, however, will have 
new engines to bolster sales ap- 
peal. 

The industry is looking for an in- 
dependent maker to lead off the 
1954-model parade, possibly late this 

summer, and some producers are 
in a position to cut short the spread 
in announcement dates that has 
carried new-model debuts into 
March in recent years. 
7 x * 

T IS CLEAR, nevertheless, that 

the forthcoming new-model sea- 
son, in keeping with the postwar 
trend, again will be a year-end 
affair. Delays already have been 
reported by Chrysler Corp., which 
said that the recent tool-and-die 
shop strike in Detroit was hamp- 
ering preparations for model 
changeovers. 

A sensitive market also may 
be a factor in the setting of an- 
nouncement dates. Some makers, 
it is believed, may hold back on 

(Continued on Page 46, Col. 1) 










Warranties Costing Dealers $28 a Car 


By Bernie Thomas 
Associate Editor 
[BALERS are becoming increas- 

ingly alarmed about the inroads 
being made into their new-car trad- 
ing margins, because they must 
perform warranty work for which 
they are not fully reimbursed by 
manufacturers. 

The nation’s approximately 45,- 
000 dealers, according to an Auto- 
motive News survey, have taken 
an estimated $385 million from 
their own pockets so far this year 
to fulfill the letter and intent of 
owners’ service policies. 

Dealers declare they were certain 
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;much of that outlay could have 
been avoided, if manufacturers 
were able to get a satisfactory per- 
formance out of their final assembly 
line workers. 

” * * 


yaar charge that most of the 
cars now coming from facto- 
ries have squeaks and rattles, miss- 
ing nuts and bolts, poor - fitting 
doors and deck lids, loose and torn 
upholstery, exhaust pipes about to 
fall off, leaky transmissions, poor 
paint jobs and a multitude of other 
wrongs. 

The $85 - million - dealer-cost 
figure on warranty work boils 
down to about $28 for every new 
car placed in a buyer’s hands 
this year. 

With new-car profits getting thin- 
ner, the dealers maintain that oat] 
a@ warranty-work burden is too} 


heavy to handle, while at the same 
time trying to maintain a high vol- 
ume of sales. 
” * * 
| be ADDITION to getting a better 
deal from labor, it is the opinion 
of dealers that manufacturers could 
spend more time testing before 
putting new automotive products on 
the market. In this regard, dealers 
mention such items as power steer- 
ing, power brakes, automatic trans- 
missions and air conditioning units. 
As an alternative to requiring 
more quality work in manufac- 
turing operations and being more 
cautious in their new-product de- 
velopments, dealers would have 
factories increase rebates on war- 
ranty work to at least 85 percent. 
Recent action by three makers to 
allow their dealers higher rebates 


(one maker went from 50 to 65 
(Continued on Page 43. Col. 1) 
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Greater Intensity Provided in New Unit... 








Improved Headlights 
Nearing for Autos 


ETROIT. — An improved sealed- 

beam ineadlamp for automo- 
biles, designed to provide light 
more effectively in critical areas, 
is in final stages of engineering 
development, the Automobile Manu- 
facturers Assn. reported last week. 

The proposed new type of lamp 
has been submitted to the Amer- 
ican Assn. of Motor Vehicle 

Administrators for national ac- 

ceptance. 

The improved sealed-beam unit, 
which will be interchangeable with 
present headlamps, is the result of 
a program aimed at the improve- 
ment of the light distribution pat- 
tern, especially for the lower beam 
along the curb or road shoulder. 

* * * 
i lamp will provide greater 
light intensity and will incor- 


Texas Hails Tex 


Chrysler’s Colbert Dubbed 


Distinguished Son 

DALLAS.—Lester Lum (Tex) Col- 
bert, president of Chrysler Corp. 
and a native of Oakwood, Tex., has 
been selected to 
receive the second 
annual “Texan of 
Distinction” 
award of the 
State Fair of Tex- 
as, Fair President 
R. L. Thornton 
announced last 
week. 

The award will 
ce be presented at 

— the fair banquet 
L. L. Colbert Oct. 13. 

The citation was inaugurated last 
year, and the first recipient was 
Eugene Holman, president of Stand- 
ard Oil Co. of New Jersey. It is 
made each year to a native Texan 
who has lived at least 15 years in 
Texas and distinguished himself in 
industry, science or the arts on a 
national scale, Thornton explained. 








porate a filament cap inside the 
unit to give better visibility in fog 
and rain, and to reduce the flash of 
light often encountered from on- 
coming cars at close range. 

The lamp has been demonstrated 
to the engineering subcommittee of 
AAMVA, which originally requested 
that the program be initiated. The 
specifications are being recom- 
mended for acceptance at the na- 
tional AAMVA Conference to be 
held Oct. 19-22 in Richmond, Va. 

If formal acceptance is received 
from the motor vehicle admini- 
strators and technical require- 
ments are changed in some state 
laws, a date for introduction of 
the new headlamps will be estab- 
lished. 

At the earliest, it will be on 1955 
models, AMA said. Lamp manufac- 
turers must retool their plants be- 
fore putting the new units into 
volume production. 

The engineering program was con- 
ducted by the lamp manufacturers, 
and coordinated by the automobile 
industry’s engineering advisory 
committee. 


Hayward Joins 


Omaha Firm 


OMAHA. — Ray Hayward, presi- 
dent of the National Used Car 
Dealers Assn., 
vice-president and general man- 
ager of A. C. Nelsen Motor Co. 
here. 

Hayward, who has been in the 
auto business for 38 years, was 
president of the Nebraska Inde- 
pendent Used Car Dealers Assn. for 
five years, and is currently a 
member of the Nebraska Motor 
Vehicle Advisory Board. He oper- 
ated his own used-car firm for 
many years. 


Expect to Pay Average of $2,500, FRB Finds... 





More People Plan on 


WASHINGTON. — Plans to buy 
new autos were more frequent in 
early 1953 than in early 1952, 
Federal Reserve Board reports in 
its “1953 Survey of Consumer Fi- 
nances.” People expect to pay more, 
too, than last year, the findings 
show. 

Used-car buyers, however, were 
no more eager this year than last, 
although actual sales are up. The 
potential used-car buyer also ex- 
pects to pay more now than he 
did a year ago. 

Increases in plans to buy new 
autos occurred in most income 
groups, while plans to buy used 
cars were apparently stable in each 
group. 

Associated with the increase in 
plans to buy autos, the board said, 


was the increase in the proportion 
of the population viewing the 
current year as a favorable time 
to buy durable goods. In 1953 
almost a third of the population 
considered the market situation 
favorable as compared with one- 
fifth in 1952. 

According to the board, 6 per- 
cent of all spending units were 


Desmond Recuperating 
After Appendectomy 
EVANSTON, Ill.—Lee F. Des- 
mond, general sales manager of 
Dodge, is reported recuperating 
from an appendectomy. 
He was stricken here while re- 


turning from a trip to Minneapolis 
and Milwaukee. 








2 Women Are Curious About Women Drivers— 


To find out whether women drivers in the various states observe traffic laws more 
carefully than men, Dorothy Mignault (left), of Kennebunkport, Me., and Mrs. Claire 
Emory, of Stamford, Conn., are leaving New York City today (July 27) on a cross- 
country run in a Hudson Jet. Here, the two former newspaperwomen receive a send- 
off from N. K. VanDerzee (second from right), Hudson sales vice-president, and C. 
A. J. Hadley, sales manager. The two travelers will keep a boxscore by states on 
the comparative driving practices of both men and women. 


has been elected , 
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500,000th Volkswagen Brings 'Giveaways'— 


Marking the production of its 500,000th postwar car, the Volkswagen plant in 
Wolfsburg, Germany, gave five autos and several motorcycles and bicycles to its 
employes. A colored ball was fired from a white car which drove around the ‘roulette 
wheel.”” Winning numbers, corresponding to tickets issued to each employe, were 
obtained when the ball came to rest beside one of the numbered cars in the center. 





Quinn Is Revolutionizing 
Chrysler Division Setup 


By Pete Wemhoff 
Editor, Automotive News 
HERE'S a “revolution” going on 
at Chrysler division, under the 
aegis of Ed C. Quinn, the division’s 
new president. 

Quinn is building from the ground 
up—covering product, dealer rela- 
tions, factory field 
forces, etc.—so 
it’ll take from 12 
to 18 months be- 
fore full results 
are shown. 

Quinn, who 

took over from 
D. A, Wallace in 
May, has a busi- 
ness back- 
ground which 
, s is ideal for his 
a big task. Before 
going to Chrysler division in 1951 
as general manager, Quinn had 
been general sales manager of 
Dodge for four years. 


His early auto career was spent 
as a toolmaker at Studebaker; as 
sales manager for a Detroit dealer; 
wholesale traveler for a Hudson 
distributor; special service repre- 


New Cars 


involved in plans to buy a new 
car in 1953, as compared to 4 per- 
cent in 1952, Plans to buy were 
most frequent in spending units 
with an annual before-taxes in- 
come of $7,500 and more, Seven- 
teen percent in that group 
planned to buy a new car, the 
board said. 

In early 1953, as a year ago, 
about 85 percent of the prospective 
buyers of new cars and 70 percent 
of the prospective used-car buyers 
already owned cars. 

Of those who expected to buy 
new cars, about 40 percent owned 
cars that were two years old or less 
in early 1953. This was a somewhat 
smaller proportion than in early 
1952. Consequently, tradeins this 
year may be a little older on the 
average. 

Or, as the report stated in its 
best straight-faced economic 
diction: “Cars owned in early 1953 
were in general newer than those 
owned in 1952.” 


A marked shift was evident in 
the age of cars owned by pros- 
pective buyers of used cars. About 
55 percent of the cars they owned 
were prewar models as compared 
with 80 percent in 1952. 


The median expected gross 
price indicated for this year was 
$2,500 for new cars and $900 for 
used cars. Last year the prices 
anticipated were $2,300 and $600. 
In 1951 they were $1,970 and $590. 
The 1953 figures, while substanti- 
ally larger than expected a year 
earlier, are quite close to actual 
expenditures last year. 

When asked about long-range 
plans, about 18 percent of all spend- 
ing units reported tentative plans 
to purchase a car in 1954. This is 
a slightly higher percentage than 
planned in early 1952 to buy in 1953. 


sentative for DeSoto, and as mer- 
chandising manager and a district 
manager for Dodge. 
* ~ * 

— Quinn has installed a 

used-car department, which is 
embarked on the biggest merchan- 
dising program in the division’s 
history. Object: To get dealers back 
into the used-car business. 

A series of 70 to 80 dealer meet- 
ings is being planned, and a used- 
car fundamentals booklet is ready 
for distribution to dealers. The 
booklet is aimed particularly at 
those postwar dealers who have 
had little chance for used-car sell- 
ing experience. 

Quinn said his dealers’ used-car 
inventories “are much better than 
normal,” averaging about a six- 
week supply. He believes the 
greatest barrier to used-car sales 
today is the financing problem on 
older autos. 

In another phase of his rebuild- 
ing program, Quinn a few weeks 
ago appointed E. M. Braden as 
director of regions. Braden, who 
had been sales supervisor at Dodge, 
is charged with developing “the 
best field organization in the busi- 
ness.” Currently he is selecting and 
training field men. 

” aa * 
NEW business-management set- 
up is also under way at the 
division, Quinn revealed. 

He declared Chrysler dealers are 
in good shape, facilitieswise, and 
that service absorption is going up 
gradually. The division is being 
very selective in appointing new 
dealers, Quinn emphasized, and has 
no plans to add dealers except to 
replace ones going out of business. 

At present the division has 3,- 
436 dealers, compared with 3,476 
@ year ago. 

Quinn predicted that 1953 would 
be a record year for Chrysler di- 
vision, with factory sales expected 
to top 180,000 cars. The previous 
record year was 164,730 cars in 1950, 
while factory sales totaled 155,000 
in 1951 and 116,696 in 1952, due to 
production restrictions, 

Sixty percent of this year’s sales 
are eight-cylinder cars; 40 percent 
are sixes. 


Industry Protests 
Crippling of ICC 
Safety Program 


WASHINGTON. — Congressional 
economy has struck again at the 
automotive world. This time it is 
the Senate-House conference on 
HR 4663, which prohibits any ex- 
penditures on safety and field work 
by the Interstate Commerce Com- 
mission’s Bureau of Motor Carriers. 

Earlier, meager congressional 
funds halted the broad plans made 
in 1952 for a thorough census of 
transportation in 1953 by the Bu- 
reau of the Census. The work was 
not prohibited specifically, but suf- 
ficient operating money was not 
made available. 

The ICC funds are tied up in the 
Independent Offices appropriation 
bill. The Senate report was favor- 
able, but at the urging of House 
members, House-Senate conferees 
wrote into their report language 
“requiring” ICC to spend the $1,- 

(Continued on Page 43, Col. 4) 


Harvey Fruehauf 
Sells His Interest; 
Trailer Prices Up 


DETROIT.—Harvey C. Fruehaut 
who retired May 7 as board chair 
man of Fruehauf Trailer Co., ha: 
sold his $3 million interest in th: 
firm to Detroit & Cleveland Naviga 
tion Co. 

Meanwhile, Fruehauf announced 
that prices of its products have 

been increased, ranging from 0.5 
to 2.5 percent. 

Explaining that Fruehauf had 
absorbed two recent steel price 
hikes, as well as increases in other 
raw materials and purchased com- 
ponents during the second quarter 
without increasing trailer prices 
then, the company said it had be- 
come “necessary to increase prices 
for most of its products, effective 
July 1.” 

Although the purchase by D&C 
involved only 131,000 shares, or 9 
percent, of Fruehauf’s outstanding 
common stock, it is believed the 
transaction will give George J. Kol- 
owich, Detroit financial promoter 
and D&C president, a command- 
ing position in the Fruehauf firm. 
The company’s stock is held by 
9,370 stockholders. 

A Fruehauf spokesman, how- 
ever, said the sale will not cause 
any changes. 

Last week, Fruehauf disclosed it 
had created two records during the 
six months ended June 30. Both 
sales and earnings were the high- 
est in any six-month period in the 
company’s 35-year history. 

Sales in the past six months to- 
taled $105,399,642, a gain of 21.8 per- 
cent over the comparable 1952 
period, and net earnings amounted 
to $3,715,450, compared with $3,001,- 
165 in last year’s first quarter. 

When preferred dividends are 
deducted, the 1953 net earnings 
represent $2.39 per share, as 
against $1.90 per share a year 
ago, 

The sale by Harvey Fruehauf 
leaves two sons of the company’s 
founder still active in the firm. 
Roy is president and Harry is first 
vice-president. 

“Other members of the Fruehauf 
family still have very substantial 


stock holdings in the company,” 
(See FRUEHAUF, Page 44, Col. 4) 


Chrysler Cited 


3 Cars Win Styling Laurels 


In Paris Contests 


DETROIT.—A Chrysler New 
Yorker and two Chryslers with 
special Ghia bodies have won first- 
place awards in three contests held 
at Paris this year, according to 
C. B. Thomas, president of the ex- 
port division of Chrysler Corp. 

A Chrysler V-8 with Ghia body 
and 180-horsepower engine won 
first prize among coupes in the an- 
nual Concours d’ Elegance (style 
and elegance show). Another 
Chrysler with Ghia body won first 
prize among coupes in a similar 
show at the Polo Club. 

The New Yorker won first prize 
among coupes in a style and ele- 
gance contest staged by L’Action 
Automobile, French automotive 
publication. 





Sige. ae 


Navy Hosts Auto Men— 


Chatting together on a tour of Hawaii 
Marine Corps installations are John Frenct 
(left), director of defense production for 
Ford Motor Co., and John F. Gordon, Gen; 
eral Motors vice-president. They were 
among a group of businessmen touring 
defense establishments as guests of the 
Secretary of the Navy. 
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Lap prosperity is important 
to our national welfare. Dealers 
are the bulwark of our domestic 
economy. The use of automobiles 
touches every life. Dealers keep 
American mobile. Mobility is impor- 
tant in the strength of any nation. 
It is dealers, more than any other 
factor, that makes it possible for 
the people of our nation to enjoy 
the benefits and blessings of per- 
sonal transportation. It is good to 
remind ourselves and the world of 
this truth. 

The use of the automobile in 
America has made possible our 
high living standards. In the his- 
tory of the world, civilization has 
advanced only as transportation 
was made available. Fifty-three 
million people in America now 
own cars. They are dependent 
upon automobile dealers to obtain 
full and satisfactory use of them. 
Now as we enter the deeply com- 

petitive situation in new-car sales, 
it is well to remember the stabiliz- 
ing influence of income from the 
service department. In fact, new- 
car sales in the future will not be 
such an important part of the pic- 
ture as they were in the past. One 
reason for this condition is that 
owners spend many more billions 
of dollars keeping their cars run- 
ning than they do for new cars. 

It has been proved through two 
World Wars that dealers can sup- 
port themselves on maintenance 
alone. Ford dealers made money 
for a period of 18 months just pre- 
vious to the announcement of 
Model A when there were no new 
Fords for sale. 

- = o 


Retrieving Owners 
S OVERHEAD costs rise and 
the profits on new-car sales 
diminish, dealers are using many 
means of increasing their service 
following. Service is a year-around 
business. There are no tradein 
losses. It is the most effective 
feeder for new and used-car parts 
and accessories sales, Dealers lose 
customers to one-shop oil chain 
stores, who may be more conven- 
iently located, or to alley garages 
who may have a lower hourly rate. 
So it is always worthwhile to at- 
tempt to retrieve such owners. 
Dealers use many methods to do so. 
One of the methods is to have 
salesmen call owners. But, even in 
spite of telephone contacts, owners 
slip away. A great many dealers 
not only circularize customers for 
service every month, but they in- 
stall special followup for customers 
who have not shown up for 90 days. 
These are usually personal letters 
from the manager to such owners, 
the first letter being addressed to 
owners who have not been in the 
shop for 120 days. If such owners 
still continue to be among the miss- 
ing, they have a special followup 
each 30 days thereafter. 


There are a great many letters 
of this type used for this purpose. 
It is well to write them from the 
standpoint of the customer’s in- 
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Dealers tell me 


By John 0. Munn 


terest, rather than the anxiety on 
the part of the dealer to retrieve 
a customer. To encourage dealers 
who have either discontinued 


such a practice or have never | 


done so, this column suggests a 
series of three letters in which 
any dealer will find phrases or 
sentences which he can use to get 
his own ideas for a letter to fol- 
llowup his missing owners. 


This suggested series, of course, 
is adaptable only to an owner who 
has previously patronized the deal- 
er’s service department but who 
has failed to return. The letters 
should be revised slightly should 
you want to circularize owners who 
have never patronized your shop. 

* * * 


Letter No. 1 


Dear (Name of Car) Owner: 

Sometimes even nine days is 
too long to put off having a small 
operating defect corrected in 
your car. It has been more than 
90 days since you have had your 
car in our Service Department. 


We feel a special responsibility 
for the good performance of 
(Name of Car). Today, with the 
high cost of new cars, more than 
ever before you need to take the 

best of care of your car. 


We have prepared ourselves 
abundantly to handle the service 
needs of (Name of Car). You will 
save money and keep your car in 
good condition by taking it to a 
responsible service organization 
at the first sign of trouble, by 
having it lubricated as often as 
necessary and by watchful care 
in driving to avoid accidents. 


We will gladly offer you coun- 
sel and advice anytime. You are 
more than merely a service job 
here. You are a part of our busi- 
ness, for our future depends on 
the satisfaction that you as a 
(Name of Car) owner get from 
your car. 

Sincerely yours, 
CAR DEALER & CO. 


* * * 


Letter No. 2 


Dear (Name of Car) Owner: 
We have missed you recently in 
our Service Department. 


We hope we are correct in as- 
suming that the reason for your 
absence is because your car has 
not required attention. 


We are interested in you as 
a (Name of Car) owner, in your 
car’s constant, good and econom- 
ical performance, And a little at- 
tention when its first needs are 
noticed will avoid the expensive 
jobs that result from continuous 
neglect. 

Come in and let our factory- 
trained service men look over 
your car. Protect your investment 
and assure for yourself safety 
and satisfaction. 

Sincerely yours, 
CAR DEALER & CO. 


* * * 


Letter No. 3 


Dear (Name of Car) Owner: 

This letter is an expression of 
our appreciation for the patron- 
age you have given us in the past, 
and an invitation to you to make 
more use of our various depart- 
ments at any and all times when 
we can be of service to you. 

Your car has not been in our 
shop for some time. We want to 
number you as one of our perma- 
nent, satisfied customers whose 
goodwill toward us constitutes 
the most valuable asset in our 
business. 

We sincerely endeavor to pro- 
vide service of the very highest 
character to the owners who deal 
with us; and we try every day to 
live up to our reputation for good 
workmanship, highest obtainable 
quality in parts and supplies, and 
friendly interest in our customers. 

If anyone does business with us 
and fails to continue to-do so, we 
feel that in some way we must 
have failed to register our sincere 

(See MUNN, Page 8, Col. 5) 
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Credit Controls Held Unlikely 


WASHINGTON. —NADA, finance 
companies and the Federal Reserve 
Board’s top official agreed at a 
meeting here last week that the 
nation’s credit picture presents no 
cause for alarm now, and that 
there is no likelihood for early re- 


| vival of credit controls. 


The appraisal on credit control 
revival came from Frederick J. 
Bell, NADA executive vice-presi- 
dent, as representing the view of 
William Martin jr., FRB chief. 

Martin was a surprise guest at 











the meeting, called by NADA to 
discuss recent increases in out- 
standing automobile credit which 
have prompted rumors that some 
type of credit rules might be put 
into effect again. 

Martin is understood to have told 


| NADA and the finance companies 


that the FRB should have the au- 
thority to reimpose credit controls, 
if it becomes necessary. 

However, Martin was quoted by 
Bell as saying that although auto 
installment credit ought to be 


a. 


Automotive News photo 


Head Trade Association Managers— 


Meeting in Detroit last week, the Automotive Trade Assn. Managers elected officers 
for the coming year. Seated (from left) are Elias J. Strong, of Utah, vice-president; 
William A. Plunkett, of Massachusetts, president, and John Lehman, of Akron, secre- 
tary-treasurer. Standing: Leo Faricy, of Minnesota; Robert Carson, of Hawaii, and Ed 
Fox jr., of Oregon all chosen as directors. Frank R. Broadway, of Alabama, also 
elected a director, was not present when photo was taken. 


* 


* * 


Junkers, Freight Inequities 
Are Assailed by ATAM 


By Jack Weed 


DETROIT.—A report on the 
progress made by NADA’s Industry 
Relations Committee looking to a 
more stable form of dealer con- 
tract; a possible solution to the 
unsafe vehicle problem, and a 
means to avert increasing insur- 
ance rates that are limiting vehicle 
sales —these were among the im- 
portant topics considered by the 
Automotive Trade Assn. Managers 
in the annual mid-summer meeting 
here last week. 

Fred Sutter (Dodge-Plymouth), 
chairman of the NADA Industry 
Relations Committee told the 
ATAM members “it simply does 
not make sense that the retailing 
branch of the automobile indus- 
try, involving as it does over 40,- 
000 merchants risking their 
capital and their lifetime efforts, 
whose combined capital, facilities 
and personnel is greater than 
that of all the car producers to- 
gether, should be completely at 
the mercy of their factories. It 
violates all principles of justice 
as well as commonsense.” 

Sutter declared that NADA has 
for some months been studying 
state licensing laws, as well as con- 
ducting a research on all aspects of 
dealer-factory relations with special 
emphasis on those points that have 
caused the greatest discontent and 
feeling of insecurity among auto 
dealers. 


Carl Fribley (Cadillac - Pontiac- 


Ky. Convention 


To Hear Doyle 


LOUISVILLE.—J. C. Doyle, sales 
and advertising manager of Ford 
Motor Co., will speak at the Ken- 
tucky Automobile Dealers Assn.’s 
annual convention Sept. 20-22 at 
the Phoenix Hotel, Lexington, ac- 
cording to Paul Dexheimer, KADA 
president. 

Sharing the spotlight with Doyle 
will be Paul M. Millians, vice-presi- 
dent of Commercial Credit Co., 
Baltimore. Millians will address the 
convention at 11 a.m. Monday, 
Sept. 21, and Doyle at 11 a. m. Sept. 
22. 


GMC), chairman of NADA’s Public 
Relations Committee, told the meet- 
ing that NADA was approaching 
the roads and parking problem on 
the national, state and local level. 
He praised the response that deal- 
ers are making to the plea for 
dealers to work at the local level. 

He stated that over 500 dealers 
had signified their willingness to 
get out on speaking assignments 
during the past week alone. 

The committee has a number 
of four-minute talks on safety 
and roads that include one talk 
to be given by teenagers to the 
young people and one from the 
woman’s angle to be delivered to 
women organizations. 

Among the resolutions passed by 
the ATAM were thanks to the De- 
troit Automobile Dealers Assn. and 
Manager Paul Graves; to the sales 
managers of the factories and Karl 
Richards, and to NADA and Presi- 


(Continued on Page 6, Col. 1) 


Handsome Mugs— 


Lovis Miller, owner of Wilkinsburg (Pa.) 
Sales & Service Co. (Buick), believes that 
his hobby of collecting shaving mugs 
draws many a prospect into his office. He 
now has 135 mugs, and once traded away 
a house he owned in order to get five 
mugs from a barber who dearly prized 
them, yet wanted the house for his scn. 





watched, the FRB saw nothing 
presently to justify ordering credit 
controls even if it had the power 
to do so. 


Bell said that the volume of 
outstanding auto credit this year, 
as compared with year-ago levels, 
presents a “completely distorted 
picture, unless qualified.” 


Considering the nation’s growth, 
Bell said, outstanding auto credit 
could rise to $19 billion without 
danger to the nation’s economy, At 
the end of May, outstanding auto 
credit totaled an estimated $9.3 
billion. 


Robert S. Armacost, NADA presi- 
dent, said that delinquencies on 
automobile credit have ‘“measur- 
ably” declined over the past five 
years. 


Armacost said he thought it un- 
likely that the Government will 
make any future move concerning 
credit regulations without a fui 
discussion with all interested 
parties. 


Bell showed newspapermen lit- 
erature being distributed by 
NADA to dealers urging them to 
sell cars and not terms. 


In addition to Armacost and Bell, 
other NADA officials at the meet- 
ing were J. M. Saunders, treasurer; 
Foster Talbott, Alton M. Costley 
and Harold J. Moye. 


New York Dealers 
Select 6 Youths 


For Auto Training 


ALBANY.— The winners of six 
$500 scholarships in automotive 
technology, sponsored by the New 
York State Automobile Dealers 
Assn., were announced last week. 


The youths, who won in compe- 
tition with high school graduates 
from all parts of the state, were 
Ernest A. Kreitzberg, of Port Jef- 
ferson Station, L. £.; James H. 
Young, Woodside (Queens); John 
P. Simmons, Watertown; Stuart E. 
Johnson, Beaver Falls; Herbert J. 
®iederer, Worcester, and Richard 
M. Powers, Medina. 


“We're so short of young fellows 
skilled in advanced automotive 
techniques,” said William Frame, 
president of the association, “that 
{£ expect our 2,100 new-car dealers 
to be looking for these outstanding 
young men long before they com- 
2lete their training.” 


Each winner will take a _ two- 
year course at State University 
technical institutes. Simmons, 
Johnson and Powers plan to enroll 
at the Morrisville institute. Kreitz- 
berg and Young will go to the 
#armingdale school, and Fiederer 
to the one at Binghamton. 


They will study basic chemistry, 
hydraulics and internal combustion 
cheory. To prepare them for po- 
sitions in new-car dealerships, they 
will also learn business manage- 
ment methods and salesmanship. 

Before they earn the degree of 
Associate in Applied Science, they 
must complete two three - month 
periods of actual job experience. 

Scholarship checks will be pre- 
sented to the boys Sept. 15, when 
they will be guests at the 3uth 
annual meeting of NYSADA at 
Saranac Lake. 


19 Area Confabs 
Slated for lowa 


DES MOINES.—The Iowa Auto- 
mobile Dealers Assn. will conduct 
19 district meetings throughout the 
state between Aug. 4 and Sept. 29. 

The executive committee said it 
had decided to double the number 
held a year ago because of the im- 
portance of the new title law that 
becomes effective Oct. 1. 

The committee, at its meeting 
here, instructed President L. E. 
Sinner to appoint a committee of 
three to five dealers to study the 
possibility of developing a form 
service, 

A dinner was held following the 
meeting to honor Leo P. McEleney, 
committee member, who is moving 
to California. R. E. Bickelhaupt 
(Packard - International), Clinten. 
was appointed to complete Me- 
Eleney’s term, 
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AUTOMOTIVE 
™ 


OuR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. J 2. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 
car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
jovernments applied to the building and maintenance of highways. 
ia. The elimination of government and bureaucratic controls over this 
industry. 7 5. A return to the precepts of independence and the rewards of 


aarrag 
Bmk » 


NEWS citizens more of me better things of life than anywhere else in the world 


Clue for Service 


_ again attention in the auto industry is brought to 
bear on brakes, as the result of the May safety check 
which shows that one vehicle in every six needs attention. 


Auto dealers might well use figures reported by the Inter- 
Industry Highway Safety Committee to call attention in 
their advertising to this situation. 


They would be serving not only themselves and car own- | 
ers, but the public as well, to run brake specials. Brakes, of | 
course, represent the most important mechanical element in | 


car safety. 


Another aspect of the situation concerns the failure of | 


brake development on new cars to keep up with increases in, 
horsepower and the extra burden carried by brakes through 
widespread use of automatic transmissions. 


Factory engineers are well aware of the problem and are 
working hard on it. 


Perhaps more would be done if stopping could be made as | 


glamorous as power in selling and advertising. Obviously, 
it can’t but the problem nonetheless must be met. 


Strong Foundation 


y= the auto market daily becomes more competitive, 


Advertising Manager—Edward Kruspak 





applied energy and ability, which made America and gave more of her | 





there are signs of optimism, too. Some business ana- 


lysts are now seeing a strong fourth quarter. 


And, looking at the record, there are strong indications 
as a foundation. Individual savings in the first quarter 
totaled $2.5 billion, highest since the end of the war. 


Corporation profits in the first quarter were 11 percent 
higher than a year ago. Order backlogs totaled $71.6 billion 
at the end of May, $2.4 billion more than a year earlier. 


The money is there. The problem is for dealers to put 
selling on a smooth-operating, hard-hitting basis. 





Auto 
Forum 


Adequate Funds 


“The funds (now) available to 
the Air Force are ample to con- 
tinue a rapid buildup in its ef- 
fective strength.—Defense Secre- 
tary Charles E. Wilson, 


* * bd 


YESSIREE-THE PEAK 
THATS HIGHEST FOR 


OCTOBER, /950, ANP 


Clue to Failure 


Personally, whenever I hear 
of a demand for a high tariff 
or other form of protection, I 
suspect there has been some 
failure of marketing ability. 
—Douglas Abbott, Canadian 
minister of finance. 

* * * 

There’s no law of diminish- 

ing returns which applies to 


customer service.—Nep JORDAN. 
* * * 


Everybody’s Job 

With more than 53 million 
vehicles crowding inadequate 
streets and highways, and traffic 
accidents and deaths running 
ahead of last year, every driver 
must assume individual re- 
sponsibility to maintain his 
vehicle in safe operating con- 
dition at all times.—W. F. Huf- 
stader, vice-president, General 
Motors. 


WE WONT BOT 





* x * 


The Cornerstone 


I believe that collective | 
bargaining between parties 


whose respective rights are AND JF 
protected, and mutual respect THe BOYS 
and understanding between (| pont 
management and labor, con- | | MAKE JT, 
stitute one of the main corner- = | pyT THE 
stones of our free democratic | |p ace (AP 
society—Guy Farmer, NLRB_ || OW THE 
chairman. (ARTOONER 
* 2 * 


Speed will get you into | 
trouble faster than your 
brakes can get you out of it. 
—Detroit Potice INSPECTOR 
James A. Hoye, director of 
traffic. 


| — Letterbox 


* & * 


Good OV... 


American automobiles of the 
future may be powered by the 
hot air of an atom-splitting 
gas... Refinement of a new 
method of harnessing atomic 
energy, announced by the 
American Institute of Physics, 
New York, would mean that 
some day drivers would pull 
into a station and say: 

“Give her a charge of that 
good old uranium hexafluor- 
ide.” — Gobind Behari Lal, 
Hearst Newspapers Science 
Editor. 





| Not Demonstrators 

| The article in the July 6, 
of Automotive News, entitled 
“Revenue Bureau Relaxes Stand on 
Company Cars” by William Ullman, 
|refers to the W. R. Stephens Co. 
case as being based on demon- 
strators, which is not correct. This 
letter is written with the purpose of 
setting the records straight and 
with the hope that a correction will 
be published in order that the auto- 
motive trade will not be misin- 
formed. 

The automobiles involved in the 
W. R. Stephens Co. case com- 
prised company cars which were 
used in the production of income, 
and this requirement is the first 
test under Section 117-J in order 
to obtain the capital-gain treat- 
ment on the sale of assets. The 
automobiles in question were 
used in connection with the 
handling of subcontract work 





* * * 


I still don’t hate anybody.— 
PRESIDENT EISENHOWER. 
* aa * 


Ike’s Peak or Bust 


Since Ike has renamed his 
Shangri-La retreat Camp 
David, there’s a move afoot to 
change the name of the ex- 
ecutive mansion to Dwight 
House.—Fletcher Knebel. 


10 Years Ago eT 
The Big Story 


By making leisure more attractive than wage earning, high wages 
and scarcity of consumer goods are combining as the principal cause 
of employe absenteeism, Metropolitan Life Insurance Co. declares 
in a report ... Alfred P. Sloan jr. told a meeting of the General 


Motors Club of Chicago that the earliest reasonable date to expect 


new-car production is four months after the cessation of war goods 
manufacture ... A survey of the steel industry estimates that by 
the end of 1943 there will be a back-up demand for two million trucks 
and six million cars, which means that by 1944 there will be a demand 
for 12 million automotive vehicles . . . Central Mfg. Co., Connerville, 
Ind., this month produced its 150,000th Jeep body .. . Only $1,417,939 
from the $20,500,000 paid by motorists in gas taxes during the fiscal 
year went into Tennessee’s highway fund, from which State debts 
are paid, according to State Budget Director W. M. Duncan. 


—From the files of Automotive News. 





A SINGLE MONTH SINCE 









WE SAY /TS,THIS JULY 
AVP HERES Tt PEAK 
FOR THE GUY WHO SAYS 








| ‘Setting Record Straight . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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SUPERMARKETS TO ‘SELL Morar OIL 
— SOME EIT WITH PERFUME —News hem 


GET NE. CRATE | 
INTO THE STREET 





under war contracts during the 


years 1942, 1943 and 1944, the 
operation of our household ap- 
pliance department, as courtesy 
cars for the use of doctors, 
public officials and others whose 
automobiles were tied up for re- 
pairs due to lack of parts, etc., 
and other activities in connection 
with the conduct of the business. 


These cars were used over a 
period of four or five years and, as 
we all know, it was not necessary 
to use demonstrators in connection 
with the sale of new automobiles 
during the period from Jan. 1, 1942. 
until 1946, when the first post-war 
cars were produced. 

The W. R. Stephens Co. case and 
the Latimer-Looney case are iden- 
tical twins, and it is the opinion of 
several tax authorities that our case 
was a stronger one than the Lati- 
mer-Looney case for the reason 
that the automobiles in question 
were used over a longer period of 
time and for purposes not directly 
related to the operation of an auto- 
mobile dealership. 


At the time the undersigned was 
on the witness stand, the point was 
very definitely made that the cars 
in question were those used in the 
conduct of the business and were 
not demonstrators. 


It was also brought out that th: 
tax returns for the years in 
question carried two expense items 
covering the expense of demonstra 
tion cars and the expense of com 
pany cars. The case was heard be- 
fore the Tax Court on Oct. 23, 1950, 
and a decision was not rendered 
until Aug. 8, 1951, and the appeal 
to the Eighth Circuit Court of Ap- 
peals was heard on May 8, 195”, 
and their decision was not handed 
down until Nov. 13, 1952, and in 

(Continued on Page 14, Col. 4) 
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1958 Stadebaket 


The new American car with the European look 


“There can be no ques- 
tion about it—Studebaker 
has, with its new model, 
made every other Amer- 
ican car look ten years 
. Studebaker has 
credited the American 

public with having a re- 

spectable amount of so- 

phistication and good 

taste and has built a car 

with appeal 
people.” 

— Motor World 
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“Studebaker has done 
the American car-buying 
Public a considerable 
service. It has produced 
one of the best conceived, 

cleanest and handsomest 

exterior shapes ever put 
On any production car 
anywhere.” 


— Auto Sport Review 
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Dodge Gets Hot on Air Conditioning— 


Reporting increased public demand for air conditioning in’ Dodge cars, the factory 
has built a separate final-assembly line for installation of the unit. In this section, 
copper tubes are inserted from the compressor on the motor to the evaporator in the 
car trunk. Liquid Freon, a refrigerant, is added. Then inspectors check the mechanical 


operation of the cooling system. 





Junkers, Freight Inequities 
Are Assailed by ATAM 


(Continued from Page 3) 


dent Robert Armacost for enter- 
tainment provided. 

Another resolution called on 
NADA to seek a solution to the 
problem of “a great number of 
motor vehicles now in use on the 
streets and highways of the nation 
which are unsafe, due to condition 
or age, and the removal of such 
unsafe vehicles from the streets 
and highways. 

ATAM members also urged 
NADA to make a study of auto in- 
surance rates and causes for their 
alarming increase, and protested 
insurance and brokers qualifica- 
tions and licensing laws and all 
similar legislative proposals “whose 
objectivity is the denial or curtail- 
ment of the right of retail automo- 


Senate OK’s Sale 
Of U. S.-Owned 
Rubber Factories 


WASHINGTON.—The Senate last 
week passed a bill which would au- 
thorized the sale of 28 Government- 
owned synthetic rubber plants to 
private industry. The vote was 65 
to 16. 

Under the measure, sent back to 
to the House because of minor dif- 
ferences with the House-approved 
bill, all the plants must be disposed 
of by Jan. 31, 1955. 

Passage came in an overtime 
night session after Secretary of 
State John Foster Dulles urged 
quick action to remove “a source 
of friction” between the U. S. and 
its rubber-producing allies. 

The Senate accepted an amend- 
ment to extend the sales deadline 
from the original date of July 1, 
1954, and to require the attorney 
general to certify that the sales do 
not violate anti-trust laws. It re- 
jected several amendments to limit 
the number of plants each of the 
“big four” rubber firms may buy. 

The Government went into the 
rubber business during World War 
II when Japan cut off natural rub- 
ber supplies from southeast Asia. 

Both President Eisenhower and 
the Reconstruction Finance Corp., 
which administers the plants, had 
recommended that they be sold. 
The factories cost nearly $450 
million. 


tive dealers to sell or otherwise 
place insurance on motor vehicles.” 


Another resolution condemned 
new-car freight charges, which 
often results in dealers at a lesser 
distance from the factory paying 
more freight than dealers at 
greater distance; attacked also 
was high freight charge to the 
west coast and far south points, 
“which enable non-franchise deal- 
ers to be able to sell new cars at 
prices that work an undue hard- 
ship on the franchised dealers.” 
The ATAM asked NADA to con- 
duct a survey on the situation 
and report their findings back to 
ATAM members. 


New officers and directors for the 
coming year are as follows: 


President, Wm. A. Plunkett, of 
the Massachusetts association; 
Vice-President, Elias Strong, of 
Utah; Secretary-Treasurer, John 
Lehman, of Akron. 


Directors: Robert T. Carson, of 
Honolulu; Frank R. Broadway of 
Alabama; Leo B. Faricy, of Min- 
nesota, and Edward Fox jr., of 
Oregon. 


Lincoln Gains 


In Cincinnati 


CINCINNATI. — “The Cincinnati 
district continued to show an in- 
creasing demand for Lincoln auto- 
mobiles with a total of 846 delivered 
to customers during the second 
quarter of this year,” J. D. Platt, 
district sales manager of Lincoln- 
Mercury, has reported. 


Platt said this was an increase of 
71 percent over the previous record 
high of 496 delivered during the 
third quarter of last year. 


Myers Resigns Presidency | 
Of Standard Products 


CLEVELAND.—Resignation of 
Harry D. Myers as president of 
Standard Products Co., producer of 
automotive window channel and 
weatherstrip, has been announced 
by Dr. J. S. Reid, chairman of the 
board. 

Dr. Reid will serve as acting 
president until a successor to Myers 
has been chosen. 


Chance of Adoption Appears Slim... 


30-Hour Week Faces 3 Hurdles 


By Bob Lienert 
Staff Writer 
oe revived proposal for a 30- 
hour week in the auto industry 
faces a bleak future because of its 
potential impact on _ production 
costs. 

The plan, a pet of Carl Stellato, 
fiery president of the huge Ford 
Local 600, UAW-CIO, would pro- 
vide 40 hours’ pay for the shorter 
week. In effect, this would mean 
a 33 percent increase in labor 
costs per unit of production. 

Stellato says the 30-hour week is 
necessary to avert widespread un- 

employment in the industry result- 
ing from cancellation and impend- 
ing cutbacks of military production. 
Last week’s issue of Ford Facts, 
publication of Local 600, devoted 
much of its front page to a dis- 
cussion of the 30-hour week. 

a2 * 7 


TELLATO must buck three-way 

opposition if he is to make a 
success of his plan. Manufacturers, 
already buffeted by cost pressures, 
can be expected to fight vigorously 
against the plan. 

The pure dollar hazard of a 
one-third jump in labor cost per 
auto would be too great for the 
industry to bear. Reaction would 
be akin to that if the UAW 
should lay down demands for a 
75-cent hourly wage hike. 

The second roadblock for Stellato, 
and perhaps the most immediate, 
would be opposition from other 
UAW locals which are more in- 
terested in a guaranteed annual 
wage. 

* * . 
[a preference is based on 
three facts: 

1. A guaranteed wage might 
stand a better chance of ac- 
ceptance by the industry, 
although it certainly would be no 
cinch. 

2. The last UAW convention set 
up the guaranteed wage as the 
union’s next major goal. 

3. Many UAW locals feel that 
any moves to obtain a 30-hour 
week would jeopardize their cam- 
paign for the annual wage. 

* * « 


GTELLATO'S third problem is one 
of union politics. Long a bitter 
foe of UAW and CIO President 
Walter P. Reuther, Stellato can 
count on high-echelon opposition in 
the UAW to any project he under- 
takes. 

While his 30-hour-week pro- 
posal has the backing of Ford 
Local 600, Chevrolet Local 659 
and scattered smaller units, 
Reuther, in the final analysis, 


White Canes 


New Hampshire’s Dealers 


Aid Poster Drive 


CONCORD, N. H.—(UTPS)—The 
New Hampshire Automobile 
Dealers Assn. and the State Motor 
Vehicle Department, in cooperation 
with the New Hampshire Assn. for 
the Blind, are distributing more 
than 2,500 posters calling attention 
to the State law providing that 
white canes have the right of way. 

John D. Orr, executive vice-presi- 
dent of the auto dealer group, and 
Motor Vehicle Commissioner Fred- 
erick N, Clarke were present as dis- 
tribution of the posters began. 








Boston Packard Dealers Air Sales Plans— 


At a summer conference of Packard dealers from the Boston area, factory officials outlined plans for the coming season. Accord- 
ing to Packard, more than 80 percent of its dealers attended similar sessions in 16 cities to discuss new and used-car sales, 


service department operations and dealership administration. 





holds the potent guns, And 
Reuther, at the convention, 
voiced his scorn for the 30-hour 
week and branded its backers as 
a@ group of opportunists. 

In Washington, last week, plans 
reportedly were completed for the 
reorganization of the National 
Labor Relations Board along lines 
urged by Senator Robert A. Taft, 
Ohio Republican. 

The main change would be to 
divorce prosecuting and judicial 
functions of the NLRB. Under the 
present Federal Labor Relations 
Law, the ‘board handles judicial 
functions and its general counsel 
handles prosecution and adminis- 
trative work as an agent of the 
board. 

The new plan calls for the 
creation of two separate agencies. 
A seven-man board would function 
as a judicial body and a new 
agency would be created to handle 
prosecution and administration. It 
would conduct elections and certify 


Denver Dealers 
Choose Smith 


For Presidency 


DENVER. — Ralph A. Smith, 
partner in George Irvin Chevrolet 
Co., has been elected president of 
the Denver Automobile Dealers 
Assn. to succeed Ralph L. Ricken- 
baugh, head of Rickenbaugh Cadil- 
lac Co, 

Other officers elected at the 
annual meeting were Joseph J. 
Marsh, Marsh - Wimbush Inc. 
(Ford), vice-president, and Tom 
Braden, executive secretary-treas- 
urer. 

Named directors were John W. 
Hyer jr., Thomas-Hyer (Dodge- 
Plymouth), S. N. Marcus, Marcus 
Motors (Studebaker), and Charles 
J. Lowen jr., Lowen -Thompson- 
Brown & Co. (Hudson). 

The new directors will fill out a 
board which includes Arthur 
Kumpf, Kumpf Motor Car Co. 
(Lincoln-Mercury), and Harry 
Dowson, Empire Oldsmobile Inc., 
who have one more year to serve. 





unions as bargaining agents, a task 
now handled by the board. 


* * . 
A WILDCAT strike temporaril) 
idled 10,000 workers at Hudson 
last week. The walkout reportedly 
was called as a result of discipli- 
nary action taken against a leader 
of a recent wildcat strike. 

In an unusual move, UAW Local 
154 ran an ad in a Detroit daily 
newspaper telling union members 
to report for work on their regular 
shifts the next day. 

In Linden, N. J., striking workers 
at the General Motors assembly 
plant voted to return to their jobs 
today (July 27). The walkout 
started July 15 because of alleged 
excessive overtime. The back-to- 
work vote was taken at a mass 
meeting after pleas from UAW 
leaders. 

The UAW announced last week 
that members of its Local 32 at 
White Motor Co., Cleveland, had 
voted to accept a company pro- 
posal in a dispute which had 
threatened to halt operations. 
The argument had centered about 
on-time job studies. 

The membership also approved a 
new wage pact, which includes a 
boost in the improvement factor to 
five cents an hour, a 10-cent hourly 
increase for skilled workers and a 
20-cent hourly hike for body build- 
ers and other highly skilled 
workers. 

A four-week strike at the Frue- 
hauf Trailer Co. plant in St. Pau! 
was ended when the AFL Ma- 
chinists voted to accept a pay 
boost of 19 cents an hour. A three- 
cent hourly cost-of-living increase 
given previously brought the total 
to 22 cents an hour, the figure 
which has been established as a 
“pattern” for garage mechanics in 
the Twin City area. 

The 22-cent pattern was applied 
in Hopkins, a Minneapolis suburb, 
and a threatened strike at five 
dealerships was averted. The Hop- 
kins contracts also call for a dues 
checkoff and liberalized vacation 
pay. 





Used-Car Bulletin from Detroit .. . 


Latest Auetion Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


July 22 
(Prices rising again. Sale very 
good. Sold 101 cars out of 132 


offerings.) 


BUICK—’51 RM 4-dr., $1,450*, $1,385*. 
’50 Super 2-dr., $1,025*; 4-dr., $1,- 
040*. '47 RM 2-dr., $450. "42 RM 
7-pas. sedan, $195. 


CADILLAC—'47 (62) 4-dr., $715*. 


CHEVROLET—’51 Bel Air, $1,250*; SL 
Deluxe club coupe, $1,085. '50 conv., 
$1,030; SL Deluxe 2-dr., $730*; 4-dr., 
$900. 49 SL Deluxe 2-dr., $675, $720, 
$670, $730. '48 FL aerosedan, $375. 


DeSOTO — '50 conv., $975. '49 Custom 
4-dr., 2 at $660, 2 at $725. '48 Cus- 
tom 4-dr., $420. 


DODGE — '52 Coronet club coupe, $1,- 
270*. ’51 Coronet club coupe, $1,000; 
4-dr., $1,050, $930. '50 Coronet 4-dr., 
$850, $845. 

FORD — ’52 Custom (6) 2-dr., $1,175, 
$1,190; Custom (8) 4-dr., $1,415*. '51 
Custom (8) 2-dr., $1,060*, $1,075*; 
conv., $1,250*; Custom (6) 2-dr., 
$830. ’°50 Custom (8) sedan, $925, 
$890, $820. '49 Custom (8) 2-dr., 
$600, $375. °48 SD (6) 4-dr., $275. 
'47 SD (8) 4-dr., $360, $200. 

HUDSON — '51 Commodore (8) 4-dr., 
$700. '49 Super (6) 4-dr., $470. 


KAISER — '51 4-dr., $790, $725. '49 
4-dr., $505. 
MERCURY — '51 4-dr., $1,300*. ’50 


2-dr., $875*, $885. '47 4-dr., $350. 

NASH—’52 Rambler station wagon, $1,- 
175. '51 Rambler station wagon, $700. 
48 Ambassador sedan, $345. 

OLDSMOBILE — '53 Super (88) 4-dr., 
$2,725*. °49 (98) 4-dr., $775*. °'48 
(98) 2-dr., $480°; (78) 4-dr., $205; 
(76) sedan, $380*, $405*; (68) club 
coupe, $450*. 

PACKARD—’51 (200 4-dr., $1,305*. '49 
2-dr., $560. 

PLYMOUTH—’52 Belvedere, $1,415. '51 
Cambridge club coupe, $1,020, $990. 
’49 SD 4-dr., $500. '47 Deluxe 2-dr., 
$220. 

PONTIAC—’52 Chieftain (8) 4-dr., $1,- 
615*. '51 Catalina, $1,410; Chieftain 
(8) 4-dr., $1,340. ’°50 SL (8) sedan, 

. '48 Chieftain (8) sedan, $340, 


$1,000. '51 Champion sedan, $820. '50 
Commander (8) 4-dr., $810; Cham- 
pion 4-dr., $680, $530, $540. 


July 15 
(Prices appeared to be up $25 to 
$50. Sale fast. Sold 97 cars out of 

126 entries.) 

BUICK—’51 RM conv., $1,550*; 4-dr., 
$1,450*. '50 RM 4-dr., $1,145*; Super 
4-dr., $800; 2-dr., $800. '49 Super 4- 
dr., $660, $575; 2-dr., $715. 

CHEVROLET—’'52 SL Deluxe 2-dr., $1,- 
195, $1,305* 4-dr., $1,170. ‘51 Bel 
Air, $1,325; SL Deluxe 2-dr., $1,025, 
$1,010, $825; conv., $1,000. '49 SL 
Deluxe 2-dr., $600; conv., $415. ‘47 
%-ton panel, $215. °'46 SM 4-dr., 
$210; FL aerosedan, $350. 

CHRYSLER—’51 Windsor club coupe, 
$1,095*. °50 Windsor 4-dr., $930*; 
club coupe, $885*. "48 NY 4-dr., $550. 

DeSOTO—’51 Custom 4-dr., $1,140*. '50 
Deluxe 4-dr., $725. 

DODGE—’53 Meadowbrook 4-dr., $1,- 
685. ’51 Coronet 4-dr., $980. '50 Coro- 
net 4-dr., $800; club coupe, $765. 


FORD—’52 Custom (8) 2-dr., $1,560*; 


4-dr., $1,500*, $1,380; 1-ton stake, 
$825. ’51 Custom (8) 2-dr., $1,075, 
$1,080*, $1,050; conv., $1,150; $1,- 
200*; Victoria, $1,330*%; Custom (6) 
2-dr., $800. °50 Custom (8) club 
coupe, $800; 2-dr., $835; Custom (6) 
2-dr., $790, $735. °'49 Custom (8) 
club coupe, $435, $440; Custom (6) 
2-dr., $490. °48 SD (8) 2-dr., $200. 


"47 SD (8) 2-dr., $310. 


KAISER—’51 2-dr., $865; Henry J (6) 
sedan, $605. 

MERCURY—’51 4-dr., $1,250*; 2-dr., 
$1,100*; club coupe, $1,300*; conv., 
$1,135. '50 4-dr., $925; club coupe, 
$960. 

NASH—’50 Statesman 2-dr., $650. 

OLDSMOBILE—’51 (88) 4-dr., $1,480*, 
$1,300*. '50 (98) 4-dr., $1,200*. '49 
(98) 4-dr., $750; (76) 4-dr., $795. 
"48 (66) 2-dr., $375. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,- 
735. '51 Cranbrook sedan, $895, $825. 
50 SD 4-dr., 2 at $760, $685, $720. 
"49 SD sedan, $695, $500, $630. 

PONTIAC—'53 Catalina, $2,715* (p.s.). 
’50 Chieftain (8) 4-dr., $960°. °48 
Chieftain (6) 2-dr., $600*, ‘47 Chief- 
tain (8) 4-dr., $485. 

STUDEBAKER — '50 Commander (8) 


sedan, 2 at $660, $500; Champion 
sedan, $475, $480. 

MISCELLANEOUS — '51 English Ford 
sedan, $400. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 





Other Auction reports are on Pages 34-36 
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DISTRIBUTORS 


ALABAMA 
GREENBERG AUTO 
ARTS co. 
Corner 12th & 3rd 
Ave., 


Birminghem, 4, Ala. 


ARIZONA 
EASTSIDE AUTO 
PARTS CO. 

2025 E. Washington 
Phoenix, Ariz. 


CALIFORNIA 
SEVERLY eas 
(Ford Only) 
8850 Wilshire Bivd. 
Beverly Hills, Calif. 


SCHULTZ & COMPANY 
2817 So. Hill 
los Angeles, Calif. 


Cc. P. HUNT CO. 
2406 Webster St. 
Oakland, Calif. 


PARAMOUNT SERVICE 
533 Turk St. 
San Francisco, Calif. 


COLORADO 

SILVER AUTO & RADIO 
1400 Champa 

Denver, Cole. 


TOMMY THOMPSON'S 
1322 Broadway 
Denver, Colo. 


CONNECTICUT 
NEW ENGLAND 
AUTO SUPPLY 
18 Darlin St. 

E. Hartford, Conn. 


FLORIDA 

KING SALES CO. 
1078 Adams 
Jacksonville, Fla. 


VICTOR DIST. 
COMPANY 
1317 N. E. First 
Miami, Fla. 


ILLINOIS 

H & M AUTO 
PARTS CO. 

2115 S. Michigan 
Chicago, Ill. 


WINNER SUPPLY CO. 
2216 Michigan (So.) 
Chicago, Ill. 


INDIANA 


527 N. Capitol 
Indianapolis, Ind. 


BROWN MOTOR CO. 
12 North 8th St. 
Richmond, Ind. 


U. S. AUTO CO. 
844 Massachusetts 


Ave. 
Indianapolis, Ind. 


1IOWA 

STRUM AUTO SUPPLY 
413 W. 3 
Davenport, lowa 


KANSAS 
MANUFACTURERS 
BROKERAGE 
116 Pattie St. 
Wichita, Kansas 


KENTUCKY 

ee 
IN 

Thurd & Breckinridge 
Louisville, Ky. 


LOUISIANA 
DEALERS TRUCK & 
EQUIPMENT CO. 
1561 Texas Ave. 
Shreveport, La. 


MASSACHUSETTS 
ARNCO AUIO SUPPLY 
1359 Columbus Ave. 
Boston, Mass. 


ELLIS, INC. 
1027 Commonwealth 
Boston, Mass. 


MICHIGAN 
DOUGLAS GREGORY 
& ASSOCIATES 
8101 Linwood 
Detroit, Mich. 


HOLLYWOOD AUTO- 
MOTIVE ACCESSORIES 
10646 Plymouth Rd. 
Detroit, Mich. 


MINNESOTA 
PETERSON-PAUL 
SALES CO. 

710 Portland Ave. 
Minneapolis, Minn. 


ELLIOTT AUTO SUPPLY 
co. 


1211 W. Broadway 
Minneapolis, Minn. 
SALUTE AUTO 
SUPPLY CO. 

Corner Rice & Central 
St. Paul 3, Minn 


MISSOURI 
PROGRESSIVE AUTO 
SUPPLY 


3021 Locust St. 
St. Louis, Mo. 


STERLING TIRE & 
SUPPLY 

306. W. 9th 
Kansas City, Mo. 


NEBRASKA 
NATIONAL AUTO 
PARTS 

llth & Harney 
Omaha, Nebraska 


NEW HAMPSHIRE 
SANEL AUTO PARTS 
INC. 


159 So. Main St. 
Concord, N. H. 


NEW YORK 
KAUPMAN AUTO 
SUPPLY 
1150 Bedford Ave. 
Brooklyn, N. Y. 


NORTH AND 


SOUTH CAROLINA 
CAROLINA HOUDAILLE 


135 W. First St. 
Charlotte, N. C. 


AIKEN aaa 
126 Pendlet 
Greenville, S. . C. 


OHIO 

AUTO PARTS 
EXCHANGE 
1118 Race St. 
Cincinnati, Ohio 


Ss. & S. PRODUCTS 
921 S. Arch St. 
Alliance, Ohio 


BAUMAN’S AUTO 
STORES 

Dorr at Secor 
Toledo, Ohio 


BEST AUTO PARTS CO. 
11227 Superior Ave. 
Cleveland, Ohio 


THE OEC CORP. 
Medina, Ohio 


VAN SALES CO. 
274 E. Long St. 
Columbus, Ohio 


WEST SIDE AUTO 
332 Broad St. 
Columbus, Ohio 


OKLAHOMA 
BILL JONES 
ACCESSORIES 


J. C. HAMILTON CO. 
225 E. 10th St. 
Tulsa, Okla. 


OREGON 
Coast AUTO SUPPLY 


+10 N. W. Broadway 
Portland, Ore. 


PENNSYLVANIA 
AMERICAN AUTO 


BARTON SUPPLY CO. 
3026 N. Broad St. 
Philadelphia, Pa. 


STATE AUTOMOTIVE 
DIST. 


511 S. Broad St. 
Philadelphia, Pa. 


RHODE ISLAND 
GLOBE AUTO SUPPLY, 


INC. 

91 Broadway 
Providence, R. 1. 
SHASET AUTO SUPPLY 
1155 Broad St. 
Providence, R. |. 


TENNESSEE 
BERLINS AUTO TRIM 
& SUPPLY 
1610 W. End Ave. 
Nashville, Tenn. 


— 


foi Union Ave. 
Memphis, Tenn. 
MONTGOMERY AUTO 
SUPPLY 


230 Union 
Memphis, Tenn. 


TEXAS 

GEORGES AUTO PARTS 
905 Florence 

Fort Worth, Texas 


LUMIDOR CO. OF 


TEXAS 

4534 McKinney Ave. 
Dallas, Texas 
OCHTERBECK 
FACTORYZING CO. 
2107 Smith St. 
Houston, Texas 
PLUGGER MFG. CO. 
619 Soledad 

San Antonio, Texas 
FRED RUPELL CO. 
3308 Swiss Ave. 
Dallas, Texas 


VIRGINIA 
NORFOLK AUTO 
SUPPLY 
241 W. 20 
Norfolk, Va. 


WASHINGTON, D.C. 
DALE SALES CO. 
4000 Cathedral, N. W. 
Washington, D. C. 


WASHINGTON 
AUTOMOTIVE 
WHOLESALERS INC. 
925 E. Pike 
Seattle, Wash. 

G & M AUTO 

SUPPLY CO. 

West 329 Second Ave. 
Spokane, Wash. 


WISCONSIN 
CHAS. LUBOTSKY 
TIRE CO. 

2733 W. Wisconsin 
Ave. 

Milwaukee, Wisc. 


EXPORT DIVISION 
S. T. BRENNER 
INTERNATIONAL, INC. 
82 W. Washington St. 
Chicago 2, Il. 





TOUCH -TOE 


100% RATTLE 









BONZER MFG. CO. 


1550 SEABRIGHT AVENUE 
LONG BEACH, CALIFORNIA 





EXTRA 
LENGTH 


adds oa full TWELVE 


INCHES fo the 
overall length of 
your car! 


RELEASE 
LEVER 


a light touch of 
your toe releases 
the kit to a 


horizontal position! 


HORIZONTAL 
POSITION 


unobstructed access 


to trunk and gas 
cap...with this 
exclusive feature! 


PROOF 


of rattle-proof 
rubber. . . with 
unique rubber 
shock absorber 
system! 


NO BODY 


DRILLING 
directly attached 


to frame for added 
-no drill 


strength. . 
holes mar 
beauty of car! 


8 onzer 


rides on a cushion 
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Yes. ..you get all 5 with the BONZER COSMOPOLITAN 
WHEEL KIT. ..(1) EXTRA LENGTH, (2) TOUCH-TOE 
—————§— RELEASE LEVER, (3) HORIZONTAL POSITION, 


(4) 100% RATTLE-PROOF and (5) NO BODY DRILLING! 


Every kit luxurious and deluxe. ..the BONZER 


COSMOPOLITAN WHEEL KIT comes in a completely 


assembled package and is easily installed! 


MAKE 


DODGE 
DODGE 
PLYMOUTH 
DESOTO 
CHRYSLER 
CHRYSLER 
PONTIAC 
PONTIAC 
CHEVROLET 
BUICK 

BUICK 

BUICK 
OLDSMOBILE 
OLDSMOBILE 
FORD 
STUDEBAKER 
STUDEBAKER 
STUDEBAKER 
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YEA 


1953 
1953 
1953 
1953 
1953 
1953 


1950- 


1953 
1953 
1953 
1953 
1953 
1953 
1953 
1952 


1949- 


1953 
1953 


-53 


52 


striking Continental look. . 


MODEL 


Four Door and Club Coupe 
Hard Top & Convertible 


All Models 
All Models 
New Yorker—Windsor 
Imperial 
All Models 
All Models 
All Models 
Roadmaster 
Super 
Skylark 

8" Series 
‘88°’ Series 
All Models 
All Models 
Commander 
Champion 


. .now available for 1953 STUDEBAKER 
.adding unbelievable beauty plus 


.and giving 


NO. 


RW-74 
RW-75 
RW-76 
RW-77 
RW-78 
RW-79 
RW-92 
RW-93 
RW-96 
RW-97 
RW-98 
RW-99 
RW-49 
RW-50 
RW-88 
RW-94 
RW-95 
RW-91 


(Above 1953 Studebokers will not fit 2 door or 4 door Sedans) 





the appearance of individual custom designing! 


BONZER...A TRUSTED NAME IN AUTOMOTIVE ACCESSORIES! 


ALSO MANUFACTURERS OF OTHER FINE AUTOMOTIVE ACCESSORIES 
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N. Y. Newspaper’s Stories Called Damaging... 


AUTOMOTIVE NEWS, JULY 2 





Press Pessimism Roils Dealers 


By Ed Brown 
Staff Correspondent 
NEW YORK.—tThere has been a 
heated reaction on the part of 
dealers to a front page article in 
the New York Times headed: “Auto 
Industry Sees a Decline; Split on 
When and How Fast;” and sub- 
titled: “Factory Sales Chiefs Opti- 
mistic as Buyers’ Market Returns— 
Dealers, Overstocked, Are Uneasy, 
Cut Profit Margin Sharply.” 


Dealers here are angry about 
the negative attitude reflected in 
this article and a companion 
article headed “New and Used 
Cars a Glut in the City.” Accom- 
panying these two articles were 
two pictures, one of a storage 
depot at Automotive Warehouses, 
Inc., and the other of Route 46 in 
New Jersey, where used cars are 
retailed in endless rows of small 
and large dealerships. 

Dealers are objecting to the bleak 
picture painted by both articles. 

Many dealers in this city are be- 
ginning to show the best month in 





| have 


July they have experienced ll 
year. 

One dealer said: “In my 26 years 
of experience in this business, I 
never seen such a_ vicious 
article in a newspaper directed at 
us. I have already had two orders 


canceled this morning, as a direct 





Jason Accuses Bolta 
Of Patent Violations 

HOBOKEN, N. J.—An action 
charging infringement of patents 
has been brought against Bolta 
Products Sales, Inc., of Lawrence, 
Mass., by Benjamin Messing, Harry 
Jacobs and Jason Corp. 

The complaint charges Bolta with 
infringement of two Messing 
patents relating to quilted plastics. 
Bolta is further charged with un- 
fair competition by copying original 
Jason designs and by wrongfully 
acquiring Jason trade secrets and 
methods. 


Cooling 
Problems? 


HARRISON 


RADIATOR 


GENERAL 


LOCKPORT 


MOTORS 


Vistoon 


CORPORATION 


NEW YORK 


result of these articles. People look- 


ing for a big discount.” 


The articles said that, although | 


business on the used-car lots in 
New York was slow, it was still 
quite brisk and heavy in New 
Jersey, and that the used cars in 
New Jersey brought much higher 


"| prices than they do in New York. 


As a result of this, the articles 
said, seven large New York dealers 
have shifted their operations to 
Jersey. 

Although this is substantially the 
case, there were many other con- 
siderations involved in the shift of 
these dealers to New Jersey, 
dealers point out. 

Reports from dealers are that 
customers are coming in with 
changed attitudes toward the 
purchase of an automobile. One 
dealer said: “A woman came in 
with the paper under her arm 
and proceeded to tell me how 
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European Youths Gasp at Studebaker Presses— 

The huge presses which stamp out hoods and fenders for cars fascinated a group of 
33 teen-age students from Europe who recently visited the Studebaker plant in South 
Bend. The group was welcomed by Harold S. Vance, president, at a luncheon. 


before she would consider 

purchasing it.” 

Another dealer reported: “They 
have been driving up in beaten-up 
crates all morning, from 1941, 1940 
and earlier, telling me they will 


much she wanted off on my car 


Harrison has the answers! 


Forty-two years ago we began the design 


and manufacture of units for automotive 


cooling systems. 


Today—fifty-three million radiators later 


—our accumulated knowledge and experi- 


ence, plus our modern research and testing 


facilities, qualify us to handle any aut»- 


motive cooling requirement. 


Take your cooling problems to Harrison 


. . . for Harrison has the answers! 





consider buying my car if I will 
give them $450 and $500 on a trade- 
in.” 


Another dealer, in one of the 
fastest-selling lines, said a customer 
was sympathizing with him, be- 
cause he had just read the news- 
paper and found out what an awful 
spot dealers as a whole are in. This 
dealer said: “We'll get reaction on 
this thing for the next three 
months.” 

All of the dealers queried on the 
articles stated that they would not 
complain about them if some of the 
positive elements in the picture had 
been stressed as much as_ the 
negative elements were. 

They argue that people in all 
businesses, drawing the conclusion 
from these articles that the auto- 





Auto Stocks 


duly duly 1953 

22 15 High Low 
Chrysler 70% 70% 96% 70 
GM 58% 58% 693% 58 
Hudson 11% 1% 17 11% 
Kaiser 3 33% 5% 3 
Nash 19% 20% 25% 19% 
Packard 5 5 6% 5 
Stude. 29% 30 43%, 28% 
Average 28.21 28.59 


Compiled from reports of trading on the 
American and New York Stock Exchanges 





motive industry is fast approaching 
a recession or depression, might 
well start retrenchment in many 
phases of their own business. 
Area dealers say they have felt 
the effects of such a retrench- 
ment on the part of their custom- 
ers already. One dealer lost two 
sales the day the article ap- 
peared, another dealer had many 
calls from people on his waiting 
list, wanting to reconsider their 
purchase, and other dealers were 
finding that their Saturday 
customers were calling up to re- 
consider their purchase. 
| Ed Williams, president of Auto- 
mobile Warehouse, Inc., said that 
he had refused to have any pictures 
of the warehouse taken. He said 
that he could tell from the angle at 
which the picture was taken that 
it was taken over the top of a 
seven-foot fence, and it was taken 
in an area, where cars, newly 
arrived had just been placed. 


If the public reaction to this 
particular story continues as it 
seems to have begun, many dealers 
caution that it will be responsible 
for pushing some new and used-car 
dealers, who might now be on the 
border line, out of business. 


Munn 


‘Continued from Page 3) 
desire to please. And so we are 
reminding you of our past rela- 
tionship and bespeaking for our- 
selves your continued considera- 
tion. 

Come in any time. Regard this 
as your automobile headquarters 
| With sincerest regards, 
Cordially yours, 

CAR DEALER & CO 


Vandal Preys on Trinity 


PROVIDENCE. — Fourteen late- 
model autos on the used-car lot of 
Trinity Auto Sales Co. were badly 
scratched by a vandal. Jacob Kap- 
lan, owner of the firm, was unable 
to estimate the cost of restoring the 
cars. 
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...to NEW CARS ...to USED CARS 


The “golden touch” bestows extraordinary pride Used cars with the “golden touch” move faster and sell 
and pleasure upon every owner of a Porcelainized car... for more. Latest nation-wide tests reveal that Porcelainized 
and out-of-the-ordinary year ‘round profits to every used cars move in an average of 4.48 days and ' 
New Car Dealer on the Vast Porcelainize program. sell for an average of $40.56 more. 
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MANUFACTURED BY FREEMAN & FREEMAN, INC. DENVER, COLORADO 
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Returning GI Assays Changes Since 51... 


Picture Rosier Despite Thorns 


By Tom Hewitt 
Staff Writer 

HAT a difference two years 
make especially in the 

fast-changing auto industry. 
Going into the second half of 
1951, the Korean War was one year 
old 


ing to catch up) and dealers were 
hampered by many controls, chiefly 
by Regulation W. NADA was in 
the midst of a great battle with 
Congress to have the 15-month 
terms extended to 18 months, Con- 
gress finally removed credit con- 
trols, after they were suspended in 
May, 1952, by FRB. 

Today dealers are free to give 
any credit terms they desire, so 
long as the finance company will 
handle the deal. However, with 
auto credit outstanding at a 
record level, there is some fear 
that credit curbs may reappear. 
Production set a first-half record 

in 1951. A total of 3,894,247 vehicles 


and 787,790 trucks. 


(that war is why this writer | 
has been absent from AUTOMOTIVE | 
News for two years and now is try- | 


Car output in the first half of 


this year surpassed that of 1951’s 
first half but truck production 
fell behind. Output totaled 3,891- 
939 units, consisting of 3,254,939 
cars and 637,000 trucks. 


Two years ago material controls 


caused makers much worry. Steel 
| companies, for example, said there 
was no shortage of their product, 
but the Government said different- 
ly. Quotas were established permit- 
ting production at a given level, but 
materials were allotted in such a 
manner that attainment of the 
level was made virtually impossible. 
This caused output 
steadily after mid-year. 


to shrink 


* * * 


N THE last week of June, 1951, 
a sharp production cutback was 


forced by the Government, result- 
ing in layoffs of thousands. It was 


were built, including 3,106,457 cars | then 
Regulation W | story said: “... the industry’s post- 
made it tough for dealers to sell| war era of plenty has come to an 
that many vehicles, but they did | 
the job. 





that an AvUTOMOTIVE News 


abrupt end.” 
Today, with the web of Federal 
controls untangled, auto makers 
may build as many vehicles as 
they wish. And they are doing so. 
Two years ago wage and price 
controls, DPA, NPA, CPR1, Amend- 
ments 1, 2 and 3 to SR 5, M-69, CPI, 
etc., were leaving dealers with bags 
under their eyes and with gallop- 
ing ulcers. Those problems took 


their toll. Then there were 47,500 | 


dealerships in the U. S. 
Now there are approximately 
45,000. 


Most of the thorns of 1951 have | 


passed now. Despite the slow used- 
car market, which forces dealers to 
make lower-profit deals, optimism 
is starting to rise. 

The rough-and-tumble road of 
the past has now been smoothed 
out. The road is not completely 
clear, but at least it’s open enough 
for good drivers. 











bg : e eC ; : 
Studebaker Hosts Sports- 
Two cars entered in a “Siamese” race get the starter's signal at a rally held by the 
Chicago region of the Sports Car Club of America at Studebaker's proving ground 


| west of South Bend. The program included clocked time runs for cars under and ove 
1,500 cubic centimeters, a women's bucket race, driving skill tests, and water splashes 
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Dear Son: 


THE BUGABOO of every 
automobile salesman has 


been the prospect who says 
he does not care what car 

















THIS NUMBER SAYS A MOUTHFUL. HM89446— 
HM89410 tells the dimensions of a certain tapered roller 
bearing, often used in pinions. Quite a lot for a number 
to say. But when it’s a Timken bearing number, it tells 
some extra tales of quality and service... 


Look what 
you can say with 
. numbers 





THIS EXTRA SERVICE paid off for one well-known axle 
manufacturer. Using his front axle in our physical 
laboratory we ran bearings under simulated maximum 
driving loads. Result: Timken Company engineers 
were able to show the manufacturer how to get longer 


bearing life. 


the moving parts of your car . 


Canton 6, Ohio. 





AN EXTRA STEP that goes into the making of every Timken® bear- 
ing: honing the races to a super smoothness. The result shows up in 
. the vital zone. On pinions, for 


example, the super-finish helps Timken bearings maintain their 
original setting. Gears run quieter and last longer. 





AN EXTRA PRECAUTION taken by the Timken Company is the 
making of its own steel. No other bearing company does this. Above, 
a billet is stamped to identify the heat and ingot it came from, assur- 
ing closer quality control. Don’t just specify a bearing number. 
Specify ““Timken”’ too. And for full value, use a Timken bearing cup 
with a Timken bearing cone. The Timken Roller Bearing Company, 


TIMKEN is number 1 for VALUE where value counts most: in the vital zone 


TRADE MARK REG.U.S.PAT.OFF, 


4 | 
NOT JUST A BALL () NOT JUST A ROLLER C—) THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL ® AND THRUST ~(])= LOADS OR ANY COMBINATION ste 


Car Fans— 


Letter to Salesmen 
By John O. Munn 


7s he buys, or from 
SERIES whom he buys so 


long as he gets 
what he wants for his old 
car. 

If this statement is taken 
at full value, there is abso- 
lutely no way to sell such 
a prospect except to give 
him his price for the old 
car. To do so, of course, is 
to face business failure. 
The only type of advertis- 
ing such a buyer does for 
the dealer is to attract 
more of the same unprofit- 


able business. 

Let us analyze such a pros- 
pect’s statements. He first ad- 
mitted that he has never been 
sold on a particular car. That 
alone should challenge any 
good salesman. In the second 
place, it is perfectly obvious 
that the customer does not 
know the importance of a 
dealer in the transaction. That 
is another salesmanship chal- 
lenge. ; 

People admire a salesman 


for his courage and re- 


-sourcefulness and like to 


buy from such persons. To 
sell the car, of course, you 
display it, you demonstrate 
it, you show its points of 
superiority. You sell the 
dealer by the same process. 
Display and demonstrate 
your institution, show the 
prospect around the shop, 
show him the equipment 
the dealer has provided to 
assure owner satisfaction. 
* * ~ 


OF COURSE, such type 
of resistance is not easy to 
overcome, but the only 
possible chance to over- 
come it is to sell the prod- 
uct, sell the house and sell 
yourself. People who 
purchase automobiles want 
satisfaction after they buy 
them. People don’t buy 
engines, frames, trans- 
missions, differentials, 
bodies and wheels. 

They get them, of course, 
but what they really buy is 
satisfaction and service. The 
only place in the world that 
furnishes that type of insur- 
ance is the dealer who sells 
the car. 

It is important always to 
sell the dealer’s responsi- 
bility. It is a fatal mistake 
to anticipate that the buyer 
already knows the impor- 
tance of the dealer’s con- 
tribution to owner satis- 
faction. 

Through such sales stra- 
tegy, many of these “how 
much for my used car?” 
prospects have been made 
to hit the sawdust trail. 


Cordially yours, 


Dad 
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NOW opping 
IS AS EASY AS accelerating 





aa Lon 







: * 
it is no longer necessary to lift the foot and exert leg Bendix 
power pressure to bring your car to a stop. With the 
Bendix Low Pedal Power Brake on about the same level 


+ 
as the accelerator, an easy ankle movement, much like Products bendix 
working the accelerator, is all the physical effort re- 
quired for braking. And by merely pivoting the foot 


on the heel, shifts from “go” to “stop” controls are ee : < 
made in far less time. F D VAAYLOL a MOST TRUSTED NAME IN BRAKING 


MORE DRIVING COMFORT, LESS 
FATIGUE AND GREATER SAFETY. 
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correct existing deficiences, an 


| The bus industry hopes to main-| | f 
AUTOMOTIVE WASHINGTON tain approximately the same vol- expenditure approximating $40 
———__:.:.———-a-aaaaaeae ume of traffic it had last year, it billion would be required, he said. @ 
° was stated. Railroad freight volume He noted that the Federal-aid 
h this year should be higher than system today embraces 664,000 miles 
ars re trengt enin? last year, when considerable ton- and, while representing only 20 
nage was lost as a result of the percent of total rural mileage, it | 
° nationwide steel strike in the sum- carries approximately 80 percent of 
mer months. our rural traffic. 
Role as No. l Carrier Commercial air carriers, accord- In asking for a congressional 
ing 7 ae study, geen 4 ne on study, Reybold stated that while 
wilh | only for-hire passenger industry no many agencies, both public and 
5 Bday allt suffering from the upsurge of the private, are working on the prob- | 
i ' ‘ : . : : rivate auto. They are expecting lem, there is an apparent lack of 
.c private automobile will continue to increase its dom- 1963 to be their peak year. Coach enordinated effort. 
ination over all forms of surface passenger transporta-|travel at reduced rates has been * 8 *® 
j j iti icle-miles at r of 6/4 big factor in the airlines capture ° 
tion by rocag up ge os ae at a pe oy of nearly 56 percent of first-class| Who Says It's Hot? — Regional Defense 
percent over last year, with intercity travel growing slightly | 5. ostic intercity passenger busi- HE Office of Defense Mobiliza- 
faster than urban travel.” That statement is from the semi-| ness, says the report | Research knows no seasonal boundaries.! & tion has announced the creation 
annual report of the trans-®————————— : ¢ ¢ »* While the country is sweltering in summer! for each region of the Department 
7 P = e a states that ton- heat, Dodge engineers conduct tests in} of Commerce and the Defense 
portation department of the nage volume by Road Study Urged temperatures as low as 40 degrees below] Power Administration of the De- 
U. S. Chamber of Commerce, over - the - road I T.-GEN. EUGENE REYBOLD, | zero to obtain data on engine perform- partment of Labor, an interagency 
made public here last week. truckers is run- 4 former chief of Army engineers | ance. a ___| group to be known as the Regional 
The report deals with the outlook ning 10 percent | and now executive vice-president of s ; Defense Mobilization Committee. + 
for the nation’s interstate transport above last year, | the American Road Builders Assn., Reybold, “is fast approaching pro- The job of the new committee } 
industry on the basis of perform- and “indications | believes there should be a thorough | portions where it becomes our No.| will be to provide in each region 
ance figures for the first six months are that this |study of highway problems by a/1 economic problem.” the advice, cooperation and co- 
of 1953. trend will con- | special joint congressional body. | He observed that, as a result | ordination necessary to the ident- 
“Auto travel is rapidly approach- tinue through- He made that recommendation to| of years of Federal-state coopera- | ification and solution of defense 
ing 90 percent of the total urban out the year.” the roads subcommittee of the| tive development, an integrated | mobilization problems relating to 
traffic and is running at about 87 F Trucking rev-| House Committee on Public Works | system of roads is now an ac- | production, labor supply, housing 
percent of the total travel outside witte Un enues, says the| at the close of its highway hearings; complished fact, but, he added, and community facilities. 
city areas,” the report adds. amueman report, are| the other day. the system is nonetheless woe- | It also will seek to facilitate the 
fully inadequate as to service. To | planning and execution of nonmili- 


Concerning trucks, the study |increasing faster than expenses. 


“Today’s highway problem,” said 
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© better performance 
@ better gas mileage 
® reduced service expense 


Today it’s more important than ever that car and truck manufacturers 


burn out and 


expensive overhauls are necessary. 


take every precaution to prevent vapor lock in their vehicles. Modern 
design and more volatile gasoline contribute immeasurably to in- 
creased power and speed; but in achieving these desirable goals heat 
problems are sometimes increased to the point where vapor lock oc- 
curs. Then, gas mileage is reduced, gains in power and speed are nulli- 
fied, and worst of all, if vapor lock occurs frequently, exhaust valves 


tary defense activities, such as 
urban vulnerability and post-attack 
rehabilitation of essential produc- 
tion facilities and services. 

A central coordinating commit- 
tee has been created to advise and 
assist the regional defense setup. 

* x + 


Tax Changes Due 


Wits both the House Ways and 
Means Committee and the 
Treasury Department engaged in 
studies to root out tax inequities 
and to find just and economical 
solutions, tax revision surely is on 
the way. 

Back of the studies, of course, is 
general agreement that tax relief is 
necessary. Both President Eisen- 
hower and Rep. Dan Reed, New 
York Republican and chairman of 
the tax-writing House group, stand 
together on such action. 

Just when revision will become 
a fact is not definitely known, 
but Capitol Hill observers are of 
the opinion that it won’t be long 
after Jan, 1. Existence of general 
agreement on the necessity for it 
is the hopeful feature for those 
who feel that they are suffering 
inequity and injustice under the 
present revenue laws. 

Correction of the “serious in- 
equity” in the Internal Revenue 
Code which permits the double tax- 
ation of corporate earnings was 
urged upon Congress last week by 
the U. S. Chamber of Commerce in 
testimony before the House com- 
mittee. 

The chamber said the double tax- 
ation has posed a very serious prob- 
lem for small corporations and 
small businessmen because most 
small corporations represent indi- 
vidual businessmen and their fam- 
ilies who prefer to conduct their 
activities as corporations. 

- * * 


Record Trailer Output 


@TATISTICS just released by the 
Bureau of the Census show that 
factory shipments of truck trailers 
in May totaled a record 9,436 units 
valued at $30.7 million, 

This, it was noted, represents 
a 21 percent increase in number 
and a 6 percent increase in value 
over the alltime high shipments 
for April. There were 143 com- 

panies reporting production or 
shipments of truck trailers during 
May, it was stated. 

Vans accounted for 35 percent of 
the complete trailers shipped, ac- 
cording to the report. 

x * * 


Spending Mark Set 
ROSRAL spending reached its 
high point for fiscal 1953 in 
June. 
On one day—June 30— Federal 


“ee 


agencies poured out more than $1.5 
billion. According to the money ex- 
perts, this one day’s outgo is nearly 
twice the amount of money that 
would be brought in by a six-month 


Fortunately car and truck manufacturers can now guard 
against this hazard, By installing Bendix* Electric Fuel 
Pumps, vapor lock can positively be prevented and the 
efficient performance built into the vehicle will be de- 


a—tot livered under every operating condition. cuhanaien Gf Gan Ghee: euetiin ton 
gpet In today’s competitive market, here is small investment June 30 always has oe a big 
oe that will pay big dividends in increased customer satis- spending day, however, partly be- 
wet faction. Descriptive folder available on request. cause of interest payments on the 
atts Ca *REG. U.S. PAT. OFF, Federal debt which fall due that | 
m day and, in the view of some ob- # 


ECLIPSE MACHINE DIVISION 


Bendix 


AVIATION CORPORATION 


servers, partly because of efforts 
by agencies to spend unused funds 
so that they will not revert to the 
Treasury. 





Elmira, New York - Division of 
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Chevrolet dealers 
have 


everything 


for even greater 
leadership 





including 
America’s 
largest-selling 
truck. 





now more than ever... 








AMERICA’S LEADING FRANCHISE 
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Few States Turn It Down... 
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Sales Tax Gains Favor 
As Revenue Source 


HE trend toward increased use 

of the sales tax as a major 
source of state revenue has been 
extended through action of various 
legislatures. 

Pennsylvania’s enactment of a 
new 1 percent sales tax brought 
to 32 the number of states now 
using this form of taxation and 
raised to nine the number which 
have turned to such levies since 
1947. 

States in which new sales taxes 
were defeated this year included 
Minnesota, Nebraska, New Hamp- 
shire and Vermont. North Dakota 
reenacted its 2 percent retail sales 
tax, but with exemptions for com- 
mercial fertilizers, prescription 
drugs and certain seeds and plants. 

Increased sales tax rates were en- 
acted in Connecticut and extended 
in Rhode Island. Proposals aimed 
at boosting sales-tax revenues 
through higher rates or broadened 
application were rejected in Ari- 
zona, Illinois, Indiana, Iowa, 
Kansas, Michigan, North Carolina, 
South Dakota, Tennessee, Wash- 
ington and West Virginia. 
- 


* * 


N INCREASE from 2 to 3 per- 
cent in the Mississippi sales tax 
has been proposed for consideration 
at a special session which may be 
called in September. 

Sales tax reductions through 
new exemptions were enacted in 
Maine and North Dakota. Similar 
proposals were killed in Arizona, 
California, Georgia, Mlinois, 
Maryland, Michigan, Missouri, 
Oklahoma, South Carolina, Ten- 
nessee, Washington and Wyo- 
ming, and were vetoed in Ar- 
kansas. A proposed rate reduction 
failed in California. 

Proposals to exempt prescription 
drugs from the sales levy failed in 


California, Georgia, Ohio, South 
Carolina and Tennessee. 

A bill which would have ex- 
empted food, seed and fertilizer 
from sales tax was vetoed in Ar- 
kansas. A similar bill failed in 
Oklahoma, 

* + * 

BILL enacted in Maine pro- 

vides that tradeins on vehicles 
be deducted from the purchase 
vrice before the 2 percent sales levy 
is applied. Similar proposals were 
rejected in Missouri and referred 
to interim study in Rhode Island. 
A bill to abolish the tradein ex- 
emption was killed in Iowa. 


Illinois lawmakers enacted a new 
2 percent tax .on cars bought in 
other states bv Illinois residents. 

Pennsylvania’s new sales tax, 


expected to produce $125 million 
in th> next two years, will go into 
effect Sevt. 1. Exemptions include 
food, clothing, newspapers and 
periodicals, prescription drugs, 
farm machinery and certain man- 
ufacturing machinery, cigaretes, 
gasoline, liquor, beer and other 





Canada Lists Sales 


Of 2,569 Dealers 


OTTAWA.—A survey by the 
Canadian Government has _ in- 
dicated there were 2,569 auto 
dealers across the nation with 
annual sales of $953,432,100 in 
1951 and 540 dealers with whole- 
sale departments recording sales 
of $588,273,600. 

Accessories, tire and battery 
shops in 1951 numbered 1,020 with 
sales of $81,014,800; 3,694 garages 
with sales of $135,697,400, and 
8,393 filling stations with sales of 
$338,164,200. 





| 
items already taxed by the state, 


and professional services. 
Connecticut increased the rate of 
its sales tax from 2 to 3 percent to 
yield an estimated additional $36 
million during the next two years. 
In addition to Pennsylvania, 
states which have adopted sales tax 
laws since 1947 are Connecticut, 
Florida, Georgia, Maine, Maryland, 


Rhode Island, South Carolina and 


Tennessee. 
Only states currently without 


such a levy are Delaware, Idaho, | 
Kentucky, Massachusetts, Montana, | 


Nebraska, Nevada, New Hamp- 
shire, New Jersey, New York, Ore- 
gon, Texas, Vermont, Virginia and 
Wisconsin. 


Hot-Rodders Eye 
Maremont Trophy 


CHICAGO. — Approximately 1,000 
of the nation’s top hot-rodders are 
expected to compete for the Mare- 
mont Trophy at the “world series 
of hot-rodding” Aug. 31-Sept. 6 at 
Bonneville, Utah. 

The 39-inch trophy is offered an- 
nually to the best engineered hot 
rod at the trials by Maremont 
Automotive Products, Inc., Chicago, 
and includes a university scholar- 
ship to encourage potential auto- 
motive engineers. 

At last year’s trials, George Hill 
and William Davis, both of Bur- 
bank, Calif., won the trophy. Their 
maroon streamliner, built at a cost 
of $3,000 in a backyard garage, was 
judged the best-engineered hot rod. 
It smashed the international Class 
C record—unbroken for 15 years— 
by going 230 miles per hour. 

Previous record holder was Bernd 
Rosemyer, of Germany, whose 
racer was subsidized by the Nazi 
Government. 


Webber Gets Award 


Ralph Webber, service manager 
for Jerry Swanson, Inc. (Chevro- 
let), Fort Wayne, Ind., has re- 
ceived a check for $800 for having 
won first place in the service man- 
agers’ contest in Chevrolet’s In- 
dianapolis zone. 








GMC Dealers Prepare for Safety Drive— 


Participation of approximately 3,000 GMC truck dealers in a fall program to pro- 
mote highway safety and forest conservation has been forecast by R. C. Woodhouse, 
general sales manager. Motto of the display is, “At work or Play, Make Safety a 
Habit.” There will be 57 different posters available. The National Safety Council, 
the U. S. Department of Agriculture and the Advertising Council have cooperated with 


GMC in the promotion of the program. 


In the Letterbox 





(Continued from Page 4) 


this decision Circuit Judge Collet; ganizations were hosts to Mr. An- 


dissented. 

An appeal for a_ rehearing, 
based on the Latimer-Looney de- 
cision rendered on Nov. 4, 1952, 
was denied by the Court of 
Appeals. 

The undersigned has written a 
personal letter to Mr. T. Coleman 
Andrews, Commissioner of Internal 
Revenue, asking for his comments 
on the two decisions and why a 
dealer in Tennessee can treat com- 
pany cars as capital assets and a 
dealer in Minnesota cannot. 

The undersigned is a member of 
the Tax Executives Institute and 
also the Minnesota Society of Certi- 

\ fied Public Accountants which or- 





Daily Scheduled Flights with 
NEW DC-6A AIRFREIGHTERS 


For information on airfreight rates, ‘phone WOodward 2-5776 


AMERICAN Announces 


OVERNIGHT AIRFREIGHT SERVICE 
fo and from LOS ANGELES 


Via biggest, fastest cargo planes in operation today! 


—_— 





Lv. DETROIT 
Ar. LOS ANGELES 7:00 am 


Lv. LOS ANGELES 10:15 pm 
Ar. DETROIT 
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11:40 pm 


8:50 am 


Amerias Leading Airine AMERICAN AIRLINES “ 


SERVES MORE LEADING MARKETS THAN ANY OTHER AIR CARRIER 





drews during a recent visit to the 
Twin Cities, and at that time Mr. 
Andrews informed us that the In- 
ternal Revenue Department would 
be administered on a fair and 
equitable basis and that the tax 
laws would be interpreted in ac- 
cordance with the intent of Con- 
gress, rather than by regulation 
issued by the Commissioner of 
Tnternal Revenue based on his own 
ideas as to how the tax should be 
applied. 

This letter may seem rather 
lengthy, but it is our desire that 
the automotive trade receive the 
proper information and not he 
led to believe that a dealer would 
attemnt to treat demonstrators as 
eavital assets. If vou will refer to 
the testimony and briefs in con- 
nection with the Stevhens case, 
we are certain that the statement 
in the article to the effect that 
both cases were factual findings 
of the Tax Court, is not true in 
the W. R. Stephens Co. case. 

Mr. Leon Fariev, general manager 
of the Minnesota Automobile 
Dexlers Assn., included a comment 
similar to your article in the MADA 
nublication, and he has also been 
taken to task for referring to the 
W. R. Sterhens Co. cars as demon- 
strators. The W. R. Stephens Co. 
nioneered the treatment of com- 
pany cars as capital assets, and 
we would appreciate having the 
case properly recorded when it is 
mentioned in any publication.—V. 
W. Conaway, treasurer, W. R. 
Stephens Co. (Buick), Minneapolis. 


- 2 * 
Praises Plaques 


Congratulations on your award- 
ing of nlaaues to those dealers who 
have demonstrated leadershin in 
helning to nrevent traffic accidents 
through their activities on the 
state-wide basis or in the com- 
munities. 

In my oninion, vour leadershin in 
sivine recornition to the dealers 
for their active interest and sun- 
nort of safer and more efficient 
highwav transrortation will do 
much to stimulate further action 
throughout the nation.—M. R. Dar- 
lINGTON JR. menaging director, 
Inter-Industrvy Hiehway Safety 
Committee, Washington. 

* * a 


Dual-Drive 


Would you be so kind and let 
me have an address or two of 
manufacturers of dusl-drive Axles 
for converting the German - built 
Ford truck into a six-wheeler? 


I have also written to the Truck- 
stell Mfg. Co., but I suprose voi 
also have others in your file whic! 
would enable me to make a stud) 
of the respective merits of these 
units. Thev are intended for imnvort 
—E. F. OHNEMUELLER, Dortmund 
Germany. 

Eprror’s Note: Detroit Automo- 
tive Products Co., Detroit, and 

Cook Bros. Co., Los Angeles. 
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Why limit Genuine Leather to the 


Who said that Genuine Leather is a rich man’s luxury? 
Statistics show that the same percentage of lower income 
families as upper income families prefer and own furni- 
ture upholstered in Genuine Leather. This is a mighty 
good indication that people, regardless of income, want 
Genuine Leather in their cars. 


And there are some mighty sound reasons why this 
is true . . . reasons that can up Dealer profits as well as 
increase customer satisfaction: 


Ww fonder - 
kes the heart FO onuine Leather 


Time ma 


Four-color nationally run ads, like the above, are 
helping to make it easier for you to sell cars with 
Genuine Leather upholstery. These ads will be appear- 
ing soon in many national magazines 


66 


Aariage trade P 





Genuine Leather in a car usually costs only a little more 
than a good set of slip covers and is much more practical 
. .. much more distinguished. It is easy to clean . 
hard to tear . . . flame resistant . . . and actually looks 
better with age and use. All of these facts up the resale 
value of a car. 


THE UPHOLSTERY LEATHER GROUP, INC. 
141 East 44th Street, New York 17, N. Y. 


American Leather Manufacturing Co., Newark, N. J. 
The Ashtabula Hide & Leather Co., Ashtabula, Ohio 
Blanchard Bro. & Lane, Newark, N. J. 


Eagle-Ottawa Leather Co., Grand Haven , Michigan 


Give your customers these facts . . . ask for more cars 
with Genuine Leather upholstery . . . and watch your 
leather sales soar! 


Garden State Tanning Inc., Pine Grove, Pa. 
The Lackawanna Leather Co., Hackettstown, N. J. 
Radel Leather Manufacturing Co., Newark, N. J. 
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Sales Conditions in Various Areas | Gupahegn County a0 tus tip pene | cont wasn oo thet the. culpe, 
eee Cuyahoga County so far year | cent weeks, so : 
— inion emneniie the first-half sales in any | for the six months was off slight- 
| other postwar year. Although the | ly from last year.” = 
40,500 sales were 31 percent above Clerk of Courts Leonard Fuerst, 
yr a year ago, they were only ahead | reporting on June sales, listed car 
ul oO a e about 2 percent over the first half | sales as follows: Aston Martin, 1; 
of 1951 and 7 percent above the | Austin, 1; Buick, 590; Cadillac, 136; 
corresponding period of 1950. Chevrolet, ‘Sent a a oa =. 
hey do not wish to use their shiny | ize a good margin of profit—(Janet| “It appears that while some of|Soto, 170; Dodge, 514; Ford, 903; 
Spokane new equipment. = F. Wallace.) the 31 percent gain experienced in|Henry J, 17; Hillman, 7; Hudson, 
General trend in the Spokane In other words, the day is past : + & new-car sales this year is due to| 77; Jaguar, 7. s ; : 
area for both new and used cars when the farmer had one battered Clevelan genuine expression in consumer de- eet: tact :: Soeae ec tae aan 
and trucks indicates a strong truck for all hauling, for house- A strong automotive market con- mand, most of the rise is simply Oldsmobile 7: Saakeaad 93: Siem. 
market. hold shopping and for taking the|tinues to exist both in new and|@ue to recovery of factory produc- outh. 784: Pontiac, 544: Studebaker 
Some dealers reported, however, | family to the annual Fourth of| used-car sales throughout the tion which is up about 50 percent 202: ‘deena i: ‘Willys @2 
that there is an awareness of a | July picnic. Cleveland area. New-car sales are| ftom last year. Sharpest Aaa oad The total for June 1953, was 6,938 
“softening” market, and dealers Dealers in lighter vehicles re- | above a year ago, while used-car| W°Te noted during March, April an compared with 5,709 in June, 1952. 
generally have increased sales ported a firmer market, due, they | sales, although down, nevertheless May. In trucks, Fuerst recorded th 
forces and stepped up advertis- | helieve, to the recent rise in gaso- | are reflected in sharply curtailed| “Used-car passenger sales of a following: Chevrolet, 185; Diamond 
ing. The consensus is that while | jjne prices. inventories by independent used-car | little more than 42,000 were barely T, 1; Dodge, 63; Podoral 1: Ford. 
sales are good, more effort is | Sellers in the better-known and|dealers who maintain the market|1 percent above last year. In con-| 552.’ Guiq '3¢.’ International. 32. 
necessary now than last year. old-standard makes class reported | “remains active where clean cars| trast to the new-car situation’ ac-| Po) 4. stidebaker, 4; Twin Coach. 
The truck market has stepped up | they are still on allotment and that | are available.” cording to the bank, “the supply| 1. white, 14; Willys, 10, 
in anticipation of the harvest in this| allotments do not meet present New-car sales for the period end- of used cars was reasonably ade- The total for June, 1953, was 474, 
big-farm area. Farmers, it was re-| needs. One dealer said that he could| ing July 12 totaled 1,759 new units,|@uate for the market a year ago, compared with 498 in June, 1952. > 
ported, are turning in their used | sell twice as many automobiles as| against 1,041 a year ago; 1,838 in and sales were not greatly depressed (Sanford Markey.) 
trucks on new ones. While this | he is receiving. used cars for the seven-day period, | at that time. ¢ @ @« 
dumps many used trucks on the| Complaints were few. Some deal-| against 1,944; trucks, 109 new and The bank also noted that “new- 


market, some dealers said that 
farmers also purchase many used 
trucks for rough and “field” uses, 
such as hauling fertilizer, animals 
and heavy machinery, for which 





ers observed that the required high 
downpayments are hard to get. 
Used-car dealers stated that a de- 
cline in prices of used vehicles 
makes it extremely difficult to real- 


90 used, about the same as a year 
ago. 

Commenting on the first six 
months of this year, the Federal 
Reserve Bank reported “the num- 


truck sales dipped 5 percent from 
last year, posting the only entry 
in the loss column of Cleveland 
business activity. Truck manufac- 
turers have been hampered by 








Remington Rand Methods News 








Point-of-Use Record 
Protection 


Effective Service 
Follow Up Builds 








With business fire losses on 
the increase, auto dealers in 
particular, being subject to 
greater risks, are increas- 
ingly turning to certified, in- 
sulated Safe-Ledger Trays 
and Safe-Kardex to insure 
the safety of account records 
and parts records against the 
ever present hazard of fire. 
Ordinary steel files trans- 
mit the heat of a burning 
room almost immediately, 
quickly charring paper con- 
tents to ashes. All fire insur- 
ance policies require “proof 
of loss” be furnished within 
60 days in order to collect 
promptly. This is practically 
impossible if parts inventory 
and other accounting records 
are reduced to ashes. Reming- 
ton Rand’s more than 200 
models of certified, insulated 
equipment provide a choice to 
meet every business need. See 
how economically you can 


protect your records, 24 hours 
a day, at point-of-use. Ask 
for SC 684. 


Profits For Auto 
Dealers 


More and more auto dealers 
are getting increased service 
business and building better 
customer relations with a 
“calendared” follow-up plan 
made possible by Remington 
Rand Visible-Tip Follow-Up 
Folders. This accurate, labor- 
saving Visible-Tip method as- 
sures maximum use of shop 
facilities—keeps business 
humming. 

Colored Visible-Tip signals 
across the tops of the folders, 
to the left of the current 
month, chart customers whose 
cars have not been serviced 
for one or two months (or 
any selected period). Folders 
are arranged alphabetically. 
No posting is required .. . 
hard copy of service order is 
filed in folder .. . colored Vis- 
ible-Tip signal is set over 
month in which work is per- 
formed. At regular intervals 
signals are reviewed and those 
folders pulled which indicate 
follow-up action. This simple 
operating procedure is prov- 
ing profitable for many pro- 
gressive auto dealers. Why 
not get full particulars? Ask 
for booklet LBV 366B. 
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A Parts Control System That Works 
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This simplified inventory can be checked at a glance. 


Here is a parts record system that is making it easy to 
maintain adequate stock on each item and at the same 
time avoid excess. 

As a result of keeping the parts stock in balance, 
capital investment is reduced . . 
ments. Equally important is the fact that customers are 
insured consistently good service. The owner who brings 
in a car does not want to be told after it is torn down 
that a promised date cannot be kept because a part that 
was thought to be in stock is out of stock. To win friends 
and build service business a needed part must be avail- 
able. This simple control system makes it easy to avoid 
stock shortages and stock excesses. Get the full story on 
inventory control for parts department profits—ask for 


. also, space require- 


| Management Controls Reference Library 


Pittsburgh 

New-car registrations in the 
Pittsburgh area increased sharply 
in the week ended July 11, although 
business activity in general held at 
about the same level as the preced- 
ing week, according to the Bureau 
of Business Research of the Uni- 
versity of Pittsburgh. 

There were gains in the ad- 
justed volume of trade, but indus- 
trial production showed a further 
drop. The bureau’s seasonally ad- 
justed index of business stood at 
183.1 percent of the 1935-39 aver- 
age. It was 193.4 a month earlier 
and 191.7 the same week in May. 

Steel mills operated at 96 percent 
of practical capacity. Gross depart- 
ment store sales for the four weeks 
ended July 11 were nearly 7 percent 
ahead of the same four weeks of 
1952. 

Auto dealers report they are find- 
ing tradein competition keener. The 
biggest problem, they say, is satis- 
| fying the prospect when the dealer 
| allows for normal market deprecia- 
{tion in appraising the customer's 
| car, 

Demand for used cars is gener- 
ally good, but spotty. One dealer 
said he thought the market was 
back to the '39-41 level—(Leon M. 
| Leffingwell.) 





Ed x * 


Columbus, O. 

New-car sales in Franklin County 
(Columbus), O., during the first 15 
days of July totaled 889 units, down 
sharply from 1,094 cars sold in the 
last 15 days of June, according to 
a report from the clerk of courts. 

By makes, sales for the first half 
of July were as follows: Buick, 76; 
Cadillac, 16; Chevrolet, 171; Chrys- 
ler, 22; DeSoto, 28; Dodge, 59; Ford, 
151; Henry J, 1; Hudson, 16; Jaguar, 
2; Lincoln, 7; MG, 1; Mercury, 38: 
Morris, 2; Nash, 18; Oldsmobile, 54; 
| Packard, 18; Plymouth, 114; Pon- 
| tiac, 66; Studebaker, 24, and Willys. 
|5.—(Bert Strang.) 
| * = 


= 


Minnesota 
| New-car registrations in Minne- 
|sota during June totaled 10,317. 

A breakdown by makes of cars 
shows the following: Buick, 964: 
Cadillac, 156; Chevrolet, 3,088: 
Chrysler, 271; DeSoto, 183; Dodge. 
457; Ford, 1,296; Henry J, 7; Hud- 
son, 118; Kaiser, 31; Lincoln, 77: 
Mercury, 299; Nash, 203; Oldsmo- 
bile, 687; Packard, 126; Plymouth. 
1,109; Pontiac, 891; Studebaker. 
279; Willys, 64; miscellaneous and 
foreign, 11. 

New-truck registrations in Min- 
nesota in June totaled 1,120, accord- 
ing to the Minnesota Automobile 
Dealers Assn. 

Registrations by make were as 
follows: Chevrolet, 356; Ford, 282; 
;International, 197; GMC, 128; 
Dodge, 76; Studebaker, 37; White. 
9; Willys, 7; Diveo, 5; Reo, 5; Mack, 


New Low-Priced Bookkeeping 
Machine Helps Auto Dealers 


| Room 2795, 315 Fourth Ave., New York 10 3; Diamond T, 1, and miscellaneous, 


14.—(Donald M. Lyons.) 
* * * 


| Please circle literature desired: 


At last—all auto dealers can get out financial 





| 
| 
| 
I : " ! 
AB 664 KD 375 ’ 
statements and other reports promptly at month- I LBV 366B SC 684 | a Davenport, te. Wii 
end, without overtime or confusion. Remington l — cine | | ate aeiiees Get the tan teen 
Rand is now offering a low-priced bookkeeping machine which for the first time | | some unemployment. 
brings the economies of machine bookkeeping to a wide range of businesses | Name_ if While used-car sales have been 
which found the high price of “big machines” prohibitive. The new low-cost | | definitely slow, new-car demand 
machine provides full alphabetic description of entries, complete daily proof j Title et has been rated as undiminished by 
and other features of the “big machines” without the serious limitations low- | most dealers. 
priced machines have had up to now. | Company a | | Repossessions have been few and | 
Complete, accurate figures are ready at month-end with this machine because | l | little ——e az felt Sone, Sapeee 
sales and costs are posted and proved daily, so that trial balancing goes like | address al ol A Bites ooh | ee eae ae ce e 
clockwork. | a . : a 
; ; | ported tightening down on credit 
The keyboard is completely touch method so that any competent typist can | city. 4 by cae na paper offered 
! 


start producing the first day. Ask for booklet AB 664. more carefully.—(L. H. Houck.) 
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Auto Dealer: 


Fidelity Insured Automobile Auctions 


ADDRESS 


19241 Dix-Toledo Hyw., Melvindale, Mich. 
Attalla Fair Grounds, Attalla, Ala. 
North Locust Ave., Lawrenceburg, Tenn. 
4365 Florida Ave., Baton Rouge, La. 
Boaz, Alabama 

2603 Cusseta Road, Columbus, Ga. 
662 East Broad St., Columbus, Ohio 
29 Sudbury Road, Concord, Mass. 
Highway 48, N., Decatur, Illinois 
217 Gadsden Road, Birmingham, Ala. 
718 Angier Ave., Atlanta, Georgia 
1010 S. State St., Jackson, Miss. 
13315 Brookpark Rd., Cleveland, Ohio 
1310 N. Market St., Shreveport, La. 
714 Huron Street, Toledo, Ohio 
4501 West 16th St., Indianapolis, Ind. 
125 So. Delaware, Mason City, lowa 
Jordon Lane, Huntsville, Ala. 

1227 New Buncombe Rd., Greenville, S. C. 
729 N. Court St., Montgomery, Ala. 
3344 So. Madison St., Muncie, Ind. 
1406 Lebanon Rd., Nashville, Tenn. 
1450 E. Main St., Owosso, Mich. 
6402 Forest Hills Rd., Rockford, Ill. 
U. S. Highway 11, Cleveland, Tenn. 
Route 5, Warehouse Point, Conn. 
2615 Wilkinson Blvd., Charlotte, N. C. 
Buckwalter Stadium, Meridian, Miss. 
Rural Route, Highway 6, Moline, Ill. 
3021 N. Front St., Fargo, N. Dakota 
Valley Springs, S. D. 

Chestnut at W. 12th St., Murray, Ky. 
Eastside Highway, Macon, Georgia 
West Lytle St., Murfreesboro, Tenn. 
Highway 41, Wis.-lll. State Line 

Old Airport, Route 40, Richmond, Ind. 
13th and Locust, Omaha, Nebraska 


AUTOMOBILE 


Aptco Auto Auction 

Dan Atkins Auto Auction 
Baize & Flippo Auction Co. 
Capitol Auto Auction 

Cofield Auto Auction 
Columbus Auto Auction 
Columbus Auto Auction 
Concord Auto Auction, Inc. 
Decatur Auto Auction 

Dixie Auto Auction Sales 
Dixie Motors Auto Auction 
Red Farmer's Auto Auction, Inc. 
Greater Cleveland Auto Auction 
Greater Shreveport Auto Auction 
Doc Greiner Auction 
Indianapolis Auto Auction 
Lapiner’s Auction Co. 

Maney Auto Auction 
Mauldin Auction Sales, Inc. 
Montgomery Auto Auction 
Muncie Auto Auction 
Nashville Auto Auction, Inc. 
Owosso Auto Auction 
Rockford Auto Auction 
Slaton Auto Auction #1 
Southern Auto Sales 

E. M. Stafford, Inc. 

Tinnin Auto Auction 

Tri-City Auto Auction 
Tri-State Auction Co. 
Tri-State Auto Auction, Inc. 
West Kentucky Auto Auction 
Middle Georgia Auto Auction 
Don Kelly's Auto Auction 
State Line Auto Auction 
Browers Auto Auction 

Cliff Soderberg Auto Auction 


AUCTION DAY 


Wednesday 
Thursday 
Tuesday 
Friday 
Monday 
Thursday 
Thursday 
Mon. & Fri. 
Monday 
Monday 
Tues. & Fri. 
Wednesday 
Monday 
Thursday 
Thursday 
Wednesday 
Wednesday 
Friday 
Tuesday 
Wednesday 
Friday 
Wednesday 
Thursday 
Thursday 
Wednesday 
Wednesday 
Wednesday 
Tuesday 
Tuesday 
Thursday 
Friday 
Monday 
Wednesday 
Thursday 
Wednesday 
Wednesday 
Thursday 
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EVER had a rubber check bounce you right out of 
the profit column and into the red ink? If you have, 
you don’t want it to happen again. If you haven’t, 
you’re lucky. But your luck may not last forever. 
Want to be sure every check you get is worth every 
penny it’s written for? You can be sure when you 
sell your cars through any of the automobile aue- 
tions listed here. They’re Fidelity insured against 
bad check losses. That means you can accept the 


high bid as a safe bid. Fidelity guarantees it. 


MR. AUCTION OWNER: Fidelity bad check insurance boosts your 
volume, protects your profits. It costs only a fraction of its value. 
Write, wire. or call TODAY for full details. 204 Stahlman Building, 
Nashville. Tennessee. Phone: 5-4101. 
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By Leo T. Parker 
Attorney at Law 
ECENTLY a higher court held 
that a lower court may decide 
| whether a seller of an auto is liable 
;on a warranty, especially if the 
|testimony is conflicting. 

In Shreve v. Zuvekas Automo- 
bile Co., 254 S, W. (2d) 254, the 
testimony showed facts, as fol- 
lows: One Shreve purchased from 
the Zuvekas Automobile Co. a 
1936 Chevrolet sedan and within 
a few miles, although he had 
filled the crankcase with oil, he 
found that rods Nos. 1 and 5 were 
out and the flywheel and clutch 
were completely worn out. He 





Chrysler Corp. and Dealers Aid University— 


A contribution of $75,000 has been made by Chrysler Corp. to the $1,700,000 
development campaign of the University of Detroit, which seeks to enlarge student | 
facilities on the campus. The gift was supplemented by a donation of $7,500 by the | 
Greater Detroit Plymouth Dealers Assn. Participating in the ceremonies (from left) 
are James A. Mason, president of Hodges Auto Sales, Inc., representing Dodge-Plym- 
outh dealers; Jack Rose, president of Louis Rose Co., representing DeSoto-Plymouth > = 2 
dealers; L. L. (Tex) Colbert, president of Chrysler Corp.; the Very Rev. Celestin J. paid $205 for the repairs. 

Steiner, S.J., university president, and David Barnett, persident of Barnett Motor Sales, | Shreve sued to compel the seller 
Inc., and president of the Plymouth dealers’ association, representing Chrysler-Plymouth ee take back the auto and refund 
dealers. | the purchase price. 

Shreve testified that before he 
|bought the car a salesman for| 
Zuvekas stated the car was in per- 
fect operating condition and that 





Parma Motors Opened in Ohio 


Parma Motors, Inc, (Nash), has| Ernest Gerzeny as president and 
been opened in Parma, O., with general manager. 
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the dealer had just recently spent 


1953 





Lawsuits Affecting Dealers .. . 
—_—-C re eee 


Court Decisions 


more than $200 making complete 
repair of every deficiency. 


Tells of Assurance 


SHREVE also testified that after | 


telling the seller what he 


wanted the car for and that he was | 


relying on him as a _ responsible 


dealer, the dealer said, “Yes, sir, 
Mr. Shreve, I have known you a 
jlong time, and you can depend on 


me. I will take care of that car, and 
if anything goes wrong with it I 
will guarantee it 30 days.” 

Zuvekas denied that it had 
given any guarantee on the car 
for which Shreve paid $385. 

The lower court considered all 
this conflicting testimony and ren- 
dered a verdict in favor of Zuvekas, 


jalleged w arranty. 


| Verdict Approved 

ye higher court approved the 
verdict, saying: 

“Plaintiff (Shreve’s) evidence and 











NEW CARS NEW LONGER... 
USED CARS IN USE LONGER... 





















customer is to suggest Marvel in 
crankcase and gas tank. 





it's advice a driver can hear in 


powerful thrust of his car. 


increased mileage a man gets 
of his: C pee gelien « « -in 


Whether he has a new car or used car, 


hum of his motor... feel in the smooth, 


For Marvel really registers — in the 


Profit-minded dealers and repair shops 
know the best advice they can give a 


the 


the 


out 
the 


FOR MORE PROFITS — 
PUSH MARVEL MYSTERY Ol 
AND THE MARVEL INVERSE O/LER 





Marvel in the crankcase lays a strong, heat-resistant film of oil on all moving parts 
protects bearings and vital upper cylinder regions. The car runs for many more 
engine miles per dollar. 

Install a Marvel Inverse Oiler for direct lubrication to the heart of the engine. Feeds 
in direct proportion to horsepower curve through inverse ratio to manifold vacuum. 
Wo other oiler works on this principle! Fully adjustable. Easy to install. Fully guaranteed. 


Your jobber can supply you, or write: 
EMEROL MANUFACTURING CO., INC. 
Dept. 321, 242 West 69th Street, New York 23, N. Y. 























holding the latter not liable on the 





defendant’s (Zuvekas Automobil: 
Co.) evidence, as to the terms o 
the warranty and the breach there 
of, were conflicting. The case wa 
tried before the lower court an 
judgment rendered for the de 
fendant. 

“In this case where the evidence 
is conflicting, the trial court was 
}in a better position to judge of th« 
credibility of the witnesses and we 
think this court should defer t« 
the judgment of the trial court on 
| such conflicting testimony.” 


* * * 


North Carolina Dealer 


Appeals in Tax Case 


RALEIGH, N. C.—In appealing a 
tax case to the North Carolina Su 
preme Court, Loyd Phillips, a 
| Wilkes County auto dealer, has 
claimed he should not have to pay 
the State’s 3 percent sales tax on 
cars he sold for resale outside the 
state. 

Phillips contended that cars he 
sold to South Carolina dealers for 
resale in that state should be 
taxed by North Carolina only at 
the wholesale rate of 1/20 of 1 
percent, or 50 cents per $1,000. 

State Revenue Commissioner Eu- 
gene Shaw collected $854 in delin- 
quent sales taxes from Phillips for 
|the period from July 1, 1948, to 
| April 30, 1951, after which the car 
| dealer filed suit in Wilkes County 
|Superior Court. That court upheld 
|the Revenue Commission and Phil- 
|lips appealed. 
| The case is being handled for the 
State by Sam Behrends, who said 
| the law provides that any sale made 
to a person outside the state will 
| be taxed at retail rates. 

* + * 


|Boston Dealer Files Suit 


In Double Payment 


SPRINGFIELD, Mass.—Hub Mo- 

tor Sales Co., of Agawam, has 
jentered suit against Ralph L. 
| Jager, of Northampton, charging 
that he deposited a check for $632.31 
to his account after he had been 
|awarded a $4,000 Superior Court 
settlement for a claim he made 
| against the firm. 
The company said it had given 
| Jager the $632.31 check and he 
| had refused to accept the payment, 
| suing the motor company for more 
|money. After the court has held 
| that Jager was entitled to $4,000 for 
| services rendered, that amount was 
|paid in December, the company 
|said, and a few days later Jager 
| deposited the original check to his 
| account, 





‘Model-Plane Aces 
Sought by N.Y. 
Plymouth Dealers 


NEW YORK.—Plymouth dealers 
of greater New York and Long 
Island are launching a search for 
| local model-plane builders and fliers 
|whose records in local contests 
qualify them for entry in the 
Seventh Annual Plymouth Inter- 
national Model Plane finals to be 
held in Detroit late in August. 

The dealers plan to send 15 model 
fliers from this region to the inter- 
national meet, where a total of ap- 
| proximately 500 fliers will compete. 
| Acting as “talent scouts,” Plym- 
outh dealers will be on the lookout 
for promising young fliers among 
some 25,000 boys and girls at the 
200 local qualifying meets this 
spring and early summer. The deal- 
ers will send the names of the top 
contestants to a board of experts, 
which then will select the best all- 
around performers. 

For the first time this year, the 
contest has been opened to con- 
testants over 21 years of age. 
Officials said these youths have 
been entered in the contest in 
“recognition of their distinguished 
service to the aerosport as a whole, 
and for their close cooperation with 
the Plymouth program in the past.” 

The dealers, in cooperation with 
the Police Athletic League, are 
supplying PAL Club “squadrons” 
with model-building kits and in- 
structors to guide boys and girls 
from eight to 15 years of age. It is 
hoped that three or four from this 
age group will be selected for in- 
vitations to the Detroit meet, offi- 
cials said. 








The beck. pages of every issue of AUTO 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO 
MOTIVE NEWS WANT ADS! Are you? 











Things look good on WCBS-TV 


eiitiiiaamsaassaaaung 


Look at cars. (Like Chevrolet, whose local dealers have 


used Channel 2 continuously for over five years.) 


Only on TV, of all media, can you seat your prospect 
up front...demonstrate performance with an actual ride 
... focus his full attention on individual features 


of engineering, style, and economy. 


And only on WCBS-TV will you find the best average 
rating, day and night all week long, in the nation’s biggest 
television market...the most quarter-hour wins 


...the biggest unduplicated audience. 


Your product looks good—your business is good— 


when you are on the station most New Yorkers watch 


most of the time... 


WCBS-TV New York. CBS Owned. Represented by CBS Television Spot Sales 
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Dealer 


M. S. Altmayer has become as- 
sociated with Miami Beach Motors 
(Chrysler-Plymouth), Miami Beach, 
Fla., as vice-president and sales 
manager. He becomes co-owner of 
the firm with Willard McGahey, 
who remains as president. For five 
years, Altmayer had been with 
Ungar-Buick in Miami. 

+ + + 


Miller Plans Underpass 


For Monrovia Crossing 


Bud Miller, Monrovia (Calif.) 
Ford dealer, is author of a plan to 
eliminate a Monrovia railroad 
crossing which has been the scene 
of numerous fatal accidents. 

City authorities are studying the 
Miller plan, which calls for an 
underpass. a 


Detroit Chevrolet Dealers 


Elect Rose President 
The following were elected offi- 
cers of the Chevrolet Dealers Assn. 
of Greater Detroit: 
President, Saul H. Rose, of Grand 
River Chevrolet; vice - president, 


Doings 


Hanley Dawson jr., of Hanley Daw- 
son Co.; secretary-treasurer, J. G. 
Stiles, of Mack Gratiot Chevrolet 
Co.; directors, William Bundy, of 
Jerry McCarthy Chevrolet Co.; Ray 
Tessmer, of Jefferson Chevrolet Co., 
and Tom Bowden, of Tom Bowden 
Chevrolet, Inc. 

* * * 


Paps Takes on Hudson 


Paps Motors, Berwyn, Ill., has 


signed a Hudson franchise agree- | 
ment. Al Paps, president, has been | 


in the auto business 18 years. 
+ * * 


Baltimore Area Dealers Cited 
For Driver-Training Help 


Dealers in the Baltimore area 
have received citations from the 
Automobile Club of Maryland for 
donating automobiles to driver- 
education programs, 

Among those honored were 
Worden-Young, Inc.; Belair Road 
Chevrolet Co.; Charles Irish 


Chevrolet, Inc.; Norris, Inc.; Tal- | 


bott Motors, Inc.; Seymour Chev- 
rolet Co., Inc.; O’Donnell Pon- 
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(Chevrolet), Hamilton, O, He will 
» | be vice-president and genera) man- 
ager of Central. 





* * * 


Marquart Buys Bebout 
K. D. Bebout, Inc. (Ford), Mt. 
| Vernon, O., has been purchased by 
= |E. W. Marquart, of Cleveland. Be- 
bout had been a Ford dealer in 
Mt. Vernon since 1936, 
* * + 


Matson Purchases C & M 


C & M Auto Sales, Hillsboro, O., 
| has been purchased by a company 
headed by John L. Matson, of Hills- 


: : : boro. The new concern will be 
An Oldsmobile 98 Grows in Size known as Matson Chevrolet, Pon- 


Cady Ll. Daniels, Oldsmobile dealer of Colorado Springs, Colo., built this 12- | tiac, Inc. Matson formerly was as- 
| passenger touring sedan from a basic Oldsmobile 98 chassis. The car is equipped | .ocjated with the Chevrolet division. 
| with power steering, power brakes, air-conditioning and custom lounge upholstery. | * * * 
| About 1,200 pounds of luggage can be accommodated in the trunk. The two center | Garcia Accents Spanish 
seats can be removed or reversed, and a card or lunch table lifts out. : ; 

—_ = = - saa ea The Spanish style of architecture 


has been carried out in the new 
building of Garcia Motors (Nash), 
Monterey, Calif. The site of the 
dealership figures prominently in 
|the first overland trip of settlers 
to northern California from Mexico 
in the 16th century. 

+ a + 








|N. Brown. He has charge of both 
| the new and used-car departments. 
| Brown has been in Lexington since 
Chevrolet Dealers Assn. and Au- | 1939 as manager of another dealer- 
tomobile Trade Assn, of Balti- | ship. 

more. * 


* 
ia Kihm Buys Share of Deal 
Brown with Featherston Robert Kihm, general manager 
New sales manager of Steve/and vice-president of Howe Motor 
| Featherston Motor Co., Lexington |Co., Middletown, O., has purchased 
(Ky.) Packard dealer, is Sanford|an interest in Central Motor Co. 


tiac, Inc.; Marshall Motors; 
Marsden Chevrolet, Inc.; Behrend 
| Bros., Inc.; Parlett Motor Co.; 


* 





Deutsch Acquires Gravers 

Gravers Motors (Hudson), Le- 
highton, Pa., has been acquired by 
William Deutsch, Deutsch, who be- 













slats... 
steel tubing 
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YOU NAME THE CAR 

... any metal top model, from coupe 
to the largest panel. We ship the 
luggage rack kit perfectly pre-fitted 
for simple installation without 
removal of headlining! 


Rugged, triple-varnished hardwood 


...and polished alloy 
stanchions make for permanent 
beauty without peeling or rusting. 
Coachcraft custom luggage 

racks are built to outlast the car. 


Los Angeles list, $128.50. 
Shipping weight 30 Ibs. 


"Only the Coachcraft custom luggage rack 
builds in extra quality to make customers 
extra happy-——and give us extra business." 


says the famous Ford family of Hamlin W. Nerney 


and his 


heavy-gauge stainless 


Kits are shipped day orders are received! 


one of the world’s finest custom body shops 


9017 SANTA MONICA BOULEVARD 
HOLLYWOOD 46, CALIF. 


|comes president of the dealership, 
| will retain the former name, 
* * 


* 
Hiatt Promoted 


Richard J. Hiatt has been named 
|service manager of Harper Clifford 
Lincoln-Mercury Co., Fort Wayne, 
Ind. He had been assistant service 


manager for 2% years. 
* * 


Drew Gets Hudson Deal 


Walter Drew has been appointed 
|a Hudson dealer in Platteville, Wis., 
|}according to N. K. VanDerzee, 
Hudson sales vice-president, 


* * * 
New Post for Butler 


Robert Butler has been named 
| general manager of the Broad- 
| way outlet of Trader Scott, Oak- 
land (Calif.) Ford dealer, Butler 
joined the company three years 
| ago as truck and fleet sales man- 
ager. 





FROM EXTRA QUALITY 


* * * 


Allen Appoints O’Brien 


The Don Allen organization has 
appointed Charles J. O’Brien as 
auditor, with headquarters in the 
company’s central offices, at 2585 
Main St., Buffalo. He will service 
all of the company’s dealerships in 
Buffalo, Albany, New York, Pitts- 
burgh and Miami, Fla. O’Brien 
previously was business manager 
and assistant treasurer of Don Al- 
len’s City Chevrolet, Inc., at the 
Main St. address. 


* * * 


Fire Razes Palm-Nash 
The Palm - Nash Motors building 
at Fort Myers, Fla., was destroyed 
| by fire recently. Loss was estimated 
at $125,000. 
















sons John and Pat, Los Angeles 








| Traveler Brown 
| Finally Settles 
| In Vancouver 


Staging automotive special events 
jand closing car deals has been a 
|globe-trotting business in the life 
|of J. M. Brown, president of J. M. 
|Brown Motor Co., Ltd., Vancouver, 
B. C. 

He did it in the early days of the 
business in Canada, the United 
States, Great Britain, Japan and 
China. 

He entered the business in 1919 
at the Vancouver branch of the 
| McLaughlin - Buick Carriage Co., 
located at that time at 1219 West 
Georgia. In 1924, he joined General 
Motors for a 10-year overseas serv- 
ice stint. 

Following an assignment in New 
York he was sent to Grcat Britain 
for three years. While there he 
|managed the GM displays at the 
Empire motor exhibitions at Wem- 
bley. 

He was next transferred to the 
Orient, first as sales manager for 
GM in Japan, then as manager of 
|General Motors China, Inc. Return- 
ing to Canada in 1934, he left Gen- 
eral Motors and the automotive 
| business for four years, going into 
|the import-export field in Van- 
| couver. A Studebaker franchise be- 
came available in 1938 and Brown 
soon was back serving the motor- 
ing public as J. M. Brown Motor 
Co., Ltd. 


9 Ltd. 





| 


a7 
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HOW TO GET A RISK OFF YOUR BOOKS 
(and a load off your mind) 


It’s that large contingent liability you carry on customer 
time payment paper—liability that too often results in 
repossession entanglements, maybe financial loss. You 
know the headaches as well as we do. 

Frankly, if we were automobile dealers we would 
keep the contingent liability to a minimum amount. 
You, too, can do it. 

Associates can and will buy most of your time con- 


tracts on a ‘‘without recourse” basis, leaving you free 


“The best way to build up customers 
is never to let them down.” 





The Old Sage says... 





of any large contingent liability and financial risk. We 
pioneered non-recourse financing years ago and we’ve 
been eliminating loss liability for automobile dealers 
ever since, with excellent results for all concerned. With 
$508,000,000 of assets to back every deal, we’re the largest 
non-recourse company in the finance field today. 

Look into Associates non-recourse financing. Get 
that liability load off your mind. Just write or phone 


any Associates representative for full information. 


ssociates 





Associates Investment Company 
Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 













HARTFORD.—A successful year, 
in regard to new legislation, has 
been reported to the Connecticut 
Automotive Trades Assn., Inc., by 
its legislative committee. 


Constructive bills were passed 
and signed by the governor the 
committee reported, while many 
detrimental bills were rejected or 
killed in committee. 

Bills enacted which were con- 
sidered favorable: 

Require licensing operators of 
tow trucks; simplify transference 
of registrations by eliminating the 
need for a notary; set up a sepa- 
rate licensing division for junk 
dealers; legalize the use of me- 
chanical signals; require fenders or 
flaps on all trucks and buses. 

Put operators’ licenses on two- 
year staggered basis; increase al- 
lowable gross weight on tractor- 
trailers from 50,000 pounds 3 to ¢ 60,- 





= 
Dodge Appoints 
e e e 

Training Chief 

DETROIT. —C. J. Jefferson has 
been appointed to the newly 
created post of training coordi- 
nator for Dodge, 
it was announced 
last week by R. C. 
Somerville, vice- 
president. 

Jefferson will 
train new person- 
nel on Dodge 
products and 
sales procedures. 

He had served 
as Dodge regional 
manager for De- 
troit since 1948. 
He joined the firm in 1928 as a 
member of the distribution de- 
partment. 





C. J. Jefferson 








000; set up a scale of penalties for 
overweight vehicles, direct a study 
of title laws in other states. 

Permit the sale of gasoline on 
Sunday; make “trick” mufflers 
or straight exhausts illegal; in- 
crease the initial license plate fee 
from $5 to $10; add 50 patrolmen 
to the State Police, and provide 
for building a Thruway, with 
feeder roads, from New York to 
Rhode Island, to be financed by 
$213 million bond issue, 

Other laws enacted which will ef- 
fect dealers were reported without 


comment by the committee as 
follows: 
An increase in the corporation 


tax from 3 percent to 3% percent 
for two years, and an increase in 
the unincorporated business tax of 
one dollar per $1,000, effective after 
an exemption of $50,000 gross sales. 


Bills which were rejected, the 
committee reported, would have: 

Validated chattel mortgages on 
vehicles before delivery; regulated 
installment sales; required a $10 
fee for each car sold at auction; 
increased the gasoline tax from 4 
cents to 5 cents; banned dealers 
from putting their nameplates on 
the outside of cars; imposed a use 
tax on trucks. 

Required mechanical signal de- 
vices on all vehicles; provided 
for registration fees for service 
cars of $10 to $20; required col- 
lection of personal property tax 
on vehicles at time of regis- 
tration; required payment of 
personal property tax on vehicles 
after assessment date on a pro 
rata basis, and required time and 
one-half for all employes who 
worked more than eight hours a 
day or 40 hours a week. 

The committee reported that a 
number of bills, which it termed 





AQUes 


/ 
LL: 


Tn te 


EXTRA PROFIT FROM EVERY 
CAR SOLD OR SERVICED 


The test of any accessory is how 
well it repeats year after year. An 
overwhelming percentage of car 
owners who have had Ventshades 
installed on one car want them on 
every car they buy. That is one of 
the reasons why Ventshades con- 
tinue to produce handsome profits 
for dealers who sell ‘them. Sell 
them yourself and see. 


Ventshades are the original rain 
and sun shields. Avoid substitutes. 


Contact your Ventshade wholesaler or 
write direct for complete information 
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THESE FEATURES 
SELL VENTSHADES 


¢ Open-window ventilation 
when it rains or snows 


© Safety from exhaust fumes 
© Less fogging of glass 

© Shade from the sun 

© More comfort the year ‘round 
e Added beauty for the car 


© Quick, easy installation. Indi- 
vidual designing for each make 
and model assures accurate fit 


© Made to meet exacting stand- 
ards of cor manufacturers. 
© Won't rust or rattle 






Way AUTO VENTSHADE COMPANY « CHAMBLEE, GEORGIA 
DZ 


IN ATLANTA'S FINEST INDUSTRIAL SUBLER 











detrimental, died in committee. 
They would have: 

Set up a factory licensing law; 
required insurance of $20,000 
personal liability and $10,000 
property damage; made vehicle in- 
spection compulsory instead of 
voluntary; made the registration 
fee a flat $8; amended the dealer 
license law to permit the sale of 
new cars by used-car dealers, and 
amended the definition of a used 
vehicle. 


Auto Museum Due | 


In Silver Springs 


SILVER SPRINGS, Fla. — An 
antique automobile museum is be- 
ing established here by Sam D. Jar- 
vis, an oil refinery owner of Evans- 
ville, Ind., and his son, Vern. 

Jarvis became interested in an- 
tique cars through his friend, 
Singer James Melton, who is a 
renowned auto collector. Jarvis has 
been purchasing oldtime autos for 
three years. 


Seattle Mercury Deal 
West Seattle Motors (Mercury), 
Seattle, has been founded, with 
O. Ben Berry as general manager. 
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New Laws OK’d in Conn. 


Many Favorable Bills Enacted, Dealer Committee 
Reports, With Bad Ones Rejected 
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Auto-Lite Intensifies Sales Campaign— 


W. E. Blank (inset), sales manager for replacement sales of Auto-Lite Battery Corp., 


takes the rostrum to introduce the firm's 


new “Sellerama” campaign at a regional 


sales convention in New York. The session was attended by 500 automotive jobbers 
and jobber salesmen from eight eastern states. Blank told the group that ‘‘we are 


looking for our biggest year in history.’ 





In the Hopper 


Approval by Gov. Earl Warren of 
an amendment to California’s mo- 
tor vehicle code to legalize 40-foot 
semitrailer lengths concludes a long 
industry effort to obtain uniformity 
among western states on trailer 
equipment, according to the West- 
ern Highway Institute. 

It is now possible, the institute 
said, for fleet owners to operate 
40-foot trailers in all 11 western 
states and Alaska. 

* * * 


Illinois Governor Vetoes 


Bill on Truck Overload 

Gov. William G. Stratton vetoed 
an Illinois bill he said would 
“weaken” enforcement of the truck 
maximum weight law and another 
bill to exempt pickups from the 
truck speed limit of 45 miles an 
hour. 

The truck weight bill sought to 
increase from 350 to 800 pounds the 
allowable overload on a single axle 
permitted before the present sched- 
ule of fines per pound could be 
assessed. Stratton said he rejected 
the speed limit exemption because 
it would eventually produce en- 
forcement difficulties. 

. . > 


Wisconsin Law Requires 
Mudguards on Vehicles 


Gov. Walter Kohler has signed | hotels. 


into Wisconsin law a bill to require 
mudguards or fenders on all motor 
vehicles. The act is aimed mainly 
at trucks. 

* * * 


Pa. Measure Would Require 


Insurance on Credit Deals 


Purchasers of vehicles on the in- 
stallment plan would be required 
to take out liability insurance of 
$1,000 for property damage and $5,- 


| 000 to $10,000 for personal liability 


in Pennsylvania under terms of a 
measure introduced in the Senate. 
a ” * 


Wisconsin’s Governor 


Signs 2 License Laws 


Gov. Walter Kohler of Wisconsin, 
has signed two laws that have to 
do with car and truck operation. 
One authorizes suspension of the 
driving license of any motorist in- 
volved in a serious accident in an- 
other state if he has failed to com- 
ply with the Wisconsin financial 
security law. 


The other covers a_ reciprocal 
treaty with other states as to rec- 
ognition of out-of-state licenses 
for trucks, and opens the way for 
Wisconsin to treat trucks from 
other states the same as other 
states treat Wisconsin trucks. 

* * * 


Axle-Tax Measure 


Passed in Ohio 


The General Assembly of Ohio 
has sent to the governor a bill pro- 
viding for an axle-mile tax on 
heavy trucks which would produce 





an estimated $6 to $20 million a 
year, together wih a one-cent in- 
crease in the gasoline tax to pro- 
duce $23 million annually. 

Voters will be permitted to pass 
on a proposed constitutional 
amendment for a $500 million bond 
issue to finance new highways. 


New Butler Dealership 
Charles A. Butler, formerly a 


| Buick dealer at Oxnard, Calif., has 
| opened a Buick dealership at 400 S. 
| Sepulveda Blvd., Manhattan Beach, 
| Calif., succeeding McCollum Buick. 


The firm will be known as Butler 
Buick. Butler served as vice-presi- 
dent and manager of Milliken Chev- 
rolet in both El Segundo and Culver 
City for six years before going to 
Oxnard. 








30,000 Expected to Attend 
Management Seminars 


NEW YORK. — Close to 50,000 
business executives are expected to 
participate in meetings to be 
sponsored by the American 
Management Assn. during the 1953- 
54 fiscal year. 


The association has scheduled 12 
national conferences in eight fields 
of business management and a 
number of one-day “briefing 
sessions” on specific topics. 

Concurrent with AMA’s packag- 
ing conference will be its 23rd 
National Packaging Exposition, 
scheduled for Apr. 5-8 at the 
Atlantic City Auditorium. 

Approximately 4,000 executives 
are due to take part in some 280 


|seminars on specific business 


problems. Seminars will meet at the 


| AMA Management Center in New 


York and in Chicago and Detroit 


The five-week AMA management 
course in the basic principles, skills 
and tools of management will be in 
session for 39 weeks. Enrollment 
for the course, which has its head- 


| quarters at the Hotel Astor in New 


York, is expected to exceed 500. 

The 1953-54 AMA _ conference 
schedule is as follows: 

Personnel, Sept. 28-30, Hotel Stat- 
ler, New York; Office Management, 
Oct. 12-14, Hotel Astor, New York; 
Manufacturing, Oct. 28-30, Bellevue- 
Stratford, Philadelphia; Insurance, 
Nov. 12-13, The Drake, Chicago; Fi- 
nance, Nov. 18-20, Hotel Roosevelt, 
New York; Marketing, Jan. 27-29, 
Hotel Roosevelt, New York. 


Personnel, Feb. 15-17, Palmer 


Ford Ready to Occupy 
New Chicago Depot 


CHICAGO.—Moving day for 
about 150 Ford Motor Co. sales and 
office personnel in Chicago will be 
Aug. 15, according to Urban B. 
Miller, depot manager. Miller said 
Ford’s new parts depot and office 
building at North and Mannheim 
Rd. will be ready on that date 

The Chicago district and midwest 
regional sales offices of both Ford 
and Lincoln-Mercury will be trans- 
ferred from several downtown lo- 
cations. Service stock operations 
will be moved from the Ford as- 
sembly plant. 

More than 535 Ford dealers and 
83 L-M dealers in Illinois, Indiana, 
Wisconsin, Iowa and upper Michi- 
gan will be served by the new 
depot. 





House, Chicago; General Manage- 
ment, Mar. 9-12, Fairmont Hotel, 
San Francisco; Packaging, Apr. 5-7, 
1954, Auditorium, Atlantic City; 
Manufacturing, Apr. 26-28, Hotel 
Statler, Cleveland; Insurance, May 
24-26, Hotel Statler, New York; 
General Management, June 21-23, 
Hotel Statler, New York. 


The complete program of work- 
shop and orientation seminars may 
be obtained from the director of 
this activity, AMA Management 
Center, 330 W. Forty-Second St., 
New York 36, N. Y. 


Miami U. C. Men 
Warned Against 
Misleading Ads 


MIAMI.—Any dealer who adver- 
tises a car for $10 down will be in 
trouble if he requires any addi- 
tional initial payment, such as a 
small loan, members of the Miami 
Used Automobile Assn. were told at 
their monthly meeting. 


A Miami ordinance governing 
false or misleading advertising is to 
be enforced to the letter, according 
to President Mike Trabulsy and 
Stacy Rowell, chairman of the 
ethics committee. 


“We have over a hundred mem- 
bers who are conducting a clean 
business,” Rowell declared, “and 
we are not going to let half a dozen 
dealers, in or out of the association, 
give the rest of us a bad name.” 

He declared that Miami police 
and the head of the Department of 
Weights and Measures have 
pledged their cooperation. 

Rowell’s request to meet with 
the new-car dealers resulted in an 
invitation to appear at their next 
meeting. 

“We have received no complaints 
avainst anv franchised dealer.” said 
Bob McGahey. president of the 
Miami Auto Dealers Assn., “and 
I have seen no advertisement bv 
a new-car operator which bv any 
stretch of imagination could be 
regarded as violating the or- 
dinance.” 


Eller Heads Rotary 
Robert Fller, of Eller Buick Co.. 
Newton, N. C.. has been elected 
president of the Newton-Conover 
Rotary Club. 
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AVE you ever paused to con- 

sider the miraculous influence 
of the automobile on American 
life? 

Here are some solid facts which 
ought to make you think how 
wonderfully improved the joy of 
living has become in those 50 years | 
since Charles Duryea, R. E. Olds 
and Henry Ford first cut down the 
cost of getting somewhere else, 
which is where most human beings 
always want to be. 

More than _ 65,000,000 men, 
women and children, will be on 
the nation’s highways this sum- 

mer — 9,000,000 others will use 
trains, airlines, buses and inland 
water routes for seasonal holi- 

days. | 

What is important, of course, is 
not how they get there, but the 
fact that they are going. This great | 
movement does not mean they are 
restless. First, it points up the 
greater leisure they are enjoying. 
But most important is the educa- 
tional value of going places .. . 
seeing other people and things... 
while the economic factor cannot 
be underestimated because of its 
effect upon product distribution 
... building up new industries . . 
strengthening old ones . . . AND 

its effect upon the seasonal 


pattern of sales. 
+ +” * 


Cash for Cars 


HE American Automobile Assn. 
estimates that motorist vaca- 
tioners spend more than $9 billion 
a year. Other surveys estimate the | 





total cost of all vacations and 
weekend trips at close to $11 billion 


@ year. 

The AAA figures that the vaca- 
tionist, traveling by car, spends 
29 cents of each dollar for meals 
- .. 21 cents at the service sta- 
tions . . . purchases . . . main- 
tainence and repair... and tolls 
... lodging 20 cents ... 18 cents 
for miscellaneous retail purchases 
... 7 cents for theater and other 
amusements, and 5 cents for ad- 
mission to travel attractions. 

New motor courts are going up 
at the rate of 2,000 a year. There 
are now 45,000 in the country, an 
increase of more than 300 percent 


since 1940. This has created a vast | 


market for building materials, heat- 

ing and air-conditioning equipment, 

furniture and furnishings. 
Merchants, formerly resigned to 








¥ 


| been 


|“Americans,” he 


| that 
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“sitting out” the summer, now find 
it one of their best seasons. Sales 
of sporting equipment, camping 
supplies and leisure apparel have 
large. This means that a 
strong factor exists for evening out 


the old seasonal business cycles. 
* * * 


A Second Life 


CCORDING to Dr. Julius 
Hirsch, industrial economist, 
the movement has created a great 
trend toward informal living. 
says, “enjoy a 
second life, one apart from the toil 
is generally associated with 
people who work.” Workers are 
now averaging less than 2,000 hours 
a year at their appointed tasks, 
compared with more than 3,200 
hours earlier in the century. The 
increase in productivity, however, 
has more than compensated for the 
fewer hours worked, while, at the 
same time the standard of living 
has steadily gone up. 
“More than 50 percent of Amer- 


ican workers own their homes,” | 


says Dr. Hirsch, “compared with 
10 percent at the start of this 
century.” This has created great 
activity in gardening, sports and 
travel fields. The nation’s stores 
are moving after the customer. 











1926 Lincoln Takes to Road Again— 





se 


Albert Marx, Hollywood recording company executive, starts from Los Angeles on 


of six oldtime Lincolns, plans to average 
which will take him to Chicago and New 


There is an enormous increase in 
the mail order business. Euro- 
peans are amazed to learn that 
Americans have so much leisure 
time while enjoying good in- 
comes. They agree that Socialism 
has little chance in the United 
States. 
The 





@ cross-country business trip in this restored 1926 Lincoln roadster. Marx, the owner 


45 miles per hour on the 6,100-mile trip, 
York before his return to California. 


higher priced houses are less than 
a year ago but the rate of sales of 
medium and lower priced homes 
have gone up. 

In the matter of savings, Amer- 
icans have a substantial cushion 
against the possible reversal of 
the current business cycle. The net 


United States Savings &| change upward in savings through 
Loan League says the sale of! institutional and governmental! operations. 


DDD 3 rd. of a seit 


What eve 


Automobile ma 





should know about 


The fastest-growing innovation in automo- 
tive history is Power Steering—and the 
leader in Power Steering is SAGINAW, 


Steering from ordinary types. 


= ae _ 23 
channels in the first quarter of 
11953 was $4,269,000,000, to bring 
total savings up to $210,728,000,000 

Savings Bonds are so popular 


# | now that $431 million worth were 


| sold in the first quarter of this year 


= |—an amount well above that for 


| the whole year of 1952. 

P.S. Take it easy, boys and girls. 
| You'll live longer. Grand place to 
| live, too... AMERICA. 


L-M Parts Men 
Attend Council 


DETROIT.—Nearly 100 parts and 
accessories managers from as many 
Lincoln-Mercury dealerships 
throughout the nation attended the 
first Parts and Accessories Mer- 
chandising Managers Council here 
last week. 

E. A. Erickson, manager of the 
parts and accessories department of 
L-M, welcomed the group at the 
first business session of the three- 
day event. Business meetings in- 
cluded discussions of mutual prob- 
lems and exchange of ideas on 
dealership parts and accessories 





of the road’? SAFETY ZONE which distinguishes Saginaw Power 








Ballard's Sights High— 

A giant rocket ship has been unveiled 
by Tom Ballard Oldsmobile, Inc., Holly- 
wood, Calif., to symbolize the firm's prod- 
uct. The sign is 24 feet high; has red, 
glowing rocket ports, and every 30 seconds 
shoots live steam 30 feet into the air. 
Here, it is being viewed by Dealer Ballard. 


' 


world’s largest producer of steering gears. 
Saginaw Power Steering is now available 
on all General Motors cars and three other 
well-known makes. Nearly 600,000 new 
cars have been equipped with it— more 
than all other types combined. So natur- 
ally, many people wonder: 


6. HOW DOES SAGINAW POWER STEERING OPERATE? 


Basically, it is simply a highly-efficient Recirculating Ball Nut 
Steering Gear with a built-in hydraulic assist. This consists of a 
pump which delivers oil at 750 pounds per square inch, a reser- 
voir, a double-acting hydraulic cylinder, and an ingenious spool- 
type control valve, as shown in simplified Diagram 1. 


The spool valve, part of the steering shaft, is a grooved cylinder 
machined to a sliding fit within the grooved valve housing. The 
spool revolves with the steering shaft, can slide forward or back- 
ward about .060", and still retain the high-pressure oil. When- 
ever /ess than three pounds pull on the steering wheel is needed, 
the valve remains in ‘‘neutral’’ position as shown in Diagram 1, 
and the circulating oil by-passes the power cylinder. No hydraulic 
force whatever is applied to the steering mechanism, and the car 
remains completely under manual control. This assures the ‘‘feel 





vie ahaa 
Diagram 1 


Saginaw 


POWER STEERING 





However, as soon as more than three pounds pull is needed, the 
resistance of the wheels causes the ball-nut and screw assembly to 
act as a jack. If the turn is to the /eft, this forces the whole steer- 
ing shaft, including the valve spool, imperceptibly toward the driver 
as shown in Diagram 2. This changes the course of the oil, so it 
now flows to the front of the power cylinder and forces the piston 
backward. Power assistance is thus applied to the pitman arm, to 
help turn the wheels to the left. At the same time, oil pressure on 
the valve plungers tends to move the steering shaft and spool back to 
neutral position, which cuts off the flow of oil to the power cylinder. 


When the steering wheel is turned to the right, the spool moves 
slightly away from the driver. The oil flows to the opposite end 
of the power cylinder and forces the piston to assist in turning 
the front wheels to the right. 


The whole system also acts in reverse to resist any force, such 
as a blowout, which tends to twist the wheel from the driver’s 
hands. When a road shock is transmitted through the pitman arm, 
the resulting movement of the valve spool admits oil to the proper 
side of the power cylinder to counteract the shock. Note, too, 
that a by-pass valve is provided which opens in case of pump fail- 
ure so there is no resistance to normal manual steering. 


IF YOU’D LIKE TO LEARN MORE—we’ll be delighted 
to send you ‘‘THE FACTS ABOUT POWER STEERING’”’. 





Saginaw Steering Gear Division 
General Motors Corporation 
Saginaw, Michigan (Dept. N) 


Please send a free copy of “The 
Facts About Power Steering” 


NAME 
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Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Mich. 








Prturea here are the cars that have brought the 
“‘Continental look”? to America—to stay! 


Models that initiated the whole idea of ‘‘compact 
car’ travel .. . launched the return of the 
American sports car . . . inspired a brilliant new 
trend in styling. 


Yes, Nash started something! 


For it was Nash that set a complete new 
automotive trend with the Ramblers—the first 
compact custom cars built to meet today’s 
traffic needs. 


It was Nash that introduced the first international 
sports car... the fabulous Nash-Healey of 
Le Mans fame. 


And it was Nash that one year ago stunned the 
automotive world with the complete line of Golden 
Airflytes. Yes, it was Nash that first brought the 





1953 Nash-Healey Convertible 


I m 19 51_ Nash announced America’s first continen- 
tal-type sports car, the Nash-Healey with its Nash “‘Le 
Mans” Dual-Jetfire engine which has the best record over 
the years of all American-engined entries in the 24-hour 
French speed classic. Major mechanical parts are Nash, 
with body hand-crafted by Pinin Farina in Turin, Italy. 





ra | 


best of continental design to America—from no 
less than Pinin Farina of Italy, the foremost 
custom car designer of our time. 


You have seen feature after feature introduced in 
these Nash cars appear later in the models of 


others . . . the low, sloping hood . . . the wide sweep 
of windshield . . . the high-crowned fenders. . . the 
unbroken sweep of fender line . . . the rakish 


reverse slant to rear window pillars. 


And you will see still more of these styling features 
set the pattern for cars to come. 


But only in Nash is the full brilliance of continental 
styling combined with interior spaciousness and 
riding and driving comfort of the highest 
American standards. 


Yes, in style leadership and outstanding travel 
comfort—‘““There’s none so new as Nash!” 


with overdrive. 





ve COE 


1953 Nash Ambassador Country Club 


In 1952_ Nash was first to introduce a complete series of cars 
with European styling. Pictured above is the 1953 Ambassador 
“Country Club”. . . featuring the ‘‘Le Mans’ Dual-Jetfire engine, 
Dual-Range Hydra-Matic Drive and Nash Power Steering. Styling 


is by Pinin Farina. 


ZO 


* AMBASSADOR 
* STATESMAN 
* RAMBLER 









Z hs 19 5 ° — Nash introduced the 


Rambler, first car specifically designed for 
today’s traffic conditions. Compact in de- 
sign and completely custom-equipped, it 
opened up a new automotive market. It 
set an all-time mileage record in the Mobil- 
gas Economy Run, 31.05 miles a gallon 
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Historic Packard Joins Town Celebration— 
Taking advantage of the Ashtabula (O.) sesquecentennial celebration recently, Carl 


Sims, of Sims Motor Sales (Packard), used the famous “Old Pacific,’ coast-to-coast car 
of the late Tom Fetch in 1903, as a float in two parades. His exhibit won first prize 
and attracted several thousand visitors to his showroom. Brought from Jefferson, O., to 
participate in the celebration were Fetch's brother and family. Shown (from left) are 
Wesley Fetch, Mrs. Wesley Fetch, Susan Fetch, Mrs. Duff Fetch and Duff Fetch, the 
brother. 





Seiberling Names Whipker 
Grover C. Whipker, of Fort|facturers’ sales department of Sei- 
Worth, has been appointed south- | berling Rubber Co. He replaces the 
west representative for the manu-| late F. A, Thomas. 
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Election of Dan A, Kimball, for- 
mer secretary of the Navy, to the 
presidency of Aerojet-General Corp., 
a subsidiary of General Tire & Rub- | 
ber Co. and manufacturer of jet- 
assist take-off units and fuels for 
jet propulsion, has been announced 
by W. O'Neil, General’s chairman 
and president. 

Kimball served as secretary of the | 
Navy until returning to General last | 
January. He has been a member of | 
the General Tire organization since 
1919. 


* * * 


Span-O-Life Picks Dobrin 

Gustav Dobrin has been named 
general production manager for 
Span -O- Life Battery Mfg. Corp., 
President A. B. Dabney jr. has an- 
nounced. Dobrin will be in charge 
of the New Braunfels (Tex.) and 


Des Moines plants. 
+ + * 


U. S. Rubber Ups Durst | 


David E. Durst has been ap-| 
pointed manager of industrial re- 
lations for the international divi- 
sion of U. S. Rubber Co. Durst was 


Wire wheel beauty has become one of the outstanding features 
of the sleek ultramodern American automobile. 


Auto Personnel 








formerly tire plant supervisor in 
the manufacturing and development 


department. 
* * * 


Galloway Steps Up 

F. M. Galloway has been elected 
vice-president in charge of research 
and development for Quaker Rub- 
ber Corp., division of H. K. Porter 
Co., Inc., Philadelphia, it is an- 
nounced by G. A. Dauphinais, 
general manager. Galloway former- 
ly was technical superintendent. 

* + * 


Promotion for Myers 


Appointment of George P. Myers 
as assistant general sales manager 
for industrial finishes of Pittburgh 
Plate Glass Co. has been announced 

y E. D. Peck, vice-president in 
charge of the paint and brush divi- 
sion. Myers formerly was an in- 
dustrial sales representative at the 
Newark paint division. 

« * * 


Chrysler Ups Vandekerck 


Appointment of Charles F. Van- 
dekerck as staff master mechanic 
























A. S. Campbell Company, Inc. is currently manufacturing wire 
wheel covers as factory installed and accessory equipment on 
several of the country’s leading automobiles. This wire wheel 
cover with its quality construction has been accepted as the 
standard in the automotive trade. 


With Campbell wire wheel covers the old story of hard cleaning 
is at an end. Experience shows that the dabbing of the wheel 
surface with a soap sponge and rinsing of spokes with an 
ordinary garden hose cleans the entire cover in a flash. 


Today, Campbell manufactures wire wheel covers as just one 
of many specially designed and engineered automotive items. 


The creation of entirely new designs coupled with extensive 
manufacturing facilities for volume production enables the 
A. S. Campbell Company to work hand in hand with auto- 
mobile manufacturers in producing functional and/or deco- 
rative automotive parts. 








of Chrysler Corp. has been an- 
nounced by Carl J. Snyder, oper- 
|ating manager. Vandekerck suc- 
|ceeds Carl J. Demrick, who has 
become general manufacturing 
manager of Plymouth. Vandekerck 
formerly was master mechanic of 
the Chrysler tank plant in Newark, 
| Del. 





* * * 
Junior Achievement Group 


Elects Doyle President 
J. C. 





(Larry) Doyle, sales and 
advertising man- 
ager of Ford Mo- 
tor Co., has been 
elected president 
of Junior Achieve- 
ment of South- 
eastern Michigan 
Doyle succeeds 
John Haien, re- 
tired director of 
youth activities 
¥ for Chrysler 
Corp., who relin- 
alah quished the presi- 
dency after holding it for four years. 
* + * 


Teetor Named Trustee 
Of Purdue University 


Lothair Teetor, chairman of the 
board of Perfect Circle Corp., Hag- 
erstown, Ind., has 
been appointed to 
a three-year term 
on the board of 
trustees of Pur- 
due University. 

A former mem- 
ber of the Indi- 
ana Legislature, 
the Hoosier in- 
dustrialist was 
appointed by Gov. 
George Craig. 

+ 


| 
| 
| 
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Lothair Teetor 
* * 


McIntyre Takes Presidency 


Of Michigan United Fund 


W. D. McIntyre, executive vice- 
president and treasurer of Monroe 
Auto Equipment Co., Monroe, has 
been selected as 
president of the 
United Health & 
Welfare Fund of 
Michigan. 

Associated with 
the fund since its 
beginning in 1947, 
McIntyre was a 
member of the 
original sponsor- 
ing committee 
and has been an 
active board 
member ever since. For two years 
he has served on the executive 
committee. 


W. D. Mcintyre 


* * - 
Archangeli Upped in Sales 


Of 2 Eaton Divisions 


M. D. Archangeli has been ap- 
pointed general sales manager of 
the valve and Saginaw divisions of 
Eaton Mfg. Co., 
according to H. J. 
McGinn, presi- 
dent, who also an- 
nounced the ap- 
pointment of J. R. 
Stearns as sales 
manager of the 
valve division and 
J. R. Harrison as 
sales manager of 
the Saginaw divi- 
sion. ‘ 

Archangeli M. D. Archangeli 
joined Eaton in 1919 and became 
sales manager of the Saginaw divi- 
sion in 1939 and sales manager of 








J. R. Stearns J. R. Harrison 


both the Saginaw and valve divi- 
sions in 1947. 

Both Stearns and Harrison had 
| been serving as assistant sales man- 
agers of their respective divisions. 


* * * 
Steinbach Appointed 
Ed Mazzoni, Inc. (Willys), of 


| Milwaukee, has announced the ap- 
pointment of Arthur Steinbach as 
general sales manager. Steinbach 
had been associated with Steinbach 
& Schlei, Inc. (Chrysler-Plymouth). 
He later became promotion man- 
(Continued on Page 27, Col. 1) 
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(Continued from Page 26) 


ager for Ford Motor Co. in Mil- 
waukee, and has also held an Olds- 
mobile dealership. 

bd * * 


Gumout Picks Mahoney 


The Gumout division of Pennsyl- 
vania Refining Co., Cleveland, has 
appointed Frank J. Mahoney, 1654 
Massachusetts Ave., Cambridge, 
Mass., as sales-service representa- 
tive in Connecticut, Rhode Island, 
Massachusetts, Vermont, New 
Hampshire and Maine. 

* * + 


Rosensweig, Cooper Named 


To Top Fafnir Positions 

The election of Clarence G. Ros- 
ensweig as executive vice-president 
and Richard F. Cooper as vice- 
president and works manager has 
been announced by Fafnir Bearing 
Co. 

Rosensweig started with Fafnir 
in 1916 as a member of the produc- 
tion department, and was elected 
vice-president and works manager 
in 1944. Cooper joined Fafnir as a 
time study man in 1934, and ad- 
vanced to assistant works manager 
in 1944. 


+ * * 


Hill Heads Branch 


William A. Burns jr., president of 
Trailmobile, Inc., has announced 
the appointment of Wayne Hill as 
manager of the Los Angeles factory 


branch. 
~ * * 


Black & Decker Promotes 


Apsey, French, McGrain 

Three appointments have been 
announced by Black & Decker 
Mfg. Co. Towson, Md. John F. 
Apsey jr. was named marketing 
manager; G. Ross French, ad- 
vertising manager, and Robert A. 
McGrain, sales promotion man- 
ager. 

Apsey joined Black & Decker 
in 1927 and since 1935 had been 
advertising manager. French | 
joined the firm in 1948 and Mc- | 
Grain in 1952. 

* 





Lee Tire Selects Managers 


For 2 Southern Branches 


Lee Tire & Rubber Co. of New|} 
York, Inc., Conshohocken, Pa. has 
announced the appointment of new 
managers for its Atlanta and 
Jacksonville branches. 

Otto G. Carney, formerly man- 
ager of the Jacksonville branch, 
has been named Atlanta branch 
manager. Assuming managership 
of the Jacksonville branch is John 
V. Renatti. formerly a salesman at 
that branch. f 

o * 


Champion Spark Plug Boosts 


Ledbetter on Sales Staff 

Avvointment of Gerald E. Ledhet- 
ter, Champion Snark Plug Co. sales- 
man, as assistant sales manager 
has been announced by comnanv 
officials. 

Since 1947. Ledhetter had heen 
stationed in New York as district | 
sales manager of Champion’s east- | 
ern and northeastern seahoard ter- | 
ritory. His successor is Dewey Sh>r- | 
man, former territory representa- 
tive in the Albany area. 

* * os 


LOF Adds Baskin 





James E. Baskin has ioined the 
vroduct development section in the 
fiber glass division of Libbev- 
Owens-Ford Glass Co. and will work 
with Herbert A. Fox, technical 
manager, at the factorv in Par'- 
ersburg, W. Va. For three years 
Baskin was engaged in fiber glass 
sales in Dayton, O. 

* 7. * 


Coffey Gets District Post 


With Marmon-Herrington 
Denzil Coffev. of Fillmore, Ind., 
has been appointed district man- 
ager for the southeastern nortion 
of the U. S. by Marmon-Herring- 
ton Co., Inc., of Indianapolis. 
Coffey has been with the Mar- 
mon-Herrington sales department 
for three years. 
* 7 as 


Weber to Sundberg-Ferar 


Sundberg -Ferar, Detroit indus- 
trial design firm, announces that 
Howard F. Weber has ioined the 
staff as a designer. For four years, 
Weber was in the styling section of 


General Motors assigned to auto-| 


motive design work for the Cadil- 
lac studio. 


= * * 


Executive Staff Is Elected 
At Capitol Reproduction 


Newly elected officers of Capitol 
Engineering Reproduction Co, are 
Bartheld Zeunen, president; Lorenz 
W. Sievers, executive vice - presi- 
dent; Joseph Legato, vice-president, 
and Lee E, Zeunen, secretary- 
treasurer. 

Reproductions of layouts on metal 
or glass cloth for engineering pur- 
noses are made by the Detroit 
firm for both the auto and aircraft 
industries. 

7. * + 


API Picks Rumoshosky 
As Marketing Aide 


Appointment of Adam J. Rumo- 
shosky as associate director of the 
division of marketing of the Amer- 
ican Petroleum Institute has been 














LaMoine, Skaar Join Hudson Family— 
Washington Hudson, Inc., Grand Forks, N. D., is a new dealership operated by 
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1, when the current division di- 
rector, Dr. John W. Frey, will re- 
tire. After that, the marketing 
headquarters will be located in New 
York. 

An interim New York office will 
be headed by Rumoshosky, who 
formerly was assistant director of 
the American Petroleum Industries 
Committee. 





* * x 


Henney Appoints Maxey 

Henney Motor Co., Freeport, IIl., 
manufacturer of specialized motor 
vehicles, has announced the ap- 
pointment of R. J. Maxey, to carry 
out special assignments on the staff 
of the vice-president. He joined 
Maxey in March. 


* * * 


Norris Joins Imperial 


Imperial Brass Mfg. Co., has an- 
nounced that James A. Norris, 
formerly with Kerotest Mfg. Co., 
has been placed in charge of Impe- 
rial’s Los Angeles office and ware- 
house, and southern California and 


Dennis J. LaMoine (left) and Tom Skaar (seated). Witnessing the signing of the| Arizona territories. He will be as- 
franchise is R. E. Bietz (right), Hudson Sales Corp., Minneapolis zone. Standing at| sisted by Chester Weinert. 


rear is R. G. Larson, zone service representative. 








announced by Frank M. Porter,| marketing office, which has been 
president. the division’s headquarters for some 


* 
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Sam L Roudebush has been ap- 
pointed assistant manager of tire 


Porter said the Washington | time, will be continued until March! design for Seiberling Rubber Co. 





TESTED AND APPROVED BY MAJOR AUTOMOBILE MANUFACTURERS 


Here is the revolutionary wire wheel disc the entire 
country is looking at! Designed for the ultramodern 
styling of today’s automobiles, Cello Wire Wheel Discs 
give sports car distinction at a fraction of the cost of real 


WITH EXCLUS 


IVE WHEEL-BOLT LOC 





K ON 


Wheel-bolt lock on is the outstanding new development 
by Cello which practically eliminates theft of discs. Each 
disc is firmly attached to the bolt circle of the wheel and is 


held by the same bolts that hold the wheel. This prevents 


when driving. 


Cello Wire Wheel Discs are the ONLY wire wheel discs 


road tested and approved by several of the country’s 


The Cello Wire Wheel Disc, containing 48 real chrome 
plated stainless steel wire spokes, is equal in every respect 
to the “original equipment” offered by major car manu- 


CELLO WIRE WHEEL DISCS 


petty thievery, rattling or loss due to centrifugal force 


FEATURE Automotive styling and 
engineering « 48 real wire spokes « stainless steel with chrome 


finish « wheel-bolt lock on * removable hub cap « proper wheel 


balance « custom made and fitted 


appearance of car. 


on various car manufacturers’ proving grounds « 


e tested and approved 


original 


equipment as used by various cor manufacturers * enhances 


For further information regarding Cello Wire Wheel Disc Distributorships, Jobbers or Dealers—write... 


f 
EXCLUSIVE 
WHEEL-BOLT 
LOCK ON! 
wire wheels. 
TESTED AND APPROVED! 
leading automobile manufacturers. 
facturers. 


WIRE WHEEL DIVISION 





EAST BOSTON 28, MASS. 


FOR SPORTS CAR Distinetion AT A FRACTION OF THE COST—DEMAND CELLO WIRE WHEEL DISCS 


peg ited . y 
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Here’s what happened across the nationir 





In New York City, Burke Oldsmobile, Inc., was one of the many in New Castle, Indiana, where all elements of the automotive 
car dealers participating with specific tie-ins at its service facility. industry pitched in, 3,409 cars were inspected at Safety-Check Lanes, 
The Look poster shown was included in the safety kit of the resulting in 15.4% rejections. 80% of the cars found defective had 
Inter-Industry Highway Safety Committee, 18,000 of which were necessary repairs made immediately at local facilities. The Mayor 
mailed out to dealers everywhere. opened the drive with a proclamation, and special attention 

was given the program by local newspapers. 


Fe tere cre encase ce nr AO 


See, Get your 
Steer and 10 point 
STOP 





4 in Westport, Connecticut, local car dealers, service stations and 6 At the Pioneer Oldsmobile Company in Hollywood, California, 
m@ garages participated in a Westport Safety-Check campaign a Loox’s double poster was displayed on the body of 

built around the Loox article. They received editorial a gleaming new convertible to focus attention on 

support from the Westport Town Crier and placed a full page safety checks. Everywhere, Look’s Safety-Check promotion 


cooperative ad promoting 10-point safety checks. stimulated service sales. 
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Monarch Buick of New York ordered 10,000 reprints of Loox’s 4 Paul A. Pusey, Lincoln-Mercury dealer of So. Richmond, 
“Don’t Drive A Death Trap” editorial, and sent them out to a Virginia, featured a giant blow-up of the Look editorial and also 
Buick owners as a spring service special mailing piece. In all, more sent out reprints as service mailing pieces. He reported a very 
than 60,000 reprints of this article were bought for use gratifying increase in business over May, 1952, although other 

as service direct mailers by dealers coast to coast. dealers in the area were hard put to hold their own. 





Why Look automotive promotions give you a new pattern in dealer merchandising: 


I. They are keyed to national safety drives... give you the opportunity 
to translate them into local sales activity. 


2. They achieve public penetration in depth with automotive editorials 
in LOOK... America’s second largest magazine, read by 20,650,000 people. 


wy 


Sl 


3. They are created for you. They sell the importance of service... 
the kind of service given by reputable companies the country over. 


Smart dealers will be tying in with Loox’s next nation-wide 

automotive promotion in the fall . . . a promotion that will again 
offer editorial support in Look, plus numerous 
merchandising opportunities for increasing sales of automotive a 

parts and accessories. For advance information, QO | )) .y 
write Woody Kingman, Associate Automotive Merchandising 
Manager, Look, 488 Madison Avenue, New York 22, N. Y. GARDNER COWLES, EDITOR 
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Up to 25% increase 
in Horsepower 





Up to 25% increase 
in Gasoline Mileage 
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More Speed and 
Smoother Engine 
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ASSURED CUSTOMER SATISFAC- 
TION WITH GRAND. Precision en- 
gineering, research and laboratory 
testing assures you of the finest 
product on the market today... 
every purchaser a satisfied customer 
. «+ every installation guaranteed to 
fit properly. 
oy It's easier to stock . . . easier to sell 
~~~ Grand Duals and Headers. You carrya fF 
smaller inventory because Grand DOES [§ 
NOT DUPLICATE NUMBERS yet the line is =} po 
complete for most V-8 cars. With Grand 
there's MORE PROFIT . . . QUICKER TURN- 
OVER ...NO LOST SALES! 


The systems are designed so stock replace- 
ment type mufflers can be used. 


DUAL SYSTEMS AVAILABLE FOR THE 
FOLLOWING V-8 CARS 
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DUAL DUAL 
SYSTEM measen 
SYSTEM 
BUICK 1953 
CADILLAC 1950 & 5) 1950 & 51 
CHRYSLER 1951 —53 
DESOTO 1952 & 53 
DODGE 1953 
FORD 1935—53 1937—53 
LINCOLN 1949 — 53 1949 —5] 
MERCURY 1939 —53 1939 — 53 
OLDS 1949 —53 1949 — 53 
STUDE 1951 —53 1951 & 52 
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2055 Ruby St., Melrose Park, Illinois « F 





Sell With SPEEDY and You'll Sell More! 


THEN [LL ENTERTAIN YOU 
BY TELLING YOU ABOUT THE 
WONDERFUL SERVICE 


youR. 
NAME HERE 


GIVE THEIR CUSTOMERS. 


GEE! SPEEDY, Y GOOD GOLLY, 
GIRL, THAT'D 
TELL ME ALL TAWE ALL 
~ NIGHT. 
1 GOT TOGET 
A ure 


IFA BOY CAN DRIVE 

SAFELY WHILE HE’S 

KISSING ME HE |S 
NOT GIVING THE KISS 
THE PROPER AMOUNT 
OF ATTENTION. 


DO YOU ALLOW BOY: 
TO KISS YOU WHEN | 
YOU'RE OUT 
DRIVING WITH 

=z, THEM? 





SPEEDY is a sure thing when it comes to boosting your ad readership, spreading your 
fame and bolstering your sales. What's more, SPEEDY can be yours exclusively in 
your locality. 

Here's a sample comment from a typical SPEEDY subscriber*: ‘This begins the 
fourth year in which we have used this excellent service. The results have been very 
satisfactory.” Mail in the coupon for full details. 


*Name of dealer on request. 


(You ADVERTISING SPECIALIST 
Locax hiademarko.. 


87 MADISON Aree ~- NEW YORK 16, NLY. 
Rush details about Speedy to me! 


NTT Ee: 


























Highways & Safety... 





Experts Seeking Cures | 


For Cities’ 


| By Gerhardt Neumann 

Staff Writer 

| @UPPOSE the problem of over- 
crowded highways were solved 

-what about the struggle of Amer- 
ican cities to save 
themselves from 
strangling in 
their own con- 
gestion? 

This question 
was the topic of a 
recent roundtable 
discussion of 44 
experts from the 
fields of government, city planning, 
retailing, automotive, parking, mass 
transportation and traffic. The con- 
ference was sponsored by Archi- 
tectural Forum magazine and pre- 
sided over by its editor, P. I. Pren- 
tice. 

The conferees agreed that the 
odds against any satisfactory so- 
lution are tremendous. To park 
all cars seeking to enter down- 
town Boston, for instance, it was 
brought out, one-third of all 
buildings would have to be torn 
down. 


Each new rush-hour commuter 
would cost a city $4,000 in high- 
ways and parking space. Mass 
transportation was believed to be 
the realistic answer. 

Following this trend of thought, 
the conferees came to the con- 
clusion that, instead of parking 
free, or almost free, a motorist or 
a trucker should pay a price closer 
to the true value of street and curb 
facilities, with the result that more 
high-value space would become 
available. 


> 
Or oe 





* * * 


1. also suggested a “con- 
structive decentralization” of 
downtown businesses. Offices and 
department stores need easy access 
for many persons, and therefore 
central location and mass trans- 
portation. Other businesses, it was 
explained, need more space to 
handle goods in volume, rather 
than people, and their move to the 
suburbs would help to relieve down- 
town congestion. 

The tieup of downtown traffic 
through truck unloading should 
be avoided through deliveries 
during early morning or late 
afternoon hours, or off - street 
facilities, it was declared. 

It was also believed that some 
of the congestion could be allevi- 
ated by clearing and rebuilding 
blighted areas, with broader streets, 
more parking space, expressways 
and parks. 

Mass transportation with low 
fares for short trips, it was brought 


Colo. Drafts Plan 
To Spur Safety 
On Local Levels 


| The Governor’s Highway Safety 
|Conference wound up a three-day 
|meeting in Denver with more than 
a score of recommendations to pro- 
| mote Colorado safety-consciousness. 
Major proposals made by the 1,000 
delegates included: 

1. Co-ordination and improvement 
of driver education programs. 

2. Adoption of the Model Traffic 
|Ordinance by every town and city 
in the state. 
| 3. An increase in the fee for mo- 
tor vehicle inspection from 50 cents 
| to $1 “with a proportionate increase 
|to the Revenue Department in or- 
der to strengthen the requirements 
of the inspection as well as educa- 
tion of the inspectors in the 
garages.” 

4. Authorization for the director 
of revenue to “exercise his discre- 


driving while under the influence 
of intoxicating liquors.” 

One of the most important steps 
taken at the conference, according 
to Duke W. Dunbar, State attorney 
general and chairman of the High- 
way Safety Council, was approval 
of a plan to create interes: in safe- 
ty council work on local levels. The 
delegates urged counties and larg- 
er cities to hire experts whose soe 
job would be to handle safety 





problems. 


tion in cases of first conviction of | 


Traffic Ils 


out, would attract more passengers 
and encourage parking outside 
downtown areas. 


The conferees believed that curb 
parking is impeding the free flow 
of traffic and should be entirely 
banned on busy downtown streets 
while off-street parking should cost 
at least 15 cents an hour. 

a” + * 

ARAGES, both private and 

municipal, it was agreed, will 
not answer the traffic problem, if 
they cost too much to construct 
and operate. Cities can help cut 
costs in other ways besides low 
taxes, especially by eliminating 
certain costly building require- 
ments. 

The conferees suggested a 
system of express highways, with 
limited access, high speed design 
and circling all downtown areas. 
Radial spokes would provide 
quick access to specific points 
within the downtown section. It 
was believed that decentralization 
will attract downtown firms and 
make it easier to redevelop the 
center of the city. 

Some of these ideas are now in 
the process of being tested, and 
experts say that they have proved 
successful in Pittsburgh’s rehabili- 
tation program. 


MacKenzie Gets Ford 


Robert L. MacKenzie, partner in 
MacKenzie Motor Co., Hillsboro, 
Ore., since 1949, has taken over 
Seaside Motor Co, (Ford), Seaside, 
Ore. It will be the first Ford agency 
in that city in 20 years. 








LICENSE PLATE 


a ee 


ON AND OFF WITH A 
QUARTER TURN 


Heavy %-inch bolt 

(with T-head and 

square shoulder) !!_ 

fastens license plate securely in place. 
Will not lose off. 


PLATED TO PREVENT RUST 
No. 51—Dealer Cost, 
h 


(Packed 12 to Box) 
Money-Back Guarantee 
IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish Order 


Direct. Write today for free catalog 
of over 200 Houser service items. 


HOUSER 


Engr. & Mfg. Co 
IST ee Gt -P 





| Iverson Fuel Pressure Control 


it eliminates fuel pump impact, gives 

gas flow, prevents vapor locks and 
percolating. Reduces carburetor tuni float 
resetting and wear. You won't believe it 
until you try it. Pays 


for itselt in gas savings Price $5.95 


IVERSON PRODUCTS COMPANY 
2300 East 21st Street 
Minneapolis, Minnesota 








win STEMAC 


PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST _ 


STEMAC 1281 So. Cherok« 


Denver, Colorado 
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sells more cars— 
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CHICAGO TRIBUNE NEWSPRINT COLOR 


YOU GIVE YOUR PROMOTION THE EXTRA POWER that stops more readers and 


starts more sales when you use full pages in Chicago Tribune 
newsprint color. And you give your sales organization a com- 
petitive advantage which no other medium in this market 
can provide. 

You can use the dynamic power of Tribune newsprint color 
to dramatize a single model or your full line. You can picture 
and describe mechanical features or present your car in a 
striking prestige setting. 

Your dealers know how Tribune newsprint color gets out- 
standing results for other sales organizations. They would 


like to have it help them sell more of your cars. 





Sales opportunities in Chicago are big enough to'merit and 
reward special attention in promotion. Tribune readers buy 
the bulk of the new cars sold here. 

For more sales now and a stronger market position in the 
competitive months ahead, add the power of Chicago Tribune 
newsprint color to your Chicago promotion. 

For full details. call W. E. Bates, Penobscot Building, 


W Oodward 2-8422. 







Chicago Tribune 


all other Chicago 


newspapers automotive want ads in the Tribune 


than in all other Chicago newspapers 
— combined. 


Auto dealers and the public place more 
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coated fabric to be introduced by 
Textileather using a rayon base. 
The Toloron pattern has the ap- 
pearance of woven straw and is 
available in 26-ounce weight and 
54-inch widths. 





HYDRAULIC-ELECTRICALLY OPERATED— 
This loader has a swinging platform. It is 
adaptable to I-ton, 1'-ton and 2-ton 
stake or van-type trucks. Ez-Duz-It Hoist 
division, American Thermal Industries, Inc., 


440 Illinois St., Detroit 1, Mich. | 


AND FROZEN PARTS 
| CAM BE USED MEAR OPEN FLAME 


NeW NT Vt: 








| 





| ANTI-SQUEAK FLUID—Du-Ol can be used | 
for all rubber-to-metal action parts, work- 
jing quickly to free frozen or corroded 
components, the maker says. It is odor-| 
less and can be used safely, according | 
to Supersite Corp., 384 Canal Place, New | 
York, N. Y. 





SHOP TOOL KiT—Features the new G- 
400 air hammer which delivers more and 
harder blows than standard models, ac- 
cording to the maker, yet requires only 
nine cubic feet per minute of air. Included 
in the kit is a metal-smoothing tool, a 
panel cutter, an underseal scraper and 
a chisel for bolt and rivet cutting. Salsbury 








Corp., 1161 E. Florence Ave., Los An- . 
geles 1, Calif. tainers for sugar and coffee and two 
5 * * spoons. Contempo Luggage Co., 170 Fifth 
: Ave., New York 10, N. Y. 
* * * 


TRUCK TIRE REMOVER—Truc-Tire is a 
tool which is said to simplify removal of 
a large tire from its wheel or rim. A few 
strokes of the jack handle strip-off the 
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NEW PRODUCTS 
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AIRLESS SPRAY PAINTING — Paint is 
syphoned by a pump into the system, 
sent through the heater to the spray gun 
and the unused portion returned. Spray 
performance is controlled by the selection 
of the nozzle. The fluid hose is said to 
| stand high pressures and hot solvents, 
| but is lighter and more flexible than the 
| conventional fluid hose. The maker claims 
|the greatest advantage is reduction in 


| paint loss due to overspray. Bede Pro- 
| ducts, Inc., 1110 Brookpark Rd., Cleve- 
| land 9, O. 


* * * 
Bookkeeping Machine 
Simplifies Posting 

Accounts - receivable posting can 
now be done in a single writing 
with each charge or credit posted 
simultaneously to statement, ledger 
and journal with the Remington 
Rand Low-Cost Bookkeeping Ma- | 
chine. 

For details write Remington Rand 
Inc., 315 Fourth Ave., New York 10, 
N. Y., and ask for Booklet AB665. 

a * ca 





COFFEE SET FOR TWO —Consists of 
Scotch plaid carrying case which holds an 
aluminum two-cup_ electric percolator, 
vacuum bottle, two plastic cups, two con- 





tightest tire, according to Lovisa Farm 


Implement & Repair, Louisa, Va. 
* * * 
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AUTOMATIC PARTS WASHER — Model 
KAW is designed for quick cleaning of 
small parts, complete assemblies and 
tools by means of an air-powered washer, 
the maker states. The machine incorporates 
a solution-saving drain tray, which catches 
the solution drained from cleaned parts 
and returns it to the tank. Kelite Products, 
Inc., 1250 N. Main St., Los Angeles 12, 
Calif. 


. 


* * * 


New Rayon-Based Material 


Unveiled by Textileather 


Textileather Corp., 307 Madison 
Ave., Toledo 3, O., has unveiled a 
new rayon-based material, ‘“Toloron 
Straw,” which is being manufactur- 
ed in seven colors. It is designed 
for use in car and home interiors. 

The material is the first plastic- 





RIM COMPOUND—Noworo 
prevent rust and scale formation on tire 
rims and to simplify separation of tire 
bead from the rim bead seat at time of 


is said to 


Norimrust 228 W. 





dismounting. Corp., 


| Sixty-fifth St., New York 23, N. Y. 
® * * «* 
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FIBER-GLASS PACKED MUFFLERS—A customer at City Lincoln & Mercury, Pasadena, 
Calif., is told why she should buy Mitchell fiber-glass packed mufflers. She is informed 
that they are quiet enough for big cars and overhead valve V-8 engines and that the 
fiber-glass will not rust or blow out. The kit, consisting of two tailpipes and four 
mufflers, comes ready to install. Available in sizes from eight to 30 inches. Mitchell 
Muffler Co., Pasadena, Calif. 








DUMP BODY—A new rock-type unit for 
extra heavy duty hauling of abrasive ma- | 
terials is available in sizes from five to 
15 yards. The maker claims the body 
design eliminates side bulging and pro- 


vides ample protection of the driver's 
compartment. Galion Allsteel Body Co., 
Galion, O. 


. | 





REFINISHING BAKING OVEN—Available 
for gas, electricity or steam. Model shown | 
above is a gas-fired oven. All types are | 
said to be up to 30 percent more eco- 








nomical to operate than other makes. 
| Oven Co., 415 Brainard St.,| 
Detroit, Mich. 


| * * 4 
| 


Lacquer Primer Surfacer 


Marketed by Ditzler 


A fast lacquer primer surfacer, 
known as San Quic Red Oxide 
DZL-7100, is now being marketed 
by the Ditzler Color Division of 
Pittsburgh Plate Glass Co., 8000 W. 
Chicago, Detroit, Mich. 

The product is said to possess 
exceptionally fast drying qualities, 





| and speeds production because of assured 





plus extra-easy drying properties. 


It is a companion product of San 
Quic Dark Gray, which has been 


on the market for several years. 
* * * 


THREE -IN- ONE TOOL —This pair of 
pliers also serves as wrench and pipe 
wrench. Jaws open two inches, while over- | 
all length is 9 inches. Nine adjustments 
are possible. R. Caluwaerts Co., Inc., 1 W. 
Sixty-Seventh St., New York 23, N. Y. 


Po * * 
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mee 4 BATTERY CHARGER — Six individual cell 
meters make possible breakdown of both 


oe <4 six and 12-volt batteries in a combination 


> SR A? 6-12 volt battery charger and tester, ac- 
q “a cording to the maker. It may be used as a 
— slow charger, gang charger or quick 


charger. Quick Charge, Inc., 1750 N.E. 


TANDEM SYSTEM — Designed for “full Tenth St., Oklahoma City, Okla. 
equalization,” this system can be used for | va xs nd 
all 1% to 3-ton trucks, according to the 
maker. In order to tandemize the truck, | 
the following four factors must be known: 
Track of drive axle; width of drive axle 
spring; type and size of brake, and type 
of wheel. F-E Mfg. Co., P.O. Box 755, 
Cedartown, Ga. 





GEAR PULLERS—This new line of gear 
|and wheel pullers is called the “most 
complete and versatile.” Jaw clips are 
| self-adjusting. New “unified” thread de- 
| sign is featured on screws and blocks. 
Two and three-jaw styles, in various sizes, 
are available with changeable jaws to 
extend the range of their use. J. H. Wil- 
liams & Co., 400 Vulcan St., Buffalo 7, 
N. Y. 


* * * 


Catalog Sheet Features 


| Automotive Accessories 


A catalog sheet featuring a vari- 
ety of automotive accessories is 
available from Williams & Bennett 
Co., 2900 N. Alameda St., Compton, 
Calif. 

The sheet has photos and descrip- 
tions of grille moldings, fender 
moldings, air cleaners, hose kit, tail 
pipe extension and a decorative 
chrome ornament. 

* * * 


‘Variable Jet Economizer’ 


Called Gasoline Saver 


Supreme Engineering Products 
|Co., Chicago, has introduced a de- 
vice called the “Variable Jet Econ- 
| omizer,” which, it says, will save up 
|to 40 percent on gasoline. 

The company says four years of 
research and 100,000 miles of test- 
ing have gone into the device. De- 
tails are available from Supreme 
Engineering Products Co., 3258 N. 
Elston Ave., Chicago 18, IIl. 

* + - 





SOLDERING FLUX—Stainless Steel 48" 
is designed for use on stainless steel, 
monel, inconel, nichrome, chromium, man- 
ganese, tungsten and vanadium alloys. It 
removes oxides without affecting corro- 
sion-resistant properties, the maker says, 


Remont 
Meyers Rd., Lombard, Iil. 
i 


tinning and positive bonding. 
Mfg. Co., 1310 








REPAIR BENCH RACK—Porto-Power Service Center for body and fender repair 
incorporates a steel work bench with storage panels for all necessary equipment 
according to the maker. By concentrating operations in one location, it is stated, o 


| saving of at least one hour per day is possible. Blackhawk Mfg. Co., 5325 W. Rogers, 


Milwaukee 1, Wis. 
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Affecting Factories and Dealers .. . 





Auto Advertising 


National advertising in news- 
papers will shoot up to an esti- 
mated $600 million this year, 
according to a forecast made by 
William A. Greene, assistant direc- 
tor of the bureau of advertising of 
the American Newspaper Pub- 
lishers Assn. 

In a special message to the 
bureau’s 1,000-plus member news- 
papers, Greene said the forecast 
was based on media and economic 
conditions “that give us an un- 
usual sense of security as prog- 
nosticators.” 

Pointing to advertising space 
gains made by newspapers in the 
first five months of the year, he 
noted that if the January-May na- 
tional space sales rate continues 
through 1953, “we’ll strike pretty 
close to the $600 million figure, give 
or take a couple of percentage 
points.” 

This total, he said, would be “far 
and away” the best newspapers 
have ever had in national advertis- 
ing, and “the best any national 
medium has enjoyed up to now.” 
Last year’s national total for news- 
papers was $526 million, marking 
the seventh consecutive alltime 
highmark. 

Although he predicted no actual 
figure for total advertising, includ- 
ing national, retail and classified, 
Greene declared that 1953 revenue 
would “top by a wide margin” the 
estimated $2,300,000,000 invested in 
the newspaper medium by all ad- 
vertisers last year. 

Automotive advertising prob- 
ably will be the biggest single 
source of increased national rev- 
enue to newspapers this year, 
according to Greene. Newspaper 
space in this classification, which 
accounted for almost $100 million 
revenue last year, is currently | 
running 22.6 percent ahead of the | 

1952 rate. 

He quoted industrial leaders to, 
the effect that (1) advertising and | 
selling activity would have to be | 
stepped up to match the nation’s! 
productive capacity; (2) newspaper 
advertising can be relied on for) 
local stimulation of consumer buy-| 
ing; and (3) use of newspapers | 
permits the advertiser to take max-| 
imum advantage of each area’s 
sales opportunties and competitive 
factors. 

Among the automotive leaders| 
cited were James J. Nance, presi- 
dent of Packard, and J. F. Wolfram, 
general manager of Oldsmobile. | 

* x * 


Metro Offers ‘Primer’ 


Metropolitan Sunday Magazine 
Group has adapted the technique 





of the old textbook primers to a/| 


new promotion piece which incor-| 


porates modern rt, 


layout and| 


typography. 


This combination of the old 
and the new is used to relate the 
sales story behind Mighty Metro, 
a group of independently edited 
Sunday picture magazines dis- 
tributed with 27 of the country’s 
newspapers, 

The copy emphasizes the local 


AUTO-LITE 


AUTHORIZED 
SERVICE 


H) 


Hare-Raising Speed— 

Oswald, the hero of four one-minute 
Auto-Lite cartoons which will soon be 
shown at drive-in theaters, is the rabbit 
which always comes to the rescue of Andy 
Panda and his girl friend, Miranda, by 
speeding them Auto-Lite service when their 
car's ignition system breaks down. 





editing of each section and the 
retail ads which each one carries— 
two factors which are said to build 
reader traffic. 

* * » 


Truckstell Sales Film 


“Truckstell . . . for the bigger 
Haul” is the title of a sales film 
recently completed for Truckstell 
Mfg. Co., Cleveland, manufacturer 
of dual-axle drives for six-wheeler 
trucks. 

To be used by Truckstell distrib- 
utors, the 30-minute film was de- 
signed as an educational and sales 
medium for truck dealers and their 
salesmen. It points out the market 
for six-wheeler trucks and explains 
the reasons behind its growth. 

+ * + 


Campbell-Ewald Expands 


To provide for business expan- 
sion and additional personnel, 
Campbell-Ewald Co. has taken over 
the second floor of the office build- 


ing at 3107 W. Grand Blvd., Detroit, 





as a second annex. A year ago, the 
company took over the third floor 
of the Remington Rand Bldg., 2798 
W. Grand Blvd. 

The main headquarters of the 
company and the majority of the 
employes in Detroit will continue 
to be on the fourth floor of the 
General Motors Bldg., Henry G. 
Little, president, said. 

+ * - 


MacManus Ups Fownes 


Promotion of Henry G. Fownes, 
jr. to director of the radio and 
television department of Mac- 
Manus, John & Adams, Inc., has 
been announced by James R. 
Adams, president. Mark Lawrence 
has been placed in charge of radio 
and television production for the 
agency. 

Fownes has been associated with 
the department since 1951. Law- 
rence had previously been a free- 
lance TV _ producer-director and 
writer-performer. Both are in the 
agency’s New York office. 

* 


Chevrolet Dealers on TV 


The Chevrolet Dealers Assn., in- 
cluding more than 100 members in 
Massachusetts, Rhode Island, New 
Hampshire and Connecticut, has 
signed with WNAC-TV, Boston, for 
the largest purchase of feature films 





lr 


in Boston television history, it is 
announced by Linus Travers, exec- 


utive vice-president of the station. 
* * + 


New ‘Junior’ Space 

The Progressive Farmer an- 
nounces a new “junior” space unit, 
effective with its September issue. 
This three-column unit of 429 lines 
will be available to advertisers in 
black and white, two or four colors. 

Rates of $3,300 for this unit in 
black and white, and $4,650 in four 
colors, are guaranteed through the 


December issue. 
+ * * 


Jason Picks Agency 
Jason Corp., Hoboken, N. J., has 
appointed Willsted & Shacter as 
merchandising and _ advertising 
counsel for Sealtuft quilted plastic 
and associated products. 
« * e 


Oregonian Joins Metro 

M. J. Frey, publisher of the Port- 
land Oregonian, and W. E. Hosac, 
president of Metropolitan Sunday 
Newspapers, Inc., have disclosed 
that, effective Jan. 10, the Oregon- 
ian will become a member of the 
Metro Sunday Magazine basic 
group. This addition will increase 
the number of cities in the group 
to 23. 
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FLASH-A-CALL 
STAT HH) 


offers you 


UU OPA Viksaney 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken. Train your entire 
shop personnel, guarantee 
to increase your customer 
paid labor sales or you owe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this purpose alone, having 
the highest known standard 
of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all major 
factories. Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


a eS 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-55, Chicago 5, Illinois 



































rerrhoutd Specufied 


ICKERS$ HYDRAULIC POWER STEERING 


700° n400)New Coaches 





*Order has been increased to 700 buses 


Always searching for ways to further increase passenger 
safety, Greyhound Lines selected Vickers Hydraulic Power 
new Model PD-4104 GM Coaches 


19.6 prevents the possible 


Steering for the 
recently purchased: 
Vickers Hydraulic Power 


loss of driver control when a vehicle is forced off the 
pavement onto a soft shoulder ... or when a front tire blows 
out. Extra steering power and quick maneuverability are 
always available for emergency conditions. 

The Vickers System absorbs all road shock and transmits 
it to the vehicle frame ... there can be no kick-back at the 
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is Effortless 
Positive and Shockless 





6478 


ENGINEERS AND BUILDERS OF OIL HYDRAULIC EQUIPMENT SINCE 192] 


steering wheel. The driver supplies only enough effort to 
slightly move a servo valve . . . fatigue is thus greatly 
reduced and the driver is more alert. 

Only minor alterations are usually required to incorporate 
Vickers Hydraulic Power Steering in new and existing vehicle 
designs. For further information, ask for new Bulletin M-5104. 


pee te 
ICKERS Incorporated 


DIVISION OF THE SPERRY CORPORATION 


1532 0AKMAN BLVD. © DETROIT 32, MICH, 


Application Engineering Offices: ATLANTA © CHICAGO (Metropolitan) 
CINCINNATI » CLEVELAND + DETROIT « HOUSTON » LOS ANGELES (Metropolitan) 









NEW YORK (Metropolitan) « PHILADELPHIA + PITTSBURGH « ROCHESTER 
ROCKFORD e¢ SEATTLE ¢ TULSA « WASHINGTON e WORCESTER 
Vickers Hydraulic Power Steering ‘9 
Booster does the actual work of A 
steering 





Engine-driven Vickers Vane Pump (with integral 
volume control and relief valves, and oil reservoir) 
supplies power for steering. 








34 





Used-Car Auction Prices 
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Market Trend 


Wholesale used-car prices continued to drop last week, according to 
Automotive News’ index, with the overall average price falling $18 to 


stand at $949. 


Partly responsible for the overall loss was a record drop in the price 
of ’58s. An especially large number of lower-priced ’53s was sold, bring- 
ing down the average price of all ’53s by $68. 

The index showed other losses for the week to be ’52s, down $44; ’51s, 


3 °49s, $3; '488 $10 and 46s, $14. 


Gains for the week were shown for ’50s, up $2, and ’47s, up $5. 
Activity at the auctions appears to have tightened a little, since the 
sales ratio dropped to 63 percent from 65 percent a week earlier. At 
eight representative auctions last week, 1,131 cars were sold from 1,785 
offerings. At the same auctions a week earlier, 1,090 cars were sold from 


1,668 offerings. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


DENVER 


(Denver Auto Auction. Sale every Tues- 
day. Prices are for sale of July 14.) 


(Prices slightly lower; fewer cars of- 
fered, Sold 105 cars out of 230 offerings.) 
BUICK — ’53 RM Riviera 4-dr., $2,840*; 

RM 4-dr., $2,655*. 51 RM 4-dr., $1,170*. 

‘50 RM Riviera 4-dr., $955*; Super 4-dr., 

$940*; Special 4-dr., $675. °49 Super 
sedan, $665. 

CADILLAC — '53 Coupe deVille, $5,200* 
(ps); conv., $4,990%; Fleetwood 4-dr., 
$4,950*; (62) 4-dr., $4,520*. °52 (62) 
Coupe deVille, $3,890*. ‘51 (62) Coupe 





a change 


deVille, $3,045*. °49 (61) 2-dr., $1,500*. 


CHEVROLET—’53 Bel Air conv., $2,275*; 
2-dr., $1,950*; (210) 2-dr., $1,800; %-ton 
pickup, $1,170. 52 2-ton pickup, $1,280. 
’51 Bel Air, $1,275. '50 SL Deluxe 4-dr., 
$840. '49 FL Deluxe 4-dr., $640. '48 FL 
aerosedan, $370. 

CHRYSLER — ’51 Windsor 4-dr., $1,410*, 
$1,180. ’°50 Windsor 4-dr., $610. 

DODGE—’52 Meadowbrook 4-dr., $1,115. 
*49 Meadowbrook 4-dr., $665. °46 Custom 
4-dr., $150. 

FORD—'53 Victoria, $2,210*; conv., §$2,- 
195*; ranch wagon, $2,175*; Custom (8) 
4-dr., $1,990*; Custom (6) 2-dr., $1,600; 








(8) %-ton pickup, $1,240. °52 Victoria. 
$1,775*. ‘51 Victoria, $1,295*; Custem 
(8) conv., $1,250*%; Deluxe (6) 2-dr., 
$885; Deluxe (6) 4-dr., $725. '50 conv., 
$695; Custom (8) 4-dr., $660; 2-dr., 
$650, '49 Custom (8) 2-dr., $690; station 
wagon, $690. 


HUDSON—’52 Hornet club coupe, $1,655. 
*51 Commodore (8) 4-dr., $725. 

LINCOLN—’53 Capri club coupe, $3,820*; 
4-dr.. $3,625*. °51 4-dr., $1,165. 

MERCURY—’52 4-dr., $1,700*; 2-dr., $1,- 
580. ‘51 2-dr., $1,305. °50 4-dr., $945. 
'49 2-dr., $575. '48 4-dr., $375. 

OLDSMOBILE — ’53 (98) 4-dr., $3,300°*; 
Super (88) Holiday, $3,005*; 4-dr., $2,- 
900°, $2,800; (88) 4-dr., $2,475*. ‘52 
(88) Holiday, $2,000. °51 (98) 4-dr., 
$1,455*, $1,215*. '50 (98) 4-dr., $1,030*. 

PLYMOUTH —’53 Suburban, $2,240*; Cran- 
brook 4-dr., $1,705. '52 Cranbrook 4-dr., 
$1,090. 

PONTIAC—’53 Catalina, $2,650*, $2,600; 
conv., $2.625%; Chieftain (8) 4-dr., $2,- 
450°, $2,420*; 2-dr., $2,320*, $2,015; 
Chieftain (6) 4-dr., $1,940*. '51 Catalina, 
$1.450*. ‘50 SL (8) 4-dr., $935. 

STUDEBAKER — '53 Champion Starliner, 
$2,010. '50 Champion Starliner, $690. '49 
1%-ton pickup, $470. °48 Landcruiser, 


$560. 
WILLYS—’51 station wagon, $745, $740. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 

Wednesday. Prices are for sale of July 15.) 

(Market steady, with heaviest demand 
shown for °49s and older. Sold 80 cars 
out of 118 offerings.) 

BUICK—’52 Super Riviera sedan, $1,760*; 
Super sedan, $1,550*. °51 Special sedan, 
$1.230*, $1,160. 50 Super conv., $1,135*; 
Riviera sedan, $1,170*; Special sedan, 
$940*, $660. 49 Super sedan, $780, $690. 
*46 RM sedan, $210. 

CADILLAC—’51 (62) sedanet, $2,725*, $2.- 











average price sharply. 


540*. '50 (62) sedan, $2,250°%; (61) se- 
dan, $2,010*, °47 (61) sedan, $700°, 
$386*. 

CHEVROLET—’51 SL Deluxe sedan, $1,- 
110, $1,100, $1,070, $1,010, $1,000, $980; 
SL Special sedan, $950; sedan delivery, 
$570. '50 SL Deluxe sedan, $980, $955. 
’48 FM station wagon, $575; SM sedan, 
$555. '47 FM sedan, $350. 

CHRYSLER—’51 Windsor sedan, $1,345*; 
NY sedan, $1,255*. *47 NY sedan, $505, 

80 


$380. 
DeSOTO—’50 Custom sedan, $1,000*, $990. 
49 Custom sedan, $850, $785. 
DODGE—’52 Coronet sedan, $1,310*. ’51 


10 beohlor 





N.A.D.A. OFFICIAL USED CAR GUIDE 





N.A.D.A. Official Used Car Guide 


doubles its accuracy 


gives you— 


e Latest average retail, loan and ‘‘as is’ values. 


e Factory delivered prices. 


e On trucks .. . the average retail, ‘‘as is'’ and loan values on most 


makes up to 16,000 #G. V. W. 


e Insurance symbols, motor and serial numbers with locations illus- 
trated, model identification, mechanical specifications and standard 


factory equipment. 


Both the large quarterly issues— and issues for the months in- 
between — provide you with authentic, current values and data. 


All this easy-to-find 


information 
PRICED AT ONLY 


SA A ae i Se ae eee setae 


(Quantity prices upon request) 


NATIONAL AUTOMOBILE 





Published by 


1026 17th Street, 





With Auto Dealers, 
and Insurance Interests facing 
rapidly-changing conditions, 


Financial 


Average Used-Car Prices 


(Compiled by Automotive News) 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


*An unusually large number of lower-priced ’53s were offered last week, dropping the 


up-to-the-minute facts about 
used cars...from more regions 
... have become a must. That's 
why the National Automobile 
Dealers Used Car Guide has 
pin-pointed the nation’s used 
car markets —-NOW covers 
SIX REGIONS instead of the 
usual three — has doubled the 
accuracy of the figures in its 
30-day Appraisal Service! This 
important change becomes ef- 
fective August 1, 1953. Check 
the NEW REGIONS on this map. 












DEALERS 
N. W. 


USED CAR 


® Washinaton 6 


COMPANY 
















July 1953 June May 

Model To Date 1953 1953 
1953 . $2,181* $2,257 $2,294 
1952 1,563 1,596 1,620 
1951 . 1,107 1,169 1,185 
1950 886 923 955 
1949 680 719 747 
1948 493 505 543 | 
1947 ein 373 415 434 | 
Oe riatixeicxersrs 312 316 360 

Overall 








Average... $ 949 $ 988 $1,017 


Coronet sedan, $1,030, $1.015. "50 
Meadowbrook sedan, $950; Coronet se- 
dam, $925. 

FORD—'52 Victoria, $1,600. ‘51 Custom 


(8) sedan, $1,160. '50 Custom (8) sedan 
$900, $835. '49 Custom (8) sedan, $710, 
$690; Deluxe (8) sedan, $675. °48 SD 
(8) sedan, $530. 

MERCURY — ’'51 sedan, $990. °49 sedan. 
$530, $490. '46 sedan, $360, 
OLDSMOBILE—’51 (88) sedan, $1,355*. 
*49 (76) sedan, $850*; (98) conv., $725* 
"47 (76) sedan, $225; (66) sedan, $430*. 
PACKARD—’51 (200) sedan, $1,210. °37 

Hearse, $175. 

PLYMOUTH—’52 Cambridge sedan, $1,100, 
$1,085. °51 Cranbrook sedan, $1.065, $1,- 
060. '49 SD sedan. $810, $740. '47 SD 
sedan, $530, $370. '41 conv., $170; sedan, 
$115, $110. 

PONTIAC—’51 Chieftain (8) station wagon, 
$1,420. '48 SL (6) sedan, $585. °46 SL 
(8) sedan, $180. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Wednesday. Prices are for sale of July 15.) 

(Cars moving much faster, Sold 35 
units out of 75 offerings.) 

BUICK—’50 Special 2-dr., $770. ’°47 RM 
4-dr.. $140. 

CHEVROLET—’51 SL Deluxe 2-dr., $1,050 
‘50 SL Deluxe 4-dr., $710, $695. '49 SL 
Deluxe 4-dr., $605, $450, $440. '48 FL 
2-dr., $505: coupe. $410. °47 FL 2-dr., 
$395. °40 Deluxe 2-dr., $245. 

FORD—’51 Custom (8) 4-dr., $915: conv.. 
$840. °50 Custom (8) 4-dr.. $715. $560. 
*49 Custom (8) 2-dr., $500, $480. °47 
Deluxe (8) 2-dr., $320. ’42 Deluxe (8) 
4-dr.. $290. 

HUDSON—’50 Super (6) 4-dr., $500. 

KAISFER—’51 4-dr., $670. 

MERCURY—’51 4-dr., $1,155. °49 2-dr 
$530. 

OLDSMOBILE—’50 (98) 4-dr., $750. 

PLYMOUTH—’53 Cranbrook 4-dr., $1.750 
—e 2-dr., $645. °46 SD 4-dr., 

PONTIAC—'49 Chieftain (8) 2-dr., $600. 

WILLYS—’49 %-ton pickup, $400. 


JESSUP, MD. 


(Colie’s Auto Auction. Sale every Wednes- 

day. Prices are for sale of July 15.) 
(Market remains steady. Sold 50 cars 

out of 100 offerings.) 

BUICK—’50 RM Riviera 2-dr., $785, $700 
"46 Super 4-dr., $470. 

CADITLLAC—'48 (62) 4-dr., $1.110*. 

CHEVROLFE "52 SL Deluxe 2-dr., 2 at 
$1.190; SL Special 4-dr., $670. °51 SL 
Deluxe conv., $1,175: 2-dr.. $1,050. °50 
SL Deluxe conv., $935. °49 SL Deluxe 
4-dr.. $719; 2-dr., $500. 

CHRYSLER—’53 NY 2-dr., $2.800*. ‘51 
Windsor 4-dr., $1,290*. ’49 Saratoga 4- 
dr.. $700. 

DeSOTO—’50 Custom 4-dr., $750. 

DODGE—’52 Meadowbrook 4-dr., $1,250*. 

FORD—’51 Deluxe (8) 2-dr., $900*, $650. 
*50 (8) conv., $730; Custom (8) 4-dr., 
$860: station wagon, $500. °49 Custom 
(8) 2-dr.. $560, $500. 

KAISER—’50 4-dr.. $410. 

MERCURY—’49 4-dr.. $700; 2-dr., $680. 

OLDSMOBILE—’52 (98) 4-dr.. $1,790*. ’49 
(98) conv., $790; (88) 2-dr.. $575. °47 
(76) 4-dr., $315; 2-dr. $335. 

PACKARD—’50 4-dr., $750. 

PLYMOUTH—'49 Deluxe 4-dr., $560; club 
conne, $425. °42 2-dr., $200. 

STUDEBAKER—’50 Champion 4-dr., $670 


LOS ANGELES 


(Los Angeles Auto Auction. Sale every 
Tuesday and Thursday at San Gabriel. 
Calif. Prices are for sale of July 9-14.) 

(Volume seems steady, but demand for 
average cars off some from week earlier. 
Clean cars holding steady. Sold 278 
units out of 510 offerings.) 

BUICK—’53 Suver Riviera 2-dr., $2,790* 
(PS): RM Riviera 4-dr., $2.695* (PS). 
‘52 RM Riviera 4-dr., $1,780*. °51 RM 
Riviera 2-dr., $1.645*: Super Riviera 2- 
dr., $1.595*; 4-dr., $1.425*; Special 4- 
dr.. $1.349*. '50 Suner Riviera 4-dr.. $1,- 
030*. $1,000*, $950*; RM Estate Wagon 
$1,340*; RM _ Riviera 2-dr., $1,250*: 
Super conv., $1,250*; sedanet, $1.190*: 
Snecial 4-dr., $860*. '49 RM _ sedanet. 
$870*; conv., $750*; 4-dr., $645%. °48 
Super sedanet. $545; conv., $500; se- 
danet. $500; RM conv. $499. 

CADILLAC — ’'53 coupe deVille, $5,100* 
(PS); (60) 4-dr.. $4,755*%; (62) club 
coune, $4.390* (PS). ‘52 (62) 4-dr., 
$3.200*. °51 coupe deVille, $3,245*, $2.- 
700*; (62) 4-dr., $2,635*; conv., $2,900* 
"50 coupe deVille, $2,725*; (60) 4-dr.. 
$2.720*, $2,385*; (61) coupe, $2,365°: 
(62) 4-dr., $2,210*. ’48 (62) 4-dr., $1,- 
130*; club coupe, $800. ’47 conv., $945* 
4-dr., $625°. 

CHEVROLET — '53 Bel Air sport coupe 
$2,170; (210) 4-dr., $1,830; %-ton pick- 
up, $1,420; %-ton pickup, $1,345. ’52 Be! 
Air. $1,880*; SL Deluxe 4-dr., $1,465*; 
2-dr.. $1,055; %-ton pickup, $1.025, $910 
‘51 conv., $1,275; SL Deluxe club coupe 
$1,105*; $1,065; 2-dr., $1,075*. '50 FI 
Deluxe 4-dr., $965*, 70. °49 SL De 
luxe 4-dr., $920; station wagon, $820 
conv., $805; club coupe, $730; FL De- 
luxe 2-dr., $675; 4-dr., $650. °48 FI 
2-dr., $560. °47 SM 4-dr., $470, $465 
SM Business Coupe, $365. 











CHRYSLER—’'53 Windsor 4-dr., $2,650* 
(PS); Windsor club coupe, $2,505*: 
Windsor 4-dr., $2,225*. '52 Saratoga 


(Continued on Page 36, Col. 1) 
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NEW SAFETY-TESTED "SEAL" MAKES DEBUT 
IN OLDSMOBILE USED CAR PROGRAM | 


Dealers enthusiastic over 
THIS IS A 


promotional possibilities of 


new merchandising activity 





The seal with sales appeal! This new Oldsmobile used-car 


emblem is winning the approval of thousands of Oldsmobile 
dealers everywhere! The seal stands for top-quality, low- 
mileage used cars . . . checked five ways for safety and depend- 
ability . . . and backed by the dealer’s written warranty and 
solid reputation. Because of the new Oldsmobile’s sky-rocketing 
popularity, dealers are now offering a wide selection of 

these Safety-Tested Used Cars. All of them are the best of 

the trade-ins ... many of them are the hottest used cars on 
the market .. . “Rocket” Engine Oldsmobiles! In used cars .. . 


in new cars—THE SMARTEST DEAL IS OLDSMOBILE! 


OLDS MOBILE 


OLDSMOBILE DIVISION e GENERAL MOTORS CORPORATION e LANSING, MICHIGAN 








Xl 
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$740, $700; Deluxe (8) club coupe, $615; | OLDSMOBILE—’53 (98) Holiday, $3,285°; 
Deluxe (6) 4-dr., $390; (8) club coupe, (88) Holiday, $3,205* (PS), $3,175° 
- - $490. '47 (8) 2-dr., $365. '46 (8) 2-dr.,| (PS), $3,040*. '52 Super (88) 2-dr., $1,- 
se - ar uc ion rices $340. 975%, $1,815*, $1,595*; 4-dr., $1,865°. 
HUDSON—’51 Hornet club coupe, $1,270;| 51 (98) Holiday, $1,880°, $1,775°; (88) 
conv., $1,255%; 4-dr., $1,170*. '50 Super| Holiday, $1,845°; Super (88) 4-dr., §$1,- 
(6) 4-dr., $795*, $705*. '49 Super (6) 605°; (98) 4-dr., $1,485°. °50 (88) conv., 
(Continued from Page 34) club coupe, $600. $1,350°; 4-dr., $1,205*, $1,040°; (98) 
KAISER—’51 2-dr., $1,100°. 4-dr., §1.125°, $1,005°; (88) club coupe, 
4-dr., $1,950°. '51 Windsor club coupe, | FORD —'53 Pace Car (conv.), $2,775°; | LINCOLN—’52 Capri coupe, $2,800*%; Cos- $1,075° ; 2-dr., $965°. . S $000°" 
$1,360*, $1,200*; 4-d: , $1,310*, $995°*. Victoria, $2,380%, $2,365%; (8) ranch| mopolitan coupe, $2,700*. "49 Cosmopoli-| $1,095°; (98) club sedan, $1, 20°, $900", 
"50 NY’ Newport, $1,330*: Windsor New-| wagon, $2,385, $2,135; Custom (8) 2-dr.,| tan 4-dr., $660; club coupe, $445°. ce co “aiets "ran" cons clas Goaee 
port, $1,245*, $1,210*; Imperial 4-dr., $1,800; (8) F-1 %-ton pickup, $1,585. 52 | MERCURY — ’53 Monterey, $2,700*; (8) $370°; conv., $305°. '46 ) club sedan, 
$1,095*; Royal 4-dr., $1,010*. '49 Wind- (8) ranch wagon, $1,970*; Victoria, $1,- 4-dr., $2,335. '52 Monterey, $2,345°, $2,- $300°. 
sor 4-dr., $620, $515°*. 880%, $1,860*%, $1,835*%, $1,825*, $1,795°*, 325%, $2,195*; conv., $2,260*; sport | PACKARD—’52 Mayfair, $2,280°. '49 4-dr 
DeSOTO—’53 (8) conv., $2,675* (PS), '52 $1,745*, $1,700*, $1,690*%; (6) ranch coupe, $2,000*, $1,960*; 4-dr., $1,905*, $735*. ’48 conv., $410°*. 
Sportsman, $1,485*. ‘51 Deluxe 4-dr., wagon, $1,685; Custom (8) 4-dr., $1,-| $1,805*, $1,685*. '51 4-dr.. $1,370*, $1,- | PLYMOUTH—’53 Belvedere, $2,035*; conv., 
$1,110*; Custom club coupe, $1,045*. '49 485*; Main (8) 4-dr., $1,410, $1,405; (8) 220°; club coupe, $1,365*. '50 club coupe, $1,795; Cranbrook club coupe, $1,620*; 
Custom 4-dr., $900. °47 Custom club %-ton pickup, $1,035. '51 conv., $1,350*, $1,100*, $1,035*. °49 club coupe, $920°, Cambridge 2-dr., $1,615. ’52 Savoy, $1,- 
coupe, $430*; Deluxe 4-dr., $350; Custom $1,160; Victoria, $1,345*, $1,300*; $855* 600; Belvedere, $1,500*; Cambridge 4- 
4-dr., $305. Custom (8) club coupe, $1,145*; 2-dr., | NASH—’52 Rambler conv., $1,085*. '51 dr., $1,030. '51 Suburban, $1,125; Cam- 
DODGE—’53 Coronet (8) 2-dr., $1,975*. $1,050*, $995*; Deluxe (6) 2-dr., $870; Rambler station wagon, $970; conv., bridge 4-dr., $945. °49 Special Deluxe 
’51 Meadowbrook 4-dr., $960. °50 Way- (6) Panel, $720, $685. ’50 station wagon, $880*; Statesman 2-dr., $775. '50 States- 4-dr., $715. 
farer 2-dr., $825. °49 Coronet 4-dr., $1,090; Deluxe (6) 2-dr., $765. °'49 man 4-dr., $645*%, $570*; 2-dr., $500*, | PONTIAC—’53 Catalina, $2,830*%, $2,745*, 
$660". $495 


Custom (8) 2-dr., $860, $635; club coupe, 


For Standout 
Identification 


PLEXIGLAS is a trademark, Reg. U.S. Pat. Off. and other principal 
countries in the Western Hemisphere. 


Canadian Distributor: Crystal Glass & Plastics, Ltd., 130 Queen's Quay 
at Jarvis Street, Toronto, Ontario, Canada. 





$2,740*, $2,725* (PS), $2,700*; Chieftain 


Here’s the way to call attention 
to your showroom and make it a 
standout along automobile row— 
use signs made of PLEXIGLAS 
acrylic plastic. 


Note how effectively these trans- 
lucent signs, lighted from behind, 
identify the names of cars and 
dealers. They have excellent, 
broad-stroke legibility; powerful 
impact without glare; colorful 
appearance without confusion. 
And they look just as well 
in daytime. 


In addition, they are durable— 
because PLeExicLas is highly 
resistant to weather, breakage, 
and discoloration. Design possi- 
bilities are unlimited, from three- 
dimensional letters to luminous 
backgrounds and large reproduc- 
tions of familiar trademarks. 


PLEXIGLAS will give your signs full 
sales power, day and night. We will 
be glad to send you our illustrated 
brochure, ‘“‘PLExicLas—the Out- 
door Plastic—for Signs’’, and the 
names of qualified producers of 
such signs in your vicinity. 


CHEMICALS 


ROHM ¢ HAAS 
COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 





(8) 4-dr., $2,310*%, $2,295°. '52 (8) conv 
$1,780*; 4-dr., $1,535*. '51 Chieftain (* 
sedan coupe, $1,160. '50 Catalina, $1 
500*; conv., $1,430*%; (8) sedan coupe 
$900*; (6) sedan coupe, $795; (8) 4-dr 
$745. '48 (8) 4-dr., $485°; conv., $460° 
STUDEBAKER — '53 Champion Starliner 
$2,295*. "50 Commander 4-dr., $735*. ‘4 
Commander 4-dr., $645*. 
WILLYS—’51 (6) station wagon, 


PHILADELPHIA 


(Harold B. Robinson Auto 
Auction Co. Sale every Tuesday 
are for sale of July 14.) 

(Prices level—action good. Could have 
used more cars, Sold 124 cars out of 
162 offerings.) 

BUICK—’53 Super Riviera sedan, $2,800" 
$2,665*. ‘50 Super sedan, $925. '49 R 
Riviera sedan, $970*. '40 Special sedar 
$100. 


CHEVROLET—’53 (150) 4-dr., 2 at $1,58) 


$1 ,000* 


Sales 
Price 


3 at $1,570, $1,565, 3 at $1,560, $1,55¢ 
$1,540. '52 SL Deluxe sedan, $1,36( 
$1,340, $1,300, $1,285, 3 at $1,280, $1 
275, $1,235, $1,170; SL Special sedar 
2 at $1,180, $1,150, $1,140, $1,126 
$1,110, $1,060, $1,040. °51 SL Delux: 
sedan, $1,050, $955. ‘50 SL Deluxe se 


dan, $930, $900, $820. ’°49 Carryall, $570 


SL Deluxe sedan, $810, $760, $740; SI 
Special sedan, $730, $700. ’'48 conv 
$630. '47 FM sedan, $350. '46 SM sedar 
$250. 

CHRYSLER — ’51 Windsor conv., $1,450 
*41 Royal club coupe, $130. 

CROSLEY—’48 station wagon, $130. 

DeSOTO—’47 Delivery sedan, $550. 

DODGE — '49 Coronet sedan, $850. ‘47 
Custom sedan, $450. 

FORD — '53 Custom (8) sedan, $1,780 
Main (8) sedan, 2 at $1,610, $1,550 
Main (6) sedan, $1,520, $1,500, $1,480 
$1,475, $1,465, $1,460; Main (8) sedan, 
$1,330, $1,300, $1,280, $1,265. '51 Vic- 
toria, $1,310*%; station wagon, $1,040; 


Delivery (8) sedan, $960. ’50 Custom (8) 
sedan, $830; Delivery (8) sedan, $810, 
$710, $700. '49 Custom (8) sedan, $585; 
Delivery (8) sedan, $460; Delivery (6) 
club coupe, $560. '46 SD (8) sedan, $310. 
HUDSON—’49 Super (6) sedan, $400. 


LINCOLN—’49 sedan, $320. 


MERCURY — '49 sedan, $575. '48 sedan 
$450. °47 coupe, $450. 
OLDSMOBILE — '52 (88) sedan, $1,775* 


"51 (98) sedan, $1,450*, $1,350*. '49 (88) 
sedan, $660; (76) sedan, $550. 


PLYMOUTH—’53 Cranbrook conv., $1,950 
Cambridge club sedan, $1,600, 2 at $1,- 
580, $1,575, $1,560, $1,550, $1,540, $1, 
535, $1,530, $1,520, $1,500, $1,490, $1, 
485, $1,480, $1,445. '52 Cranbrook sedan. 
$1,330; club coupe, $1,270, 2 at $1,180 
2 at $1,160, $1,150, $1,140, $1,125, $1,- 
100, $1,070. ’°51 Suburban, $920; Concord 
business coupe, $570. ‘50 SD sedan, $880: 
Delivery sedan, $810. '49 SD sedan, $780 


STUDEBAKER—’50 Champion sedan, $780 
’48 Champion sedan, $380. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs 
day. Prices are for sale of July 16.) 


(Clean cars picking up steadily and 
bringing good prices. Sold 41 cars out 
of 62 offerings.) 

BUICK—’51 Super Riviera sedan, $1,400: 
Super sedan, $1,055. 50 RM sedan, $925 

CADILLAC—’49 conv., $1,600. °47 (62) 
sedan, $525. 

CHEVROLET—’51 SL Deluxe sedan, $1. 
110; %-ton pickup, $845. °49 SL Deluxe 
sedan, $640. ’47 conv., $310. 

DeSOTO—’49 Deluxe sedan, $430. 

DODGE—’47 Deluxe sedan, $415. 

FORD—’53 Custom (8) sedan, $1,915, $1, 
980*; Country Squire, $2,375*. '52 %-ton 
pickup, $985. °51 Victoria, $1,135, $1.,- 
290*; Custom (8) sedan, $1,050, $1,025 





$985. °50 station wagon, $875; Deluxe 
(8) sedan, $785; Custom (6) sedan, 
$655. ’°49 Custom (8) sedan, $690, $560; 


Deluxe (8) sedan, $580. 
MERCURY—’53 Monterey, 
$2,070. '49 sedan, $685. 


$2,305*; sedan, 


NASH —’51 Statesman sedan, $815. ‘48 

| Ambassador club coupe, $380. 

OLDSMOBILE—’49 (88) sedan, $835. ‘47 
(78) club coupe, $450. 


PLYMOUTH—’53 Cranbrook sedan, $1,525 
"48 Deluxe sedan, $450. 

PONTIAC—’53 Catalina, $2,375*, 
Chieftain (8) sedan, $2,000*. 

STUDEBAKER—’50 Champion sedan, $720 
*48 Champion coupe, $505. 


FLINT 


(Flint Auto Auction, Inc. Sale ever; 

| Wednesday. Prices are for sale of July 15.) 

(Market a little stronger on sharp 
cars. Sold 83 percent of offerings.) 


$2,275°* 


| BUICK—’52 Super Riviera 2-dr., $2,115* 
conv., $2,050*; RM 2-dr., $2,025*, $2 
020*; 4-dr., $1,990*. '51 Super 2-dr., $1,- 

| 200%, $1,150*; 4-dr., $1,190*. '50 Super 

| conv., $1,150; Special 2-dr., $955. ‘48 
Super 4-dr., $490. 


| CHEVROLET—'53 (210) 4-dr., $1,885. ‘52 
SL Deluxe 4-dr., $1,225; SL Special 2 

| dr., $1,150. '51 conv., $1,285*; Bel Air, 

| $1,275. ’50 SL Deluxe club coupe, $1, 

| 160; 2-dr., $805; 4-dr., $795. '49 SL De 

| luxe 2-dr., $680, $595; FL Deluxe 4-dr 
$665. 

| CHRYSLER—’'47 NY 4-dr., $345. 

| DODGE—’50 4-dr., $850. 

FORD—’53 Custom (8) 4-dr., $1,775, $1 
690. °52 Victoria, $1,725*; Custom (8 
2-dr., $1,505*, $1,340; 4-dr., $1,400, $1 
320. ’51 (8) conv., $1,230; Custom (8) 
4-dr., $1,180, $1,080; Victoria, $1,17! 
$1,020; Crestline 2-dr., $1,095. ‘50 
Custom (6) 2-dr., $835, $800, $795 
$690, $830, $860, $690, $645; Custom (8 
4-dr., $675; conv., $780. '49 Deluxe 
dr., 55. 

LINCOLN — ’49 Cosmopolitan club coupe 
$355. 

MERCURY — '53 club coupe, $2,575*. °5 
2-dr., $1,770*. '51 4-dr., $1,200. °50 clu 
coupe, $895. '47 club coupe, $360. 

NASH—’51 Rambler station wagon, $815 
Statesman 4-dr., $725. ’50 Ambassado 
4-dr., $715. °46 (600) 4-dr., $110. 

OLDSMOBILE—’52 Super (88) 2-dr., $1 


900°. '51 (88) 4-dr., $1,445*. °49 (76 
club coupe, $765. 
PACKARD—’51 (200) 4-dr., $1,090*; 2 


dr., $975. '50 4-dr., $590. '49 4-dr., $28: 

PLYMOUTH —'50 Concord 2-dr., $70¢ 
$670; Deluxe club coupe, $685. ‘4 
8 fal Deluxe 4-dr., $245. 

PONTIAC—'50 Chieftain (8) 4-dr., $1,02 
"47 conv., $490. 

STUDEBAKER—’52 Champion 2-dr., $84! 
"51 Regal conv., $875; Commander (§ 
4-dr., $805; Champion club coupe, $75 
*50 Champion 4-dr., $630. 
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Talk to the man 


Out there in the suburbs—life really revolves 
around a car. 

Without a car, Dad would have to rise at dawn— 
sprint off to the station on his own. Mother would 
have to tote the baby to the supermarket —and 
then lug baby and bundles home, herself. The rest 
of the kids would have to walk to school. They'd 
skip the Scouts, the movies and the beach, too. 

No, nobody needs a car like suburban home- 
making families. 

And there’s no quicker, surer way for your ad- 
vertising to reach these very car-dependent custom- 
ers—at lowest cost—than through the pages of The 
American Home. For The American Home readers 
are 100% homemakers. For the most part, subur- 
ban homemakers, too. 


THERE’S NO PLACE LIKE 


THE AMERICAN HOME 


fa 


The American Home, Penobscot Bldg., Detroit, Mich. Woodward 5-9878 


Mrs. 
- 
ra 


ai 





who needs a car 





A recent survey of these more than 3 million 
American Home families showed that 39% of them 
—that’s 1,170,239 reader families—actually plan to 
buy a car in the next twelve months. 

The American Home readers have been consist- 
ently car conscious, too: 


93% of them already own a car—28% 
more than the national average. 


87.6% drive cars bought since 1948. 


Yet—The American Home audience shows only 
9.6% interduplication when combined with that of 
another mass-circulation home magazine. 

Call Ed Sullivan at The American Home Detroit 
office and have him tell you more. Or just ask for 
the new 1953 Automotive Survey. 
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On the Financial Front .. . 





AUTOMOTIVE NEWS, JULY 27, 1953 


Cash Dividends Pass 
Last Year’s Figure 


ASH dividend payments by cor- | 


porations issuing public reports 
amounted to $1,250 million in June, 
according to the Office of Business 
Economics, Department of Com- 
merce. 


Dividends rose 6 percent over 
June, 1952, when $1,178 was paid, 
OBE said. Most of the rise was 
centered in manufacturing, and 
was primarily caused by change 
in payment dates. Many large 
manufacturing firms which paid 


Continental Motors 


Continental Motors Corp. and 
consolidated subsidiaries had net 
earnings of $3,343,658 in the six 
months ended Apr. 30, the first half 
of the company’s 1953 fiscal year, 
according to C. J. Reese, president. 
This was equivalent to $1.01 per 
share on the 3,300,000 shares of $1 
par value common stock outstand- 
ing. 


dividends in May last year paid 
them in June this year. 

In the first six months of 1953, 
publicly reported cash dividend pay- 
ments amounted to $4,013 million, 
4 percent above disbursements in 
the same period of 1952. Manufac- 
turing reported an icnrease of 1% 
percent, while the nonmanufactur- 
ing sector boosted payments 8 per- 
cent. 

* * + 

N MANUFACTURING, which 

accounts for somewhat more 
than half of the publicly reported 
dividend total, there were sizable 
increases in the oil refining and 
machinery industries. These re- 
sulted from higher dividend rates 
and a larger number of shares out- 
standing, OBE said. 

Except for a 10 percent gain in 
transportation equipment pay - 
ments, other manufacturing 
groups either maintained first- 





half 1952 disbursements or re- 
ported moderate advances. 
In nonmanufacturing fields, the 


| finance, railroad and public utility 
|industries increased disbursements 


substantially in the first half of 


1953 over the same period of 1952. | 
'In mining, payments were slightly | 
| reduced. In trade they held even. 
A 10 percent rise in the finance | 


group reflected increased dividend 
rates and a larger number of out- 


standing shares, OBE reported. Rail | 


disbursements advanced in similar 
proportion as dividend rates were 
raised by a number of major car- 
riers, it said. Share capital expan- | 


sion was almost entirely responsible | 


for the increase in communications, 
OBE said. 


* * * 


Elastic Stop Nut 


Elastic Stop Nut Corp. of Amer- 


ica has reported, for the six months 
ended May 31, a profit of $766,215 
after taxes and estimated renegoti- 
ation, compared with $742,346 for 
the corresponding 1952 period. Net 
sales for the 1953 period were $12,- 
947,782, compared with $11,358,669. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


* 





* 





. 





Austin, Tex., Gen Allout to Welcome Delwood— 


Planning on a large scale, Delwood Motors, Inc., new Packard dealership in Austin 
Tex., attracted big crowds with its three-day opening program. Shown (from left) are 7 
| Alfred Payne, Packard district manager; Bascom Giles, president of the firm; L. C 
McGinnis, general manager, and V. E. Doonan, Dallas zone manager. 


* * * 


Delwood Opening Gives 


City a Three-Day Treat 


AUSTIN, Tex. — Promotion on a;in Travis County, a parade through 


grand 


scale, 


even for 


Texas, | the 


city with the mayor and 


marked the opening of Delwood| councilmen, and a three-day open 


Motors, Inc. 


(Packard). 


house celebrated the opening, 


A dinner for all Packard owners} which attracted so much attention 








How can WE be so. 
How can YOU be so. 


sure with Pureluhe? 


THE SURE HEAVY DUTY or OIL 


ANSWER: Well, for one thing, because of the rigorous tests to which 
Heavy Duty Purelube is subjected. Lab tests, road tests, engine tests. 


At Pure’s Research and Development Laboratories, for example, Pure- 
lube battles speed, heat and cold that is never equalled on the highway. 


—All to prove that Purelube is superior in the whole combination 
of qualities that keep car engines clean, safe and happy at their work! 


—Superior in that whole combination of qualities that helps to build a 
car dealer’s reputation! 


So good, that it meets American 
Petroleum Institute’s new MS 
service designation! 


Engine performance is measured accurately in test engines like this one by electrical instruments. 
Artificial temperatures from extreme cold to intense heat are created to surpass even the most 
extreme operating conditions. Purelube, the sure Heavy Duty oil for passenger cars comes through 


all the tests with flying colors. 


Sales Offices located in more than 500 cities, including: Minneapolis 
Atlanta 


Memphis e Norfolk e 


SE 


Charlotte e Birmingham e 


Chicago e 
Jacksonville 


e Madison e 
e Pensacola e 


Columbus 


Miami 








that the Austin Statesman devoted 
five of its 28 pages to announce- 
ments and news of the event. 

Packard executives described the 
crowds as “terrific,” 
Giles, president of the firm, said, 
“It looks like we really got started 
|on the right foot.” 

The celebration started with a 
dinner party for every “man who 
owns one” in the county. The next 
day, 
members of the 


Clippers. Music, entertainment and 
prizes were offered nightly at the 
dealership. 

To assist in the opening, Packard 
assigned four men to work out a 
program. The local newspaper used 
|/20 news stories and 12 news 
pictures to cover the event, Local 
business firms took over a page for 
congratulatory advertising. 

Giles is widely known in Texas, 


business, he has extensive real 
estate holdings and investments. 

His son, Rogan Giles, a local at- 
torney, is secretary-treasurer of the 
dealership, and L, C. McGinnis, a 
Packard master salesman for each 
of the past five years, is general 
manager. 

Heading the service department 
is Leslie Goldiron, former service 
manager for Packard Evansville, 
Inc., of Evansville, Ind. The parts 
department is under the direction 
of Daniel B. Hackworth, former 
dealer in Llano, Tex. 

Among crowd-building devices 
was the giving away of down- 
| payments on a Packard Patrician, 
|'a Cavalier and a Clipper. 





Delco Introduces 
>» Replacement 


'/Electric Motors 


DETROIT.— The United Motors 
| Service division of General Motors 
last week introduced five Delco Ap- 
pliance universal, six-volt electric 
motors which, it is said, can be 
used in automobile replacement 
service for more than 90 different 
original equipment motors. 

Regardless of the make of car, 


— 


and Bascom © 


ae 


ee een ee 


Mayor C. A. McAden and > 
City Council © 
headed a parade of Packards and | 


2 1g HORE GOREN RRERIR EI meNerme = 


where he has been land commis- | 
sioner for 30 years. New to the auto | 


A a RTS HRN 


the five Delco motors will service | 
almost the whole range of nearly | 


300 different original equipment 
applications, United Motors said. 

There is a growing trend toward 
greater use of electric motors in 
cars, the division pointed out, and 
today it is possible for a car to 
carry 12 to 14 electric motors which 
perform various jobs for the 
motorist. . 

Besides heater and _ defroster 
motors, a car may contain electric 
motors to adjust seats, rais« 
windows, actuate radio antennas, 
for air conditioners, for gasoline 
pumps, top lifts, hood lifts, wind- 
shield wipers and auxiliary fans. 

The Delco motors are weather- 
proofed. Three of the motors are 
reversible and provide either clock- 
wise or counter-clockwise rotation 
Four of the motors have reversible 
mounting studs. Shafts diameters 
are standard % inch and 5/16 inch 
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Longer-Lasting... TOPS of 


AUTOMOTIVE NEWS, JULY 27, 1953 


KEEp THEIR LUSTER 


Better-Looking, 


Yes, “‘Orlon”’ is big news in convertibles today —and will 
mean big business in convertibles tomorrow. Why? Be- 
cause ‘‘Orlon’”’ will give your convertible customers ex- 
actly what they’re looking for: tops with real weather and 
wear resistance—proved by up to 34 years of wear testing 
in some of the toughest climates in the country . . . plus 
a really distinguished appearance—a sleek, lustrous look 
that’s easy to keep that way. 


With these advantages, tops of ‘‘Orlon”’ will sell them- 
selves, turn many car buyers into convertible buyers! 


Biggest News in convertibles 
gince the pushbutton top! 


HOLD THEIR SHAPE 


REDUCE STRETCHING. 


RESIST BALLOONING 


Du Pont ORLON 


Tops of ‘“‘Orlon’”’ are being featured on some makes of 
convertibles. Natural-color topping is available now. 
The supply of black topping is increasing. So keep your 
eyes open for it—it’s worth waiting for. 


Service Manager: You can arrange to have tops of 
““Orlon”’ installed on convertibles now on the road.These 
replacement jobs carry a profitable mark-up all around 
—for you and your installer. Make sure your installation 
shop knows about tops of ‘“‘Orlon’’. E. I. du Pont de 
Nemours & Co. (Inc.), Wilmington 98, Delaware. 


QUPOND ORI IN “ge es 


REG. U.S. PAT. OFF. 


ACRYLIC FIBER 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


SHRINKING 
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New Passenger Car Registrations, 18 States for June, 1953-1952 


AUTOMOTIVE NEWS, JULY 27, 1953 
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New Commercial Car Registrations, 15 States for June, 1953-1952 







Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 
















Diamond-T 


* Brockway 
Chevrolet 
























International 
Kenworth 
Peterbilt 

















Studebaker 
Willys- 
Overland 
Miscellaneous 































Truck registrations by states are re- 
leased here weekly, as compiled by 

Polk representatives in state 
capitals. 
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that may be passed on to the retail buyer. 

ALLSTATE—Four—2-dr. sed., $1,399. Six 
—2-dr. sed., $1,561.18. (Sold only by Sears, 
Roebuck & Co. stores in certain areas.) 

AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., $1,895; 
conv., $1,945; A-40 sports conv., $2,295; 
Austin-Healey 100 sports conv., $2,985. 
‘Delivered at U. S. ports.) 

BUICK —Special—4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr., Deluxe sed., 
$2,255.32; ° 2-dr. Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17. 
Super — 4-dr. Riviera, $2,696.17; Riviera 
epe., $2,610.56; conv., $3,001.59; stat. wag., 
$3,429.73. Roadmaster—4-dr. Riviera, 
$3,254.36; Riviera cpe., $3,358.05 conv., 
$3,505.56; stat. wag., $4,030.73; Skylark 
sports car, $5,000. (Dynafiow standard on 
Roadmaster models, optional at $192.50 on 
all others.) 

CADILLAC — Series 62 —4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
clal—4-dr. sed., $4,304.88. Series 75—8- 
pass. sed., $5,604.34; lim., $5,817.73. Eldo- 
rado—conv., $7,750. (Hydra-Matic stand- 
ard on all models.) 

CHEVROLET — One-Fifty — 4-dr. sed., 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
bus. cpe., $1,524; 6-pass. stat. wag., §2,- 
010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. cpe., 
$1,967; conv., $2,093; 6-pass. stat. wag., 
$2,123; 8-pass. stat. wag., $2,273. Bel Air 
—4-dr. sed., $1,874; 2-dr. sed., $1,820; 
spt. cpe., $2,051; conv., $2,175. (Power- 
glide optional at $178.35 on Two-Ten and 


Bel Air models only.) 
CHRYSLER—Windsor—4-dr., sed., $2,- 
492.25 (8-pass., $3,433); cl. cpe., $2,471.75; 


stat. wag., 
dr, sed., $2,721; Newport, 


$3,288.75 Windsor Deluxe—4- 
$3,025.25; conv., 
. sed., $3,1 


$3,246.75. New Yorker—4-dr. 


Newport, $3,522; stat. wag., $3,932.75. New 
Yorker Deluxe—4-dr. sed., $3,327.50; cl. 
cpe., $3,298.50; Newport, $3,687.75; conv., 
$3,980. Custom I —4-dr. sed., $4,- 
259.50; lim., $4,797; Newport, $4,560.25. 
Crown Imperial — 8-pass. sed., $6,921.50; 
lim., $7,043.75. (Fluid - Matic optional at 
$130.10 on Windsor, standard on other mod- 
els. Fluid-Torque standard on Custom Im- 
perial and Crown Imperial; optional at 
$139.75 on other eight-cylinder models, at 
$106.40 on Windsor Deluxe and at $236.50 
on Windsor.) 


DeSOTO — Powermaster 6 — 4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,364; 
Sportsman, $2,634.25; stat. wag., $3,107.75. 
Fire Dome V-8—4-dr. sed., $2,673 (8-pass. 
$3,558.75); cl. cpe., $2,651.50; Sportsman, 
$2,922.50; conv., $3,144.25; stat. wag., $3,- 
381. (Tip-Toe Shift optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
optional at $236.50 on V-8s only.) 


DODGE—Meadowbrook 6—4-dr. sed., $2- 
024.75; cl. cpe., $1,983; stat. wag., $2,201.- 
25. Coronet 6—4-dr. sed., $2,136; cl. cpe., 
$2,109. Coronet V-8—4-dr. sed., $2,244.50; 
cl. cpe., $2,223; Diplomat, $2,385.50; conv., 
$2,519; stat. wag., $2,527.50. (Fluid Cou- 
pling optional at $20.40 on all six-cylinder 
models except the Meadowbrook station 
wagon. Gyro-Matic optional at $130.10 on 
all models except the Meadowbrook station 
wagon. Gyro-Torque optional at $233.50 on 
V-8s only.) 

FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus. cpe., $1,537.33; 
stat. wag., $2,018.90. Oustomline 6—4-dr. 
sed., $1, 782. 69; 2-dr. sed., $1,733.79; cl. 
epe., $1,743.29. Mainline '8 — 4-ar. sed., 
$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 
$1,613.53: stat. wag., $2,095.07. Custom- 
line 8—4-dr. sed., $1,858.35; 2-dr. sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 
$2,266.76. Crestline 8—Victoria, $2,120.23; 


(Fordomatic optional at $184 on all mod- 
els.) 

FORD OF BRITAIN—Prefect 4-dr. sed., 
$1,337.04; Anglia 2-dr. sed., $1,179.07; 
Consul 4-dr, sed., $1,695; Consul conv., 
$2,075 (power top, $150 extra); Zephyr 
Six 4-dr. sed., $1,890; Zephyr Six conv., 
$2,425. (Delivered at New York port of 
entry.) 

HENRY J—Corsair Four—2-dr. sed., $1,- 
399. Corsair Deluxe Six—2-dr. sed., $1,- 
561.18. 

HUDSON—Jet—4-dr. sed., $1,858. Super 
Jet—4-dr. sed., $1,954. Wasp—4-dr. sed., 
$2,310.87; 2-dr. sed., $2,264.12; cl. cpe., 
$2,310.87. Super Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,811.58; conv., $3,- 
047.50. Hornet—4-dr. sed., $2,768.86; cl. 
pe., $2,741.99; Hollywood, $3,095.15; conv., 
$3,342.05. (Hydra-Matic optional on all 
models at $178.03.) 

JAGUAR—Mark VII 4-dr., sed., $4,170; 
Mark VII 4-dr. sed, with automatic trans- 
mission, $4,450; XK-120 cpe., $4,065; modi- 
fied XK-120 cpe., $4,460; XK-120 open 


sports, $4,035; modified XK-120 open 
sports, $4,430; conv., $4,250; modified 
conv., $4,608.50. (Delivered at U. S. ports 
of entry.) 


KAISER — Carolina — 4-dr. sed., §$2,- 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
sed., $2,512.79; club sed., $2,459; 4-dr. 
Traveler, $2,618.55. Manhattan—4-dr. sed., 
$2,649.63; club sed., $2,596.76. Dragon— 
$3,923.91. (Hydra-Matic standard on Drag- 
on, optional at $178.55 on other models.) 

LINCOLN — Cosmopolitan — 4-dr.  sed., 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 
$3,766; ‘‘hardtop’’ $3,869; conv., $4,030.50. 
(Hydra-Matio standard on all models.) 


MERCURY — Custom — 4-dr. sed., $2,- 
250.50; 2-dr. sed., $2,193.50; spt. cpe., 
$2,315. Monterey —4-dr. sed., $2,332.50; 


hardtop, $2,451.50; conv., $2,609.50; 8-pass 


tional at $189.81 on all models.) 

MORRIS and MG—Morris Minor—4-dr. 
sed., $1,535; 2-dr. sed., $1,435; conv., $1,- 
465. Morris Oxford—saloon, $2,150; stat. 
wag., $2,385. MG/TD—standard conv., $2,- 
115; Mark II conv., $2,360. (Delivered in 
New York City.) 

NASH—Rambler Super—Suburban, §2,- 
002.60. Rambler Custom — Hardtop, §2,- 
125; conv., $2,150; stat. wag., $2,118.90. 
Statesman Super — 4-dr. sed., $2,178.35; 
2-dr. sed., $2,143.55. Statesman Custom— 
4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 
hardtop, $2,433.20. Ambassador Super — 
4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. 
Ambassador Custom—4-dr. sed., $2,716.45; 
2-dr. sed., $2,695; hardtop, $2,828.60. 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassador. ) 


OLDSMOBILE — Deluxe 88—4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed., §2,- 
395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., $2,785.82; hardtop 
$3,021.75; conv., $3,228.84; Fiesta sports 
ear, $5,715. (Hydra-Matic standard on 
Fiesta, optional at $178.35 on all other 
models. ) 

PACKARD—Clipper—+4-dr. 
2-dr. sed., $2,544; Sportster 
805. Clipper Deluxe—4-dr. 


sed., $2,598; 
hardtop, §$2,- 
sed., $2,745; 


2-dr., sed., $2,691. Packard—Cavalier 4-dr. 
sed., $3,244; Mayfair hardtop, $3,278; 
conv., $3,486; Patrician 4-dr. sed., $3,740; 
Caribbean conv., $5,210; formal sed,, $6,- 
531; executive sed., $6,900; corporation 
lim., $7,100. (Ultramatic standard on 
Patrician and formal sed., optional at 


$199 on all other models.) 


PLYMOUTH—Cambridge—4-dr. sed., $1,- 
765; cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Cranbrook—4-dr. sed., 
$1,872.50; cl. cpe., $1,842.50; Belvedere, 
$2,064; conv., $2,220; stat. wag., $2,207.25. 


2-dr. sed., $2,031.45. Chieftain 8 Deluxe—- 
4-dr. sed., $2,193.51; 2-dr. sed., $2,136.32; 
conv., $2,517.66. Catalinas—Deluxe 6, $2,- 
304.30; Custom 6, $2,370.43; } 
$2,370.99; Custom 8, $2,446. Station wag- 
ons—Two-seat Special 6, $2,449.61; three- 
seat Special 6, $2,505.15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61; 
three-seat Special 8, $2,580.15; two-seat 
Deluxe 8, $2,663.61. Grain finish on all 
station wagons, $80 extra. (Hydra-Matic 
optional on all models at $178.35.) 


ROOTES—Hiliman Minx—4-dr. sed., $1,- 
699; California hardtop, $1,899; conv., 
$1,899; Hillman stat. wag., $1,949. Humber 
—Hawk sed., $2,399; Hawk touring lim., 
$2,699; Super Snipe sed., $3,295; Super 
Snipe touring lim., $3,595; Pullman lim., 
$5,110. Sunbeam - Talbot — Sed., $2,699: 
conv., $2,899; Sunbeam Alpine sports conv., 
$2,999. Rover—sed., $2,899. (Delivered at 
U. S. coastal ports.) 

STUDEBAKER — Champion Custom — 4- 


dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 
Champion Deluxe — 4-dr. sed., $1,862.83: 
2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 


868.21. Champion Regal — 4-dr. sed., $1, 
949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 
$1,954.55; hardtop, $2,115.80. Commander 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed. 
$2,088.90; 5-pass. ‘cpe., $2, 126. 52. Com- 
mander Regal—4-dr. sed., $2,207.54; Land 
Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe. 
$2,212.91; hardtop, $2,374.16. (Automati- 
Drive optional at $231.24 on Champion 
$243.08 on Commander.) 


WILLYS—Aero Lark—4-dr. sed., $1,732. 
54; 2-dr., sed., $1,646.09. Aero Falcon— 
4-dr. sed., $1,861; 2-dr. sed., $1,796.26 
Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed. 
$1,963.50. Aero Eagie—Hardtop cpe., $2, 
157.18. Station wagons — 4-cyl., $1,862.71) 
ene drive, $2,304.55); 6- -cyl., $1, 
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In First of 4 Rulings on Industry Practices . . . 


FTC Curbs Spark Plug Pricing 


Continued from Page 1) 
tribution of such products, with the 
purchaser paying the higher price. 

* * * 
ace FTC statement said that 

Champion and GM also were 
found to have violated Section 3 of 
the Clayton Act “by entering into 
exclusive dealing agreements, 
arrangements and understandings 
with certain of their distributors 
whereby the distributors were pre- 
vented from dealing in products 
manufactured or sold by competi- 
tors.” 

Both Champion and GM were 
ordered by the commission 
cease: 

1. Selling or making any con- 
tract or agreement for sale of the 
products involved on the con- 
dition, agreement or understand- 
ing that the purchaser shall not 





Friction Institute 
Elects Weyburne 


NEW YORK. — Members of the 
Friction Materials Standards Insti- 
tute have elected Frederick C. Wey- 
burne, of the Marshall Eclipse di- 
vision of Bendix Aviation Corp., 
as president. 


Other newly elected officers are: | 


Vice - president, George E. Ritter, 
molded materials division of Car- 
lisle Corp.; treasurer, Vincent A. 
Spina, Scandinavia Belting Co, and 
secretary, Harriet G. Duschek. 

Directors are Frank W. Shelton, 
Grizzly Mfg. Co.; Franklin A. Miller, 
Raybestos-Manhattan, Inc.; Howard 
N. Wilhelm, RiteSet Mfg. Co.; Leo 
S. Sullivan, Russell Mfg. Co., and 
William J. Nanfeldt, World Bestos 
Corp. 
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RUBBER 


to | 


use, or deal in, or sell the 

products of a competitor or com- 

petitors of the respondents. 

2. Enforcing in any manner or 
continuing in operation or effect 
any condition, agreement or under- 
standing in, or in connection with, 
any existing contract or agreement 
for sale of such products which 
condition, or understanding, is to 
the effect that the purchaser shall 
not use or deal in or sell the 
products of a competitor of the re- 
spondents. 

3. Granting any rebate, or fixing 
any price, to any purchaser of such 
products on condition or under- 
standing that such purchaser shall 
not use or deal in the products of 
a competitor or competitors of the 
respondents. 
| ? * . 

_ of the FTC complaints also 
charged illegal price discrimi- 
nation in the sale of spark plugs 
to auto manufacturers and others 
|for installation in new cars and 
| trucks—original equipment plugs— 
|at prices lower than those charged 
|for spark plugs sold to dealers for 
resale for replacement of original 
| equipment plugs. 
| It was found, FTC said, that 
| allegations with respect to the 
| competitive injury resulting from 
such price differences were not 
sustained by the evidence pre- 
sented in the complaints, and 
these charges were dismissed. 

The commission also found, it 
was stated, that allegations in the 
complaints against GM and Electric 
Auto-Lite, with respect to the com- 
petitive injury resulting from price 
differences between auto manu- 
facturers and others purchasing 
products for use as original 








BRITE CONCENTRATE 


Here’s the instant way to restore new tire appear- 
ance. Delta Rubber Brite Concentrate is clear, 
colorless — dries quickly. Just dilute with two 
parts water and spray on tires and floor mats. 


You'll like being able 


to SPRAY a clean tire 


black in SECONDS at low cost. 


GUARANTEED 


Unconditionally guaranteed 


SATISFACTION 


to give you complete satis- 


faction. Sprayer FREE with 30 gal. order! 


Delta CHEMICAL COMPANY 
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equipment, were not sustained by | 


the evidence. 
* * * 


LSO dismissed were allegations 


in the complaints against 
Champion and GM relating to pay- 
ments for services or facilities on 
proportionately equal terms in 
violation of Section 2(d) of the 
Clayton Act because, FTC said, it 
found that “such payments were in 
fact reductions in the prices paid 
respondents by their customers and 
therefore covered by the order 
under Section 2 (a) of the Clayton 
Act.” 

Charges in the complaints re- 
lating to the resale price mainte- 
nance activities of the three 
manufacturers also were dis- 
missed, it was stated. 

FTC Chairman Edward Howrey 
and Commissioner Albert Carretta 
did not participate in the de- 
cisions, it was said, because oral 
arguments on the merits were 
heard prior to their appointment 
to the commission. 

The three companies were al- 
lowed 60 days after service to file 
reports of compifunce with the 
commission’s orders. 

Several months ago the Nation- 
al Congress of Petroleum Dealers 
declared that “any impairment of 
the functional discount structure 
. . - would seriously injure and 
in great probability destroy the 
ability of many thousands of 
wholesalers to continue to serve 
their customers who in turn pro- 
vide essential services to the con- 
suming public.” 


The group added that the pro- 
hibition of discounts, except where 
they are based on difference in 
costs, “would spell the doom of the 
manufacturer - through - wholesaler- 
to-retailer system of distribution.” 

* oa 


Tire Companies 
Win Round in 
Fight with FTC 


WASHINGTON.—The U. S. Court 
of Appeals has ruled that 14 major 
rubber companies and 35 large tire 
dealers are entitled to a District 
Court trial on their complaint 
against a precedent-making price 
ruling of the Federal Trade Com- 
mission, 

The ruling reverses an earlier 
District Court order which dis- 
missed a suit by the tire firms for 
an injunction against FTC. The 
FTC order curbs the price dis- 
counts given to big-volume tire 
dealers. 

The Court of Appeals emphasized 
that its decision in no way passes 
judgment on the validity of the 
commission’s order. 

The FTC order is based on the 
“quantity limit” provision of the 
Robinson-Patman Antitrust Act. In 
effect, it forbids tire firms to grant 
price differentials greater than the 
quantity discount allowed for a 
one-carload lot. 

The FTC held, that in the rubber 
industry, “big-quantity purchasers 
are so few that lowered prices on 
account of those quantities would 
be unjustly discriminatory in favor 
of those few or would tend to 
create monopoly.” 

The rubber companies charged 
that the order would “adversely 
affect, if not destroy,” the es- 
tablished price structure of the in- 
dustry; would outlaw existing price 
patterns, and would “revolutionize 
the methods by which the industry 
conducts its business.” 


Buick-Built Engine 
Makes Debut in Jet 


FLINT. —Two Buick-built 
Wright J-65 Sapphire jet engines 
carried a Glenn L, Martin B-57 
fighter bomber into the skies last 
week in the first flight of the 
powerful engines since they were 
accepted by the Air Force, Ivan 
L. Wiles, general manager of 
Buick, announced. 

The engines were built at 
Buick’s Flint plant assembled 
and tested at the plant in Willow 
Springs, DL Buick delivered the 
first engine to the Air Force last 
September. 
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Firestone Anniversary— 

Upon completing 20 years of service 
with the firm founded by his father, Ray- 
mond C. Firestone (left), vice-president of 
Firestone Tire & Rubber Co., is congratu- 
lated by his brother, Harvey S. Firestone 
jr, chairman of the board, who looks back 
on 33 years of service. 
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Tenn. Association 
Lists Speakers 
For Oct. Parley 


CHATTANOOGA, Tenn.—Speak- 
ers have been lined up for the 1953 
convention of the Tennessee Auto- 
motive Assn., scheduled for Oct. 
18-20 in the Buena Vista Hotel, 
Biloxi, Miss. 

Speakers will include Dr, Roe 
Bartle, Civic leader, world traveler 
and lawyer from Kansas City; 
Arthur (Red) Motley, president of 
Parade Publications; Humorist 
Tom Collins, public relations di- 
rector of City National Bank & 
Trust Co., Kansas City, and Thom- 
as W. Rogers, executive vice-presi- 
dent of the American Finance Con- 
ference, Chicago. 

A special program has been 
arrange for women who attend the 
convention. 


ha you think selling 5 going to 


be tougher this Fall, start 
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“How is this company to work 
for—is there much office polt- 
tics?” 
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SIZE 


Biggest dollar's 
worth in the 
auto accessories 
field. In re- 
usable plastic 
bag that snaps 
open and shut. 


BIeomett 
| KING SIZE 
POLISHING 
ieee Se 


| WAX TREATED | 


REGULAR 


In the familiar, 
substantial metal 
container. Priced to 
sell at 60c and sells 
like sixty. 


ALSO— 
lower-priced wax- 
treated cloths to meet 
and beat all 
competition. 








— the original Wax-Treated 
Auto Polishing Cloth 


Order now—from your jobber. 
THE LAS-STIK MFG. CO., HAMILTON, O. 
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bois Tradein Offers Cool Deals... 


New-Car Sales Show | 


Drop Since July 4 


(Continued from Page 1) 


land, 1,521 new cars were sold for 
|\the week ended July 19—about 200 
| cars below the preceding week. 


At Columbus, the clerk of 

courts there reported sales for 
the first 15 days of July were 205 
cars lower than the last 15 days 
of June, For July, 889 new cars 
had been titled, as compared to 
1,094 in the final days of June. 

New-car sales were slightly 
higher in Pittsburgh for the week 
ended July 11, but dealers were 


9 SYSTEMS 
TO CHOOSE FROM! 


Overhead wall plug-in type—3” 
Underfloor disappearing heavy duty—4” 
(for trucks and buses). 
Overhead heavy duty—4” 

(for s and buses). 


Write for ovr new Ilivstrated catalog. 
“The World's Finest Exhaust System" 


ENGWALD CORPORATION 


357 Lafayette Ave., Brooklyn, N. Y. 
PEARSALL AE: REE II IE 


2 PNOY EYL 


finding competition keener there as 
low tradein allowances drove 
customers from dealer to dealer. 
. * . 

REPORT from Baltimore said 

that dealers there are beginning 
to operate on a “one-profit” system 
on new-car purchases. It is no 
longer possible, dealers said, to 
make profits from both the used- 
car sale and the new-car deal. They 
feel that business conditions in 
general will level off as the ratio 
of used to new-car sales becomes 
more normal. 

Both new-car and new-truck 
sales were down in Omaha for 
June. June new-car sales were off 
27 units from May, while new- 
truck sales were down 59 units. 
June new-car figures were 1,374, 
and trucks, 128, 

Dealers at Rock Island, Ill., were 
reported to be somewhat surprised 
by new-car activity there. The 
market is holding well, according 
to a report, with new-car stocks 
very low. Dealers say that used-car 
stocks, however, are high, and that 
it will be necessary to clean them 
out soon. 

+ o * 

[PALER at Atlanta reported 

that a “slack new-car market” 
had developed there in the last two 
weeks, and as yet, they could see 
no halt to the trend. One dealer, in 
a popular low-priced car, said his 
sales so far in July were 30 percent 
below last year. 

Several of the dealers there 
pointed to the new-truck picture 
as a harbinger of trouble, if some- 
thing isn’t done about it. 

“Profits are just now beginning 
to return from truck sales as the 
effects of reduced production is 
being felt,” one dealer declared. 
“Sooner or later factories are 
going to have to cut production 
or place their dealers in plenty 
of trouble.” 

Dealers there pointed out that 
both used and new-car stocks are 
growing at the present time, and 
declared that this should be the 
tip-off to factories to cut pro- 
duction efforts. 

“We're getting more cars than 
we can sell day by day,” most of 
the dealers agreed, “and the satu- 
ration point is not far off.” 





Factory-Trained 
Ford Mechanics 
Near 100,000 


DEARBORN. — Factory service 
instructors of the Ford division will 
complete the training this fall of 
the 100,000th 
dealer service- 
man. 

Simultaneously, 
Ford will open its 
new technical 
service labora- 
tory, the first of 
its kind in the 
automotive in- 
dustry. The new 
structure will ad- 
join Ford division 
headquarters’. in 





Carl T. Doman 


Livonia, Mich. 

It is being constructed to enable 
Ford service operations to maintain 
closer liaison with dealers’ service 
managers and to keep them and 
mechanics informed on the rapid 
advances made in automotive engi- 
neering and manufacturing 
methods, Ford officials said. 

Carl T. Doman, division service 
manager declared: 

“Accessories like automatic trans- 
missions, power steering, power 
brakes, power seats and air con- 
ditioning all require expert service- 
men. And the future promises more 
devices in the field of hydraulics, 
radar and other types of electronics 
which will require constant study 
on the part of automotive me- 
chanics.” 

To train mechanics of its 6,400 
dealers, Ford operates 33 perma- 
nent schools across the nation. It 
also operates 33 mobile units. 


Spectators Can Get In on the 


In order to help distributors and dealers 


Act— 


with their exhibits for fairs and conventions, 


Reo Motors has built a display trailer whose exhibits can be operated by pushbuttons. 


One of the features is that the display 
convention hall, lobby or hotel room. 
* + * 


booths can be removed and set up in a 


* ? . 


Pushbutton Mobile Brapiay | 
Offered Dealers by Keo 


LANSING.—Reo Motors is now 
offering its dealers a traveling dis- 
play with animated exhibits. 


A. L. Struble, sales vice-president, 
said he had noticed that distribu- 
tors and dealers were often hard- 
pressed to design professional-look- 


30 Years with Chrysler, 


Reagan Sells Dealership 


EVANSTON, Ill.—Bill Reagan, a 
Chrysler Corp. dealer here for 30 
years, has sold his Chrysler-Plym- 
outh dealership to Fred Emich jr., 
it was announced last week. The 
new firm will be known as Fred 
Emich, Inc. 

Emich has been in the auto busi- 
ness for 13 years, and for the last 
three years had been owner of 
South Shore Nash in Chicago. 

Reagan was one of the first deal- 
ers named by Walter P. Chrysler 
after the introduction of the first 
Chrysler cars under that name at 
the winter shows of 1923-24. He has 
served as president of the Chicago 
Automobile Trade Assn. and as a 
director of NADA. 


BURLAP 





Here 


favorable 


ventions and truck roadeos they 
wished to enter. 

So he commissioned H. B. Stubbs 
Co., of Detroit, to design a mobile 
display unit. 
| Working with Reo’s sales and 
advertising departments and Frue- 
|hauf Trailer Co., Stubbs built 10 
| colorful, animated, three - dimen- 
| sional displays into a 32-foot trailer, 
most of which are operated by the 
visitor pushing buttons. 

The trailer can accommodate vis- 
itors, or the display booths can be 
removed and set up in a convention 
hall, lobby or auditorium. 

Hauled by an F-50 Reo tractor, 
the exhibit can be booked to appear 
anywhere in the nation. 

One of the highlights of the ex- 
hibit is a three-dimensional Gold 
Comet engine demonstrating the 
Reo cooling and exhaust systems 
at work. Other displays include 
the Eager Beaver military truck, in 
miniature, operating under water; 





cutaway cabs; a liquefied petroleum — 








ing exhibits for all the fairs, con- 


Fe ee ae 


? 


gas engine display; and a model | 


truck race. 


PRICES 


’s Good News for You 


Prices are down! What’s more, you can build 
your long- 
Bemis Burlap—as you prefer it — because 

everything points to a long continuation of the 


term automobile cushion program on 


price and supply situation. Keep in 


touch with the Bemis Man for the up-to-the- 
minute burlap picture. 


Bemis 


General Offices—St. Louis 2, Mo. 
Detroit ¢ Brooklyn © Chicago © Indianapolis © Bosto: 


New Orleans @ New York 


THE EXTRA-COMFORT SEAT CUSHIONING 


IN THE NATION 


"S LEADING CARS 
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Poor Inspection Blamed for $28-a-Car Outlay... 
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Warranty Costs Worry Dealers 


(Continued from Page 1) 
percent) was in the right direction, 
but not far enough, in the opinion 
of the dealers involved. 


The big-city dealers are the ones 
who complain loudest about war- 
ranty work. They point out that 
the bigger a dealer’s volume of 
new-car deliveries, the heavier his 
burden of warranty work, in view 
of the condition of cars that are 
being shipped from many factories 
today. 

* . m 
7." warranty work must be 
done, dealers point out, because 
neither they nor the factories can 
afford to have poorly conditioned 
cars cause customer dissatisfaction. 


Metropolitan - area dealers claim 
that their volume of warranty work 
has been so huge all year, they 
have had to send regular service 
customers away. 

One large Midwest dealer 
charges that final assembly line 
efficiency at his factory has sunk 
so low that “the real final as- 
sembly line for automobiles today 
is the dealer’s service depart- 
ment.” 

A majority of dealers contacted 
in the survey said that the situa- 
tion on warranty work has been 
worse this year than ever before 
in their memory. They believe the 
basic factor behind the situation is 
the allout production effort which 
has necessitated factories hiring 
thousands of transient workers. 

* * « 


gpm pushing regular service 
customers out of their shops, 
dealers say that a tremendous 
amount of warranty work also 


232 Manufacturers 
Contract for Space 


At ASI Parley 


CHICAGO. — Some 232 manu- 
facturers already have contracted 
for 371 space units totaling 37,100 
square feet for the 1953 Automotive 
Service Industries Executive Booth 
Conference to be held Dec. 8-9 at 
North Navy Pier here. 


The conference, first of its kind 
ever to be presented by the Nation- 
al Standard Parts Assn., Motor & 
Equipment Wholesalers Assn. and 
Motor & Equipment Manufacturers 
Assn., has been planned for ex- 
ecutives only, thus giving manu- 
facturer executives ample op- 
portunity to meet with wholesaler 
executives. 


Don H. Teeter, chairman of the 
ASI joint operating committee, said 
important factors which will con- 
tribute to a record-breaking con- 
ference are the annual meetings of 
NSPA and MEWA and the MEMA 
Open Manufacturers meeting to be 
held in conjunction with the two- 
day conference. 

Ths year’s trade gathering will 
have many unique features, All 
booths will be furnished in a uni- 
form manner at no additiona: cost 
to the purchasers, including an 
identification sign, ample furniture, 
rugs, flowers and back drape. There 
will be no merchandise, background 
displays, additional signs or furni- 
ture of any kind. 


Plymouth Shifts 
Woodward to L. A. 


DETROIT.—Appointment of J. D. 
Woodward jr. as city manager of 
Los Angeles was announced last 
week by William 
J. Bird, Plymouth 
general sales 
manager. 

A World War 
II Army veteran 
and a graduate of 
the University of 
Southern Cali- 
fornia, Woodward 
joined Plymouth 
in 1949 and was 
assigned to the 
distribution de- 
partment at the Los Angeles plant. 

In 1950 he was promoted to dis- 
trict manager in San Jose, Calif. 


J. D. Woodward jr. 


serves to weaken their used-car 
trading operations. 

“The used-car that sells readily 
today,” says a Southwest dealer, 
“is the one which has been re- 
conditioned, both mechanically 
and appearancewise. I’m a strong 
exponent of reconditioning, but 
warranty work prevents me from 
doing so on more than 50 percent 
of my tradeins.” 

A Detroit dealer reports that six 
of his seven service stalls are al- 
most constantly devoted to new- 
car preparation or warranty work. 

“T have thought about expanding 
my service facilities,” he adds, “but 
where would I find the mechanics?” 

* * . 


oe LARGER cities, dealers report 
it not unusual for 40 to 60 per- 
cent of their service facilities being 
devoted to delivery preparation and 
warranty work. 

Some dealers are more bitter than 
others about the subject of war- 
ranty work, but for the most part 
they are sympathetic to the view 
that the car manufacturer also has 
his troubles. 

Deaiers are willing to admit, 
too, that their factory has prob- 
ably matched them dollar for 
dollar, or more, in trying to keep 
new-car buyers happy. 

However, dealers do think that 
their factories could take more pos- 
itive approaches to easing the bur- 
den of warranty work for both 
themselves and dealers. 

* * + 


| tot if any, dealers rate a quality 
control card, which many manu- 
facturers place in a car’s glove box, 
as being any kind of real solution. 
The dealer’s mechanic is sup- 
posed to fill out this card while 
getting the car ready for delivery, 
noting on it the things he had to 
do which conceivably might have 
been done before the car left the 
factory. 

One line of dealers declare that 
to properly check off the list on 
their factory’s quality control card 
would require 3% hours of a me- 
chanic’s time, or $14 worth of labor 
at $4 an hour. 

The survey could find none of 
that factory’s dealers who make 
any real effort to fill out the card. 
Instead, such dealers admitted, they 
gamble that certain things may not 
go wrong to bring back a raving 


customer. 
* * x 


| 
as such a gamble is a 
good one is highly debatable. 
The dealers admitted that they have 
been putting in $42 worth of war- 
ranty work on new cars this year, 
of which the factory chips in only 
$15. 

Supervisory people on the auto 
industry’s production lines are not 
surprised when told that dealers 
are complaining about too much 
warranty work. 

Factory foremen say they are 
without power to demand that an 
assembly line worker do a quality 
job, in the light of current man- 
agement -labor relations. They 
say management is subservient 
to labor almost beyond the realm 
of imagination. 

Absenteeism, no matter how 
chronic, is said to be no cause for 
dismissal in an auto plant today, 
so long as the worker has taken the 
trouble to call the plant hospital. 


* * * 


FOREMAN in one of Detroit's 

car-producing plants says he 
has a number of people working 
for him whom he has come to ex- 
pect to report for work no more 
than three days a week. 

He says such men are tran- 
sients, many with no permanent 
address, and he suspects they in- 
dulge in long weekends of alco- 
holic activity. 

Another foreman has this to say: 


“The average guy on the assem- 
bly line today is a fairly good 
worker, insofar as effort is con- 
cerned, until he gets his basic 60 
days’ seniority in. 

“After 60 days you couldn’t touch 
him with a reprimand with a 10- 
foot pole. He is lazy, but try firing 
him. The personnel manager will 
chide you for expecting too much. 
Of course, the personnel man would 
like to fire the guy, too, but not at 
the expense of union trouble that 


might lead to the whole plant 
going down.” 
* 


*. * 
oe warranty work 

costs have become such a heavy 
burden for dealers that a very few 
of them resort to questionable prac- 
tices to recoup their losses. Leaky 
moldings around windshields pro- 
vide a case in point. 

The dealer talks the car owner 
into cracking the windshield, and 
making a false report to his in- 
surance company. 

The entire cost of the job is 
then borne by the insurance com- 
pany (and its policy holders, of 
course), and the dealer reaps an 
additional sum by returning the 
cracked windshield to the factory 
for credit because the car was 
still in warranty. 

Such dealers justify their actions 
by saying that it isn’t fair either 
for the factory to exhort them to 
increase service absorption, while 
at the same time monopolizing 
service facilities with warranty 
work that should have been done 
before the car was shipped. 


New Plane Joins 


Freight Service 


DETROIT. — American Airlines 
introduced its newest DC-6A Air- 
freighter at Willow Run Airport 
last week, and announced that it 
would provide manufacturers and 
other firms with exclusive airfreight 
service to Los Angeles, San Fran- 
cisco, Dallas, New York and Chi- 
cago. 

The new plane will carry 30,000 
pounds, the airline said, and has 
5,000 cubic feet of unobstructed 
cargo space. 

The plane will depart from De- 
troit at 11:40 p.m. five nights a 
week under the new service. 





Mercedes-Benz Returns fo U. S.— 


After an absence of 14 years, Mercedes-Benz, famous German auto firm, has re- 
opened a showroom in New York. The salon on Park Ave. is air-conditioned and 
incorporates up-to-the-minute architectural trends. Among the cars on display is this 
300 SL sports car, which has achieved fame in many European races. Besides other 
recent models, the display also features early Benz cars going back as far as 1888. 





Industry Assails Crippling 
Of ICC Safety Program 


(Continued from Page 2) 


793,157 requested for safety regula- 
tions and accident reports on “other 
work ... of greater importance.” 

ICC regulations require periodic 
inspection of vehicles, uniform run- 
ning lights, brakes that stop in a 
certain distance, flares or flags set 
out by trucks stopped on highways, 
and limit truck drivers to 10 hours 
at a stretch. 

Groups urging continuation of 
the ICC program include the Amer- 
ican Trucking Assns., Automobile 
Manufacturers Assn., American Au- 
tomobile Assn., National Assn. of 
Motor Bus Operators and Truck- 
Trailer Manufacturers Assn. 

Washington newspapers last week 
carried a full-page letter, addressed 
to “members of Congress,” protest- 
ing the House-Senate conference 


NOW. @ @ 
SERVICE PROFITS 






OPERATOR 
TRAINING 
DOES IT! 


report and urging that Congress, in 
the interests of public safety, vote 
against crippling “this great safety 
effort.” 

The letter said that adoption of 
the House version of the report by 
the conferees wiped out a safety 
regulation conceded by 40 states to 
have been the vital factor in reduc- 
ing highway fatalities. 

The message was signed by the 
Independent Advisory Committee to 
the Trucking Industry, under the 
chairmanship of Dave Beck, presi- 
dent of the International Brother- 
hood of Teamsters, and including 
Directors Walter F. Carey, presi- 
dent of ATA; Roy Fruehauf, presi- 
dent of Fruehauf Trailer Co., and 
B. M. Seymour, president of Asso- 
ciated Transport. 


Your dynamometer operator can now become an expert... by attending the 
Clayton Dynamometer Operator Training School for one week. An intensive 
5-day course covers every phase of dynamometer operation . . . trouble-shoot- 
ing, tune-up, inspection and performance checking... guarantees profitable 
operation. A class starts the second Monday of each month at the Detroit 
school, located at 4620 Oakman Blvd., near Chicago Blvd. Another class 
starts the third Monday of each month at the Clayton factory in El Monte, 
Calif. Courses at both schools are identical... streamlined to teach proved 
dynamometer techniques selected from the best of hundreds of successful 
operations. Enroll your operator or service manager and insure greater service 
profits. Mail the coupon to the nearest address for complete information. 


DYN 


i 

| CLAYTON MANUFACTURING CO. 

| 4620 Oakman Bivd., Detroit 4, Mich., or Box 550, El Monte, Calif. 
| 

| 


Send complete information 


checked. Also send new book on dynamometer operation. 


DETROIT SCHOOL ( ) 





OMETER 





(USE NEAREST ADDRESS) 


on Dynamometer Operator Course at school 


EL MONTE SCHOOL ( ) 













Editors and Newscasters 
Rely on the Auto Industry's 


—— Vbice of Acthanaty 


In television, radio, magazines, and newspapers, AUTOMOTIVE NEWS is 
the most quoted source for up-to-the-minute news of America’s No. 1 indus- 
try. Editors and newscasters depend on it, and— 


So Do the Decision Men in These 2 Big Markets 


their big part of the industry—one that’s 
now bigger than ever before. Recent inde- 
pendent ‘surveys prove: the car dealer is 
now the No. 1 service market. He uses 
more parts, buys more equipment, and 
renders more service than ever before. 





CAR DEALERS 





More than 29,000 car dealers read 
AUTOMOTIVE NEWS every week. They 
rely on it for news and features about 


* * * 


seasoned correspondents and writers— 
recognized specialists in the automotive 
field. New developments in Washington, 
statistics, trends, fact-founded predictions 
—they're all reported and analyzed in 
AUTOMOTIVE NEWS. 


MANUFACTURERS 





The top executives in the nation’s auto- 
motive manufacturing plants turn to the 
industry's “Voice of Authority” for news 
assembled from all over the world by 


ABC audited circulation: 40,000. Readers per issue: over 120,000. 
Subscription price: $8.00 per year—highest in the industry. 
Renewal rate: 88.3% (ABC audited)—highest in the industry. 


THE WEEKLY NEWSPAPER OF AMERICA'S NO. 1 INDUSTRY 





PENOBSCOT BUILDING ° DETROIT 26, MICHIGAN 


REPRESENTATIVES 
New York — Edward Kruspak, Advertising Manager, 51 E. 42nd St., Murray Hill 7-6871 
Chicago — J. Goldstein, Western Manager, 360 N. Michigan Ave., State 2-6273 
les Angeles—R. H. Deibler, 2506 West Eighth Street, Dunkirk 3-0303 
Detroit — Dick Webber, 2666 Penobscot Bidg., Woodward 3-0495 
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| EXICO CITY.—Ford Motor Co. 
de Mexico, S.A., is sponsoring 
advertisements in selected Mexican 
|daily newspapers detailing the IV 
|Pan American Road Race, Nov. 
| 19-23. 

The ads stress that this will be 
an. international speed test. The 
route will cover approximately 
2,000 miles from Tuxtla Gutierrez, 
in the far southern part of 
Mexico, to Ciudad Juarez, oppo- 
site El Paso, Tex. 

Gen. Ignacio M. Beteta is again 
chairman of the event’s organizing 
committee. Enrollments, now open, 
will close Oct. 15. Enrollment fees 
are $578 for international sport 
and tourist classes and $346 for 
special sport and tourist classes. 


The number of entrants will be 
limited to 100 international tourist 
cars and to 50 each for inter- 
national sports, special sports and 
special tourist. 

* * - 


oe sports cars are 
unlimited as to horsepower and 
number of cylinders. International 
tourist cars are classed as 1950 to 
1953 models with any number of 
cylinders and any _ horsepower. 
Special sports cars are limited to 
1,600 cubic centimeters, if unblown, 
or 800 c.c. if supercharged. 

Special tourist cars may be 
1950 to 1953 models of the follow- 
ing: Henry J 4 and 6, Stude- 
baker 6, Nash Rambler (except 
convertible and Statesman), 
Willys Aero, DeSoto Diplomat, 
Dodge Kingsway and Coronet, 
(the Diplomat and Kingsway are 
export models with Plymouth 
bodies), Plymouth, Ford 6 and 8, 
Hudson Jet and Wasp, Chevrolet 
and Pontiac 6. 

| Cash prizes for overall winners 
jin the international sport and 
| tourist classes will be: First, $17,340 
second, $8,670 each; third, 
fourth, $1,720 each; 


| each; 
| $4,040 each; 





Executive Staffs 
Realigned by 


‘Lempco Firms 


BEDFORD, O.—James J. Strnad, 
|former vice-president and general 
manager, has taken over the presi- 
j}dency of Lempco Products, Inc., 
| succeeding James F. Strnad, who 
| will continue as board chairman. 
| The latter founded the company in 

1918. 
| In other management changes, 
William J. Blazek moves up to the 
| presidency of Evans Reamer & 
| Machine Co., Lexington, O., subsidi- 
ary of Lempco Products, and Albert 
B. Harding, sales vice-president of 
Lempco, becomes president of 
| Lempco Automotive, Inc. In the ex- 
| port division, Lempco International, 
|Inc., Dorothy R. Kimmel has been 
named vice-president and general 
| manager. 

John Y. Blazek will continue as 
| executive vice-president of Lemp- 
|co Products, M. W. Kreeger will 
| continue as vice-president and gen- 
|eral manager, and Stanley E. Kin- 
| kor will be sales vice-president. 

The company manufactures au- 
| tomotive machine shop equipment 
|and industrial machine tools. 





Fruehauf 


(Continued from Page 2) 
| Roy Fruehauf said. “The basic poli- 
cies, which have had much to do 
with our company’s growth, will 
| continue.” 
| Declaring that “incoming orders 
|for commercial trailers since the 
close of the second quarter con- 
|tinue to be received at a high rate 
and the service and parts business 
lis good,” he said he looked ahead 
| “optimistically” to the next six 
months. 
Fruehauf’s backlog of orders for 
military -type trailers is approxi- 
mately $60 million, of which about 
50 percent is scheduled for delivery 
over the balance of the year, Frue- 
hauf reported. He said the company 
did not anticipate any further cut- 
backs or cancellations. Sales of 
defense products amounted to $30,- 
660,366 in 1953’s first six months. 


Auto News from Mexico 


Four Classes Set Up for Pan American Race; 


Prize Money Totals $95,750 







fifth, $1,115, and sixth to tenth, 
$578. The winner of each lap will 
receive $460 and the best Mexican 
driver classifying in each class will 
win $1,760. 

Overall winners in the special 
sport and tourist classes will re- 
ceive: First, $3,460; second, $2,316; 
third, $1,115; fourth, $578, and fifth, 
$176. Each lap winner will receive 
$115 and the best Mexican qualifier 
will win $578. 

Grand total of cash prizes is $95,- 
750. 





Obituaries 


H. F. Mastin, First Dealer 


For DeSoto in Texas 


FORT WORTH. — Thomas F. 
Mastin, 59, first DeSoto dealer in 
Texas, died July 16. He had re- 
turned home a short time previous- 
ly from the Mayo Clinic, where he 
had been treated for a cancerous 
throat condition. 

After World War I, Mr. Mastin 
and E. R. Vernon formed Vernon- 
Mastin Paint & Body Works and 
Vernon-Mastin Motor Co., which 
sold Pierce-Arrows. 

In 1928 Mr. Mastin became the 
first dealer in Texas for DeSoto. 
He added Plymouths when that line 
appeared in 1929. He was a former 
president of the new-car dealers’ 
association here. 

* 





* * 


George Spoon, Authority 
On Camshaft Design 


MUSKEGON, Mich.—George A. 
Spoon, 58, sales and engineering 
vice-president of Muskegon Motor 
Specialties Co., died July 17 in Mil- 
waukee while on a business trip. 

He had been with the firm for 38 
years and was considered an au- 
thority on the design and manufac- 


ture of camshafts. 
* * + 


A. N. Keistler 

GREAT FALLS, 8, C.—A. N. Keistler, 
78, retired auto dealer and merchant, died 
July 17. Prior to his retirement in 1936, 
Mr. Keistler operated Keistler Motor Co., 
one of the oldest Chevrolet dealerships in 
South Carolina. 

. * 


Earl F, McCosh 
OSBORNE, Kans.—Earl F. McCosh, 47 
of McCosh & Koch Studebaker Co., died 
of a heart ailment July 5. He and Koch 
bought the dealership from Carl Nelson last 
January 
* * * 


Julian Cook 
LAKE CITY, 8S. C. — Julian Cook, 42 
local auto dealer, died July 16 
x * * 


William C. Liber 
NEWTON FALLS, 0O.—William C. Liber 
83, president of Liber Motor Co. and War- 
ren-Newton Falls Transportation Co., died 
recently. 
* * * 
Melvin C. Kale 
PIQUA, O.—Melvin C. Kale, 73, retired 
auto dealer, died recently. He formerly op- 
erated a Buick dealership in LePorte, Ind. 
and was a district manager for Chrysler 
Corp. in Seattle. 
* * * 
Charles E. Addison 
ROCHESTER, N. Y.—Charles E. Addi 
son, 66, who formerly served as distributor 
for automobiles produced by Rickenbacker 
Motor Co., died July 14. He was a close 
friend of Eddie Rickenbacker. 
* * * 
John S. Mohrhardt 
DETROIT. — John 8S. Mohrhardt, 73, a 
pioneer mechanical engineer in the auto in- 
dustry, died here last week after a long 
illness. Mr. Mohrhardt helped build the 
first Hudson car in 1909. He had recently 
retired from Dodge. 
* * * 
Fred Breznik 
PARAGOULD, Ark.—Fred Breznik, 58 
Paragould Studebaker dealer, died July 12 
at a local hospital of head injuries suffered 
in an auto collision. 
* * * 
Ernest L. Keiser 
WAYNESBORO, Va.—Ernest L. Keiser 
73, general manager and secretary-treas- 
urer of Keiser Motor Corp. (Cadillac), here 
and a former member of the City Council 
died July 13 at the University of Virginia 
Hospital in Charlottesville. 
* * * 
Ralph W. Ledue 
LIBBY, Mont. — Ralph W. Ledue, 70 
owner of Standard Motors (Ford) here. 
died last week after a brief illness 
* * 


Frank B. Westlake 
EVERETT, Wash.—Frank B. Westlake 
67, pioneer auto dealer here, who operated 
a Dodge-Plymouth dealership, died after a 
heart attack last week. 
* * 


* 
Harry B. Schwartz 
SCHUYLKILL HAVEN, Pa. — Harry B 
Schwartz, 85, a pioneer truck manufac- 
turer, died July 17. At one time he made 
Schwartz trucks in Reading, Pa 
* . * 
Howard Hite 
FORT WAYNE, Ind.—Howard Hite, 56 
a veteran of 26 years of truck selling, died 
recently after an extended iliness. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 

















Week Week Jan, 1 dan. 1 
Ended Same Ended duly, to to 
duly 25, Week, duly 18, 1953 duly 26, July 25, 
1953 1952 1953* to Date 1952* 1953* 
(CHRYSLER 26,911 137 =. 27,520 §=81,956 526,990 791,098 
Chrysler 3,342 3,321 10,771 71,998 112,035 
DeSoto 2,102 2,626 9,348 54,616 83,321 
Dodge 5,230 107 5,109 18,039 141,223 _ 200,282 
Plymouth 16,237 30 §616,464 43,798 259,153 395,460 
FORD 36,654 16,475 37,507 130,869 500,630 788,806 
Ford ..... 27,602 15,527 28,117 99,120 387,243 - 603,827 
Lincoln . 988 745 1,011 3,637 18,165 31,588 
Mercury 8,064 203 8,379 28,112 95,222 ' 153,391 
GENERAL MOTORS _ 64,066 9,751 62,410 213,967 998,905 1,755,449 
Buick . 12,188» 2,890 10,397 37,583 182,627 314,738 
Cadillac 2,522 \ 2,591 8,485 52,878 71,336 
Chevrolet 31,494 2,365 31,636 107,109  481,784') 881,373 
Oldsmobile 8,458 2,174 8,154 28,066 128,462 _ 224,838 
Pontiac ; 9,404 > 2,322 9,632 32,724 153,154 » 263,164 
KAISER MOTORS 1,304 1,567 1,384 4,306 67,653 48,677 
Kaiser 1,567 ; 37,097 19,562 
Willys 1,304 1,384 4,306 30,556 29,115 
CROSLEY BPR sxaissrcitis 
HUDSON 668 1,618 836 3,104 46,958 53,248 
NASH 318 920 77,019 107,107 
PACKARD ....... 1,509 1,856 5,628 35,576 . 65,551 
STUDEBAKER 5,680 5,637 17,737 92,127/4 114,865 
Total Cars, U, S. 136,792 29,866 137,150 458,487 2,347,349 3,724,801 
*Revised. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week dan. 1 dan. 1 
Ended Same Ended duly, to to 
duly 25, Week, July 18. 1953 duly 26, July 25, 
1953 1952 1953* to Date 1952* 1953* 
CHEVROLET 6,231 6,405 21,310 175,431 234,882 
CROSLEY ie ee axcceonsta 
DIAMOND T 175 163 184 610 4,556 4,910 
DIVCO 50 60 80 1,870 1,445 
DODGE .. 1,94 300 2,077 6,472 92,772 66,423 
FEDERAL 60 36 73 204 943 1,210 
FORD . 9,118 5,120 9,090 27,956 127,987 156,103 
1,983 2,034 6,717 62,719 77,603 
INTERNATIONAL 2,983 9 2,944 9,223 78,391 71,429 
MACK . 240 201 826 6,184 6,873 
REO ...... 300 330 296 912 10,491 10,420 
STUDEBAKER 560 522 1,627 33,191 27,037 
WHITE 270 221 268 948 7,630 8,774 
WILLYS . 2,146 2,222 6,394 58,761 46,119 
MISCELLANEOUS 272 206 272 973 8,698 8,815 
Total Trucks, U, S. 26,332 6,445 26,588 84,252 669,827 722,043 
Total Cars, Trucks 
Mi Pk aces 163,124 36,311 163,738 542,739 3,017,176 4,446,844 
Total Cars, Trucks 
Canada 11,514 4,146 11,629 38,881 218,734 310,956 
Grand Total 
Cars and Trucks 
U. S. and Canada 174,638 40,457 175,367 581,620 3,235,910 4,757,800 


*Revised. Miscellaneous includes Autocar, 
Drive, Sterling, Nash, etc. 
N.B.: 


Corbitt, Marmon H., Brockway, Four-Wheel 


All U. S. totals include cars and trucks for military orders. 





Output Steady at 163,124 
As Big 3 Keeps Pushing 


(Continued f 


791 more vehicles than in the pre-| 
ceding week. 

Mercury, though its week’s 
total declined slightly, set a 
record for a single day’s output. 
During last week GM turned out 

64,066 units for 47 percent of the 
industry’s car total; Ford Motor 
rolled 36,654 for 27 percent, while 
Chrysler Corp. produced 26,911 for 
19 percent. 

In the previous week GM, with 
62,410 cars, accounted for 46 per- 
cent, Ford built 37,507 for 27 per- 
cent, while Chrysler Corp. turned 
out 27,520 for 20 percent. 

* o * 


(Cee TaLER Corp. last week 
managed to up its percentage, 
despite a one-day shutdown at 
Dodge because of trim parts short- 
ages and a half-day heat walkout 
at DeSoto. 


Halpin Appointed | 
Jacobs President 


DETROIT. — Directors of F. L. 
Jacobs Co. have announced the 


election of Carl Halpin, of Detroit, | 


as president. 


Halpin succeeds James D. Mooney, 
who had been brought in by man- 
agement to help resolve corporate 
problems pending the appointment 
of a permanent president. Mooney 
will continue to serve as a director. 

Halpin, an industrial and me- 
chanical engineer, has for many 
years acted as consultant for auto- 
motive firms, including Jacobs. 
Prior to that he was associated 
With Packard, Fisher Body and 
Fruehauf Trailer Co. 


rom Page 1) 


Independents lost more ground | 


last week. Kaiser and Nash re- 
mained closed and Hudson’s slow 
operations were slowed further 
by a day-long wildcat strike. 
Hudson said UAW-CIO stewards 
called the walkout as a result of 
disciplinary action taken against 
a leader of a recent wildcat 
strike, 

The next day “high absenteeism 
in the paint shop” caused Hudson 
to halt operations after working 
2% hours. Union officers had told 
the workers to return to work but 
an insufficient number showed up 
to keep the lines running, the com- 
pany said, Production was resumed 
the following day. 

Nash today (July 27) enters its 
fourth week of shutdown. The 
reason given was “inventory dis- 
locations.” The firm has not said 
when production would be resumed. 

* + 

Teuce making last week con- 

tinued at the highest level since 
April, a month which saw 128,761 
commercial units built, compared 
with this month’s potential of 109,- 
000. 
| Despite. predictions in some 
| quarters that auto production is 
due to nosedive soon, Detroit- 
area parts makers say orders on 
| their books indicate a high level 
of output at least into the fourth 
quarter of this year, 

However, they are cautious about 
| fourth-quarter prospects. 
| Meanwhile, steel companies say 
their books are still heavy with 
auto-company orders and they ex- 
pect steel-making to remain at 
capacity levels for the rest of the 
year. 








Courtesy, Not Publicity, Called Dealers’ Need... 





Wanted: Public Relations 


DETROIT.— The difference be- 
tween public relations and publicity 
was charted before the Automotive 
Trade Assn. Managers meeting in 
Detroit by George H. Benjamin, 
manager of the Arkansas Automo- 
bile Dealers Assn. 

Stressing that “public relations 
means courteous actions and con- 
duct — not publicity,” Benjamin 
urged the managers to become in- 
fected with a public relations spirit 
and pass it on to their dealer 
members. 


sponsibility of correcting the 
public’s misconception about the 
motives and methods of auto 
dealers. “There is no reason what- 
soever,” he said, “why the retail 
franchised automobile dealer 
should rate far down the list of 
retail merchants in the estima- 
tion and regard of those in his 
community.” 

Benjamin warned that the day of 
promising anything—and fulfilling 
few things—has passed and the 
dealer who continues to handle his 


ATAM, he said, bears the re- | business in a slipshod manner will 


* 





| Atom Survivor's Story Told at Tighe— 


The bomb blasts painted on the show window of Tighe Chevrolet Co., Portersville, 
Calif., are a reminder of the fate of a 1946 car, which Suburban Auto Sales & 
| Service, Hawthorne, Calif., had donated for atomic tests in Nevada. Although only 
| three-quarters of a mile from the center of the explosion, the car survived and 
| could be driven away and taken on a tour of neighboring dealerships. 


Automotive News-Reel _ 








Jones Reports to L-M Dealers— 


At a meeting of Washington district Lincoln-Mercury dealers, O. R. Jones (second 
| from left), Hagerstown, Md., receives a Certificate of Recognition following a report 
}on his trip to Detroit for conferences with factory officials in his capacity as dealer 
representative from the district. Shown (from left) are Maj. H. M. Cunningham, district 
sales manager; Jones; D. A. Kuhn, assistant’ district sales manager, and J. G. Lewis, 


eastern regional sales manager. 





Soap Box Racers Get Assist from Army— 


Color guard and Army marching bands lead Soap Box Derby racers down Augusta 
Derby Downs, at Camp Gordon, Ga., in what is believed the only derby held on an 
Army post. This year's race was won by Jimmy Osbon, Aiken, S. C., over 87 other 
entrants. Top officers of the camp acted as judges. Co-sponsoring the race were Henry 
Darling, Inc. (Chevrolet); the local chapter of the American Businessmens Clubs, and 


the Augusta Chronicle 





Soldier at left, guarding the colors, is Pfc. Mac Gordon, 
associate editor of Automotive News, now in military service. 





St. Louis Dealers Fete Service Salesmen— 


At a dianer meeting last month, Chevrolet dealers of the St. Louis area played host 
to 47 of their service salesmen. H. A. Scogin, zone service and mechanical manager, 
and John Seidel, of the St. Louis zone, were in charge of the meeting and showed 


the Service Salesmen's Conference films recently released by Chevrolet. 


find himself on the outside looking 
in before long. 

Public relations, he said, has 
taken its place in industry as one 
of the most important functions of 
a well-organized firm or associ- 
ation. Men handling public re- 
lations in such organizations, he 
said, are in most instances re- 
spected and important department 
heads. 

Benjamin said association man- 
agers owe it to their members to: 

1. Sell them on good public re- 
lations, 

2. Sell them on promotions of a 
civic nature. 

3. Sell them on fulfilling their 
role of leadership in community 
affairs. 

Any attempt to gain the good- 
will of a dealer’s neighbors, Ben- 
jamin said, is the best sort of 
public relations campaign, 

Association managers, he said, 
are usually public relations oper- 
ators and many are experts in the 
field, although most do not realize 
it. If a manager gets along with 
people and enjoys contacts with 
members and customers, he is a 
public relations man, Benjamin 
said. 


Railroads to Stand 
Trial in Suit of 


Keystone Truckers 


PHILADELPHIA.—U. S. District 
Judge Thomas J. Clary last week 
ruled that 30 eastern railroads and 
the Eastern Railroad Presidents 
Conference must stand trial in a 
suit filed by the Pennsylvania 
Motor Truck Assn. and 37 in- 
dividual trucking firms. 

The suit accuses ‘the railroads of 
having conspired with Carl Byoir 
& Associates, New York public re- 
lations firm, to slander and villify 
the trucking industry. 

Judge Clary, in awarding the 
plaintiffs their “day in court,” said 
the railroads failed in pre-trial 
testimony to sustain their position 
that the suit by the truckers 
“should be summarily foreclosed.” 
He did not set a date for the trial. 

A motion entered by the railroads 
raised the question as to whether 
the complaint sufficiently alleged 
damage to each individual plaintiff 
and to the public generally. The 
judge said it would have been suf- 
ficient in the suit merely for the 
truckers to allege increased cost of 
transportation to shippers to 
“satisfy the requirement of show- 
ing injury to the public.” 

* * 7 


Meet Truck Competition, 


Unionist Urges Rails 


BOSTON. — Speaking at the con- 
vention of the Brotherhood of Fire- 
men and Enginemen, W. P. Ken- 
nedy, president of the Brotherhood 
of Railroad Trainmen, last week 
called on railroads to meet in- 
creased competition from the 
trucking industry. 

Kennedy proposed a_ national 
campaign to promote the shipment 
of loaded highway truck-trailers by 
rail flat car as a means of in- 
creasing railroads’ business. 

Point to a program by New York, 
New Haven & Hartford Railroad, 
which has hauled 34,000 loaded 
trailers “at lower rates than they 
could be moved on highways,” Ken- 
nedy said the plan “not only saved 
the shippers money but the tax- 
payers as well.” 


Insurance Agency 


Loophole Closed 


COLUMBUS.—Gov. Frank 
Lausche has signed a bill which re- 
quires reciprocal insurance agents 
in Ohio to be examined and licensed 
by the State. 

They have long been exempt from 
qualifications set up for regular 
insurance agencies. 

Following the enactment in 1949 
of several laws designed to correct 
alleged abuses of financed auto 
sales, five new reciprocal companies 
were organized with headquarters 
in Ohio. The intent, it was charged, 
was to evade the installment sales 
safeguards. The new bill is aimed 
at correcting that situation. 
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Few Major Styling Changes Expected . . . 


Earlier Parade of ’54 Models Due 


(Continued from Page 1) 
the introduction of ’54s as long 
as sales of ’53 cars remain strong, 
and then inject the stimulus of 

a new model when demand shows 
signs of faltering. 

At any rate, no manufacturer is 
yet ready to take a chance on dis- 
rupting '53 sales by making any 
public commitments on the avail- 
ability of a new model, though fac- 
tory officials say the public now is 
becoming accustomed to seeing 
complete styling overhauls only 
once in three or more years. 

+ + * 
XCEPT for Pontiac, which usu- 
ally is ready a month or so 
earlier, most General Motors lines 
are expected to show their new 
models on dates corresponding to 
this year’s January introductions. 
Cadillac is reported working on 

a new “stepdown” body shell, 
which it may share later on with 

the top-drawer Oldsmobile and 

Buick models, while Pontiac has 
made progress on tooling for a 

V-8 engine. Chevrolet, which 

underwent extensive changes for 

1953, is said to be working toward 
a lower-priced power-steering unit 

to compete with others which 

have made their appearance on 
the market in the last year. 

Reversing a policy of several 
years ago, GM has gradually been 
giving each of its five cars a styl- 
ing more distinctively its own, and 
the effects of this “personalizing” 
treatment are expected to be even 
more marked for 1954. 

* * * 

ESPITE delays encountered so 

far, it is predicted that Chrys- 
ler Corp. will have it new Chrys- 
ler, DeSoto, Dodge and Plymouth 
ready at least by the time these 
cars made their bow last October 
and November. 

Dodge was one of the first 

makes out with a new model last 

October, but this year a widely 


V-8 Makes Dodge 
A Contender for 
93 Racing Honors 


DETROIT.—Winner in 14 major 
races throughout the country this 
year, the Dodge Coronet V-8 is 
becoming a leading contender for 
1953 national stock-car racing hon- 
ors. It also has placed second in 
eight races and third in 10 contests. 


Most recent honors were in San 
Diego, Calif., where Dodge won first 
and second place in a 100-lap event 
with 19 cars. Additional records in- 
cluded first and second for fastest 
qualifying time and first and third 
in the trophy dash. 

Lee Petty put Dodge into the con- 
tender class early in February when 
he won the opening Grand National 
Circuit Race at West Palm Beach 
(Fla.) Speedway. 

Other victories were recorded at 
Columbus, Ga.; Shreveport, La.; El 
Mirage, Oakland, Gardena, Sacra- 
mento and Salinas, Calif.; Rich- 
mond and Martinsville, Va.; Spar- 
tanburg, S. C.; Toledo, and Houston. 





Now Electronics 
Willys Seeks OK for Making 


TV Transmitters 


TOLEDO.—The Electronics divi- 
sion of Willys Motors is planning 
to enter the television transmitter 
business, “to help speed the blan- 
keting of the country with TV sta- 
tions,” Raymond R. Rausch, Willys 
executive vice - president, reported 
last week. 

Rausch said present surveys indi- 
cated it would be five years before 
some localities get TV, unless new 
facilities are activated to make 
transmitter equipment. 


He said Willys will submit a pro- 
totype transmitter to the Federal 
Communications Commission in 
about two months. Upon approval, 
Willys will begin making deliveries 
to holders of FCC licenses in areas 
of 50,000 population or less. 





circulated report that the division 
was planning to announce its ’54s 
in July or August caused con- 
sternation among executives, And 
the rumor proved unfounded. 


Should production of the new unit 
be sufficiently expanded, the cor- 
poration’s big news for 1954 may 
be the application of the Chrysler 
division’s fully automatic transmis- 





Sumpter’s 76 at Golf Tops 


Michigan U. C. Dealers 


DETROIT.—Dick Sumpter shot a 
76 to win the annual golf tourna- 
ment of the Michigan Used Car 
Dealers Assn. here last week. 

High-score man was Jim Trom- 
bley. His partners said they stopped 
counting after his 183rd stroke on 
the 15th hole. 


sion to other cars in the Chrysler 
Corp. lineup. 
o > * 

N° MAJOR changes are foreseen 

in Ford, Mercury and Lincoln 
body design, but observers are con- 
fident that the Pord and Mercury 
will blossom out with new V-8 
engines, Introduction dates are 
fluid but are expected to be no 


later than last year’s showings, 
which came in the first half of 
December. ' 


Nash is believed likely to get a 
head start on 1954 late this fall, 
after 1952 and 1953 announce- 
ments that fell in those calendar 
years. Rounding out of the Ram- 
bler line with a four-door sedan 
is in the wind; the NXI sports car 
may join the Nash production 
roster later on. 

Studebaker also is considering an 


| 





introduction date earlier than 1953’s 


again is expected to make a late- 
fall appearance. Both makes are 
sprucing up, but Packard’s V-8 
engine is said to be still in the 
experimental stage. A station- 
wagon model may be a Studebaker 
innovation. 
* * * 

a already has announced 

layoffs to clear the decks for 
production adjustments. Extensive 
facelifting and engine refinements 
are expected, with this independent 
pushing for an early ’54 introduc- 
tion. It is understood that a two- 
door Superjet sedan is planned. 

Industry sources forecast a 
closer integration of the Kaiser, 
Henry J and Willys lines in the 
first new-model year following 
consolidation of the two auto 
builders. 

The Henry J, it is believed, may 
take on a new form, and the time 
required for such a changeover 
makes introduction dates problem- 
atical. 





CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


TWENTY CENTS 


(20c) 


PER WORD for each insertion. Cash in advance. Position 


ELIT Teele it) tte ee ee ed | 


readers. Count initials and groups of numbers as one word. Ads may be signed with your full name and 


address at regular rates, but if signed Box No. 


_ in care of Automotive News, Detroit 26, Mich."’ add 


One Dollar ($1). per insertion for address and extra service as replies are forwarded, unopened, the 


same day received. Display Ads: $11.20 per inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 
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AUTOMOTIVE NEWS 


HELP WANTED 


BRITISH AUTOMOBILE DISTRIBUTORS 
urgently require service representatives, 
reception engineers, cost clerks and store 
personnel. Previous training in retail auto 
industry and military services essential, 
Good salary and working conditions with 
excellent prospects. Reply in confidence, 
giving full details of age and salary re- 
quired to Box 2808, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER for Chrysler product 
dealer—New York state. Thirty — forty 
shop employes, two assistants. Starting 
salary at least $5,200 plus new car fully 
maintained and many benefits. Final 
salary depends on you. Send full details 
explaining why you are the man we 
should put in full charge of this im- 
portant department, also snapshot (not 
to be returned) to Box 2795, c/o Auto- 
motive News, Detroit 26. 


AUTOMOTIVE SERVICE MANAGER for 
long established ‘‘Big Three’’ dealer in 
New England. Excellent opportunity and 
location. Applicant must have outstand- 
ing ability to qualify for high com- 
pensation. Write Box 2833, c/o Auto- 
motive News, Detroit 26. 





SALES MANAGER 
DODGE-PLYMOUTH 
600-700 CAR CONTRACT 


Must be capable and able to furnish satis- 
factory production record. 


Income—$12,000 - $15,000 


With over-riding bonus. 


Well established dealer— 
Location Minneapolis, Minn. 


All inquiries held strictly confidential. 
Box 2829, c/o Automotive News, Detroit 26 





EXCEPTIONAL 


Several additional representatives are 


HELP WANTED 


FLEET MANAGER. Take complete charge 
of fleet sales. Must have personal ac- 
counts and able to pick-up new business. 
50-50 split on profit. Very low overhead. 
Every inquiry will be strictly confi- 
dential and answered personally. Tele- 
phone or telegraph Box 2783, c/o Auto- 
motive News, Detroit 26. 





SERVICE MANAGER 


For new Chevrolet dealership with 250,000 
trading potential. Applicant must have serv- 
ice, sales and supervisory experience. Excel- 
lent opportunity for aggressive man to take 
charge of service department and — shop. 
Our policies assure you opportunities for ad- 
vancement according to your abilities. Excep- 
tional starting salary with liberal bonus plan. 
Write stating experience. All replies strictly 
confidential. Qualified applicants will be per- 
sonally interviewed. 


Box 2840, c/o Automotive News, Detroit 26 


POSITION WANTED 





SALES MANAGER, familiar with all 
phases of new and used car merchan- 
dising, appraising, used car recondition- 
ing, training salesmen. Capable of taking 
over entire operation. No job too large. 
Box 2797, c/o Automotive News, Detroit 
26. 


SERVICE MANAGER — Fifteen years’ ex- 
perience in the ‘‘Big Three.’’ Capable of 
taking complete charge of service oper- 
ations. Box 2810, c/o Automotive News, 
Detroit 26. 


SENIOR FORMERLY national CPA firm, 
familiar Ford, GM, Stokes accounting, 
desires position—accounting—office man- 
ager, auditor. Age 50, single, can re- 
locate. Reply Box 2835, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER. Thoroughly experi- 
enced in all phases of service department 
operation, customer, dealership, factory 
and personnel relationship, owner’s fol- 
lowup and all department records. Can 
keep old customers and make new ones 
and show a good figure in service absorp- 
tion for a dealer that has the right ob- 
jective. I prefer Ford or Chrysler prod- 
ucts. No chain operation or small town. 
Box 2831, c/o Automotive News, De- 
troit 26. 


OPPORTUNITY 


required to complete expansion plans 


under consideration. If you have had sales success in the automotive field—if 
you are tired of working for others—if you would like to build something 
for yourself, we invite your inquiry. You may qualify. Give details, age, experi- 


ence, etc. in first letter. 


THE CARLIFE GUARANTY COMPANY 


16501 WYOMING AVENUE 


DETROIT 21, MICHIGAN 





POSITION WANTED 


DO YOU NEED A sales manager? One 
that has approved sales record, excellent 
closer, seven years’ appraising and all 
phases of dealership experience. Business 
administration graduate and commercial 


pilot with limited capital. I am your 
man. Box 2834, c/o Automotive News, 
Detroit 26. 





GENERAL MANAGER. Interested in man- 
aging Lincoln-Mercury, Ford or Chrysler 
Corporation dealership. Previous experi- 
ence—180 car Chrysler Corporation dealer. 
Age 39, married, furnish references, move 
anywhere. Box 2832, c/o Automotive 
News, Detroit 26. 


BOOKKEEPER ACCOUNTANT — Five 
years’ automotive experience, college ac- 
counting, all phases automobile account- 
ing. Will relocate. Box 2819, c/o Auto- 
motive News, Detroit 26. 


USED CAR MANAGER — Prefer new car 
dealer southeast Florida as I am perma- 
nent resident. Capable handling complete 
operation, reconditioning, merchandising, 
etc. Proven record. Best references. Box 
2820, c/o Automotive News, Detroit 26. 


MANUFACTURERS SALES REPRESENT- 
ATIVE. Trucks or truck equipment. Con- 
sistent producer in tough jobs. Know how 
to develop dealers, train salesmen. Best 
references. Midwest or southwest. Box 
2821, c/o Automotive News, Detroit 26. 


FORD PARTS MANAGER position wanted. 
Prefer midwest states. Twenty-five years’ 
experience. Twenty years in Detroit. Box 
2822, c/o Automotive News, Detroit 26. 


DISTRIBUTORSHIPS AVAILABLE 





WANTED 
MANUFACTURERS’ AGENTS 
and DISTRIBUTORS 


With chemical and engineering ‘'know-how," 
serving industrial plants, overland transpor- 
tation and trucking, bus or passenger fleets. 
Chemical specialty developed by renowned 
research organization. Market tested; one 
county in New Jersey resulted in 80% national 
name companies as satisfied users. High po- 
tential, generous commission arrangement. All 
territories available. 

Write for details—Also describe your market- 
ing facilities. 

Box 2828, c/o Automotive News, Detroit 26 








PERSONAL 





GEORGE—AFFAIRS all settled. Return at 
once to run business. Emily. 


DEALERSHIPS AVAILABLE 


CALIFORNIA DEALERSHIP AVAIL- 
ABLE, handling Studebaker, in large 
metropolitan area — doing excess two 
million yearly. Profitable fifteen con- 
tinuous years. Excellent market pene- 
tration. Will keep receivables and used 
cars. Will sell for physical inventory. 
Excellent lease. Factory approval re- 
quired. Eighty-five thousand will handle 
assets. Write Box 2800, c/o Automotive 
News, Detroit 26. 











250 CAR DEALERSHIP, handling Chrys- 
ler-Plymouth. Excellent location just out- 
side Detroit competition. Good used car 
market. Owner retiring. Buy equipment 
and parts, lease building six years old 
on main street. Box 2786, c/o Automo- 
tive News, Detroit 26. 


ONE HUNDRED CAR, fully equipped 
dealership. Independent manufacturer. 
Centrally located in north Florida—45,000 
population. Will sell reasonably. Excellent 
opportunity. If interested, write to Mr. 
J. S. Wershow, Attorney-At-Law, 16 W. 
University Ave., Gainesville, Fla. 


BEST DUAL GM AGENCY, Excellent set- 
up—upstate New York. Money maker. 
Details to qualified buyer. Box 2836, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 
January coming-out, and Packard|LonG WELL ESTABLISHED dealership, 


handling Buick, in thriving, southern in- 
dustrial and agricultural city of 30,000. 
Excellent service, new and used car 
facilities. Approximately $35,000. Must 
have factory approval and $20,000 in 
cash. Will finance balance on reasonable 
terms, Please do not answer unless you 


mean business. Address Box 2837, c/o 
Automotive News, Detroit 26. 
FLORIDA DEALERSHIP FOR SALE, 


handling DeSoto - Plymouth. Located in 
sea coast city, Numerous military in- 
stallations im county and several large 
industries employing thousands. Will sell 
or lease the new modern air-conditioned 
building. Will sell for approximate in- 
ventory of $70,000. The net profit of this 
operation has been on the average of 
$10,000 per month for 1953. Your original 
investment would be returned in less 
than one year. Reason for selling is 
owner has other business interests. 
Address inquiries to Box 2812, c/o Auto- 
motive News, Detroit 26. 


FOR SALE, Dealership, handling Pontiac— 


120 car contract. Established eleven 
years, Grossing above national average. 
Complete, modern facilities, Prosperous 
growing southern city. Confidential 
factory approval necessary. Box 2839, 
c/o Automotive News, Detroit 26. 


FOR SALE—GMC TRUCK agency. Will sell 
for inventory. No real estate involved. 
Long established and highly successful. 
Terms. Reason for selling — retirement. 
Meier Truck Sales, 1313 Regent St., 
Madison 5, Wisc. 


DEALERSHIP, HANDLING BUICK, in 
University town of Oxford, Miss. 100 to 
150 car contract. Will sell, walkout for 
$26,500 or sell parts and equipment for 
$13,500 and lease building. Factory ap- 
proval required. Wire or write W. E. 
Connell, 629 West Main, Magnolia, Ark. 
Phone 1490. 


WELL ESTABLISHED DEALERSHIP, 
handling Studebaker, in prosperous 
Massachusetts city. Exceptionally fine, 
new, modern buildings; completely 
equipped service and body shop, new 
throughout. Will lease on _ favorable 
terms including equipment, if desired. 
Legitimate reason for disposing of 
business. Factory approval required. This 
is an exceptional opportunity to get into 
a sound business with minimum invest- 
ment. Will pay you to investigate. Box 
2838, c/o Automotive News, Detroit 26. 


DEALERSHIP FOR SALE, handling Stude- 


baker — mid-south. Trade area 350,000. 
400 cars a year potential. Building has 
16,000 square feet floor space, three years 
old. Used car lot adjoins. Will sell or 
lease property. Under same ownership 
since 1934. Write Box 2824, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP, HANDLING Chrysler-Plym- 
outh, in Logan, Utah. Nothing to buy 
but parts and small amount of equip- 
ment. Sales — $750,000 last year. Very 
profitable operation in large and pros- 
perous trading area. For further informa- 
tion write or phone Dean C, Pack, Logan, 
Utah. Phone 390. 


SEVERE HEART AILMENT requires 


owner sell thriving dealership, handling 
Studebaker. New car yearly allotment— 
150. Active used car turnover. Mahoning 
Valley — northeast Ohio. Town 12,000, 
trading area 30,000. Highly industrial, 
chiefly steel. Payrolls big, stable. Brick 
building 50° x 190’. Used car sales lot 
opposite 116’ x 240’. Fronts Cleveland- 
Pittsburgh main thoroughfare. Fixtures, 
equipment, etc., cash at heavy sacrifice. 
Realty at conservative appraisal. Down 
payment and financing flexible. Factory 
approval necessary. Box 2825, c/o Auto- 
motive News, Detroit 26. 


100 CAR, HANDLING Chrysler-Plymouth. 


Central New York Village over 3,000. No 
blue sky. Real estate optional. Modern 
building 65’ x 100’. Rent $300. Price 
$21,000 or inventory. Box 2826, c/o Auto- 
motive News, Detroit 26. 


OLD ESTABLISHED DEALERSHIP, han- 


dling Studebaker, Chicago area. Excellent 
location, building, equipment and used 
car lot. Owner must sell due to illness. 
Inventories and equipment priced at $25,- 
000. Wil! sell or lease building. Factory 
approval necessary. Box 2827, c/o Auto- 
motive News, Detroit 26. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


909 Fisher Bidg. Detroit 2, Mich. 





a 

DEALERSHIP, handling Lincoln-Mercury, 
consisting of two franchises and ad- 
jacent territories in California, 350 and 
150 cars respectively—total of 500 cars 
per year. Will sell for physical inventory 
of parts, machinery, equipment and im- 
provements. All properties under good 
leases. Sales last year were over §2,- 
000,000. Total price, both deals—$98,500 
Write to P. O. Box 3285, San Fran- 
cisco, Calif. 


CENTRAL FLORIDA DEALERSHIP 
handling Packard-Willys, Rich agricul- 
tural trade area. Large repair shop 
business now netting over $2,000 monthly 
will pay for itself in two years. Box 2804, 
c/o Automotive News, Detroit 26. 


ONE OF DENVER’S LARGEST new car 
franchises for sale. 600-1200 new car 
potential. Good used car lot plus inside 
display space—finest location and excel- 
lent facilities. Parts and service op- 
portunity unlimited. Factory approva) 
must be granted. It will take less capita) 
than you think. This is not just another 
deal, Inquiries confidential. Box 2805, c/c 
Automotive News, Detroit 26. 


AUTO AGENCIES 


Large, medium and small "Big Three’ autc 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague Street Brooklyn 2, N. Y 
ULster 2-5600 
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CARS FOR SALE CARS FOR SALE BUSES FOR SALE MISCELLANEOUS 


DEALERSHIPS AVAILABLE 






































gy yy as A P USED BUSES, 1047 Ford Superior, 48 eee eee emicing. John. Hughes 
o's r 5 . 1947 ; . * 
150 units per year. Located on one of ATTENTION DEALERS!! AT TENTION DEALERS!!! Sasseneer. seas vee passunaan, nigh Motor Co., Inc., 800 Commerce St., 
the busiest highways in U.S. A. Gross ee : headroom. 1952 GMC Oneida, 60 passen- Lynchburg, Virginia. 
sales nearly $1.000.000 yearly for past SPECIALIZING IN THE SALE OF 200 Fine Cars and Trucks Whole-| ger. 1952 Ford, 48 passenger. National 
vears. Excellent new building and facili- one B Sal ., Inc., 101 N. 33rd St., 
tes, Has netted better than $30,000 to EX-TAXIS sale, reconditioned and ready for| Priadeinnia 4,’'Pa, Phone BA. 2.7605. 
cate this year. Price—$25,000. Reason ; ” = cena Se ee ne 
ior eeliiag-—owner tas letine Gal. De- Excellent es — Heaters | sale—Tow Bar Service— Storage a. BUSES—Immediate delivery. New Don’t Dela — 
; ms x “ ork and New England specifications. 
ee ee ee, eee, eee Phone us for motel reservations Three International R-163, 54 
Hox 2806, c/o Automotive News, Detroit BUY NOW — LOWEST PRICES EVER Sour Detes 38 21%, BA Saameee. Four 
_26. 1950 N. Northwest Chevrolet Co.) Ford 38600, 48 passenger. New England PHONE COLLECT 
DEALERSHIP WANTED | Woodward at 13 Mil Royal Oak, Mich. | specifications. One Ford B700, 60 pas- 
— — aes ward @ ve ax, MI senger. One Studebaker, 48 passenger. 
| Plymouths — Fords — Chevrolets Lincoln 5-1100 Twenty units of different sizes arriving TO DAY 
oe eke ‘ ° oT) within t jays. Transit Sales i Serv- 
CHEVROLET — NEW ENGLAND 1 to 500 Home of Michigan's Finest Automobiles i a South 8t., Desbury, Conn. 
100 CARS AND UP! MORRIS FREEDMAN a UHOF RGUIMIENT WASTED — A { ti B Ki 
Immediate action—Cash waiting. 4th & LINDBERGH BOULEVARD ATTENTION! DESIRE COMPLETE INLAND radiator Ul oma I¢ ra ing 
Factory Approved. PHILADELPHIA 43, PA. | ¥ equipment. Send complete details. Sam 
All replies confidential. SARATOGA 17-2300 SHERWOOD 7-1700 USED CAR BUYERS P. Hale, Box 540, Ardmore, Okla. WITH BRAKE HOOK-UP 
Box 2841, c/o Automotive News, Detroit 26. ANTIQUE CARS FOR SALE S 45 LESS 
— Wwe. Caren) OVO ter Gite 6 66 SNGne SS ONLY ‘9% 51 GUIDE 
' of low mileage 195! and 1952 Chevrolets, | ANTIQUE CARS FOR SALE. 1918 Dodge CABLES 
KEN SCHAEFER'S with special limousine body, good tires 
ALL — PART GM-FORD. North Jersey. ; Fords and Plymouths in coupes, two and four} and in excellent running condition Meets 1.C.C. Strength Requirements 
$15,000-$25,000 cash. Box 2823, c/o Auto- The Only Indiana | ly gg gg gy gs pm .C.C, 
motive News, Detroit 26. AUTO AUCTION door sedans. a” we eng es Sree % - gs 
In Continuous Operation Since 1943 These cars can be seen at— MISCELLANEOUS || COMPLETE with 
Ford or General Motors EVERY THURSDAY ROBINSON AUTO RENTAL, INC. DRIVER TRAINING DUAL controls. Most Guide Cables and 
Dealership Dealers Meet at the Cross-Roads of America Cars—$25. AADTA Engineering, R 2, BRAKE HOOK-UP 
, j INDIANAPOLIS, INDIANA Please note change of address mapas, W. Ve. Meets ALL 1.C.C. Requirements! 
| am at present an automobile dealer with Art Grandi, Auctioneer 
a 250 car a = | am = ae of CORNER CAPITAL AND MORRIS STS 229 S. HANSON ST., PHILADELPHIA 39, PA. a a | 
selling this one an uying a deal with at Market 8541 — Belmont 015! . |. E. Spati Car M 
least a 400 car allotment. | am only interested . E. Spatig, Used Car Manager WwW 
in a going concern and will consider only IN THE HEART OF INDIANAPOLIS Phone: Sherwood 8-1500 Our New Model TO BAR SALES co. 


Ford or General Motors. | will have available 
approximately $200,000 to invest in your 





Exclusive Factory Distributors 








proposition. An immediate, personal reply —_——— AS NEAR AS YOUR PHONE 
will be ot you SS * y> —_ all CARS WANTED DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
replies. Being a dealer now, ave been Sane CA i ahaa : aa Mie 

. EIGHT PASSENGER CADILLACS, Chrys- 
assured of the factory okay and will of course USED CAR lees and DeSotes, Only exceptionally 40 So. Clinton St., Chicago 6, Ill. 


keep all replies strictly confidential. 


sharp late models considered. McClin- 
Box 2815, c/o Automotive News, Detroit 26 Dp E A L E be Ss tock Cadillac, Lansing. Bish. Cannot Be Matched 


WANTED — 1953 OLDSMOBILE 98 body. 


WE WHOLESALE Will buy whole wrecked car if body At Any Price 


good. Hyatt & Wagner, 3120 W. 3rd St., 
G. M. or FORD BUY IN DETROIT Dayton, Ohio. Phone ME 2605. Write Today For ATTN. DEALERS 














FAIR MARKET PRICES lilustrated Catalog & DISTRIBUTORS! 
, | 1 want immediate action on a GM or Save Hundreds of Dollars from o- PACTORY 900ns Breet Nati 1 Concer 
|| Ford deol. Prefer 150 car deal or lorger.|| Automotive News’ Average |! yOQuR LATE MODEL CARS || PILOT DISTRIBUTING CO. ae 
| Will consider any section of country. Used Car Prices Seeniiane fix Gules ae Malin BATTLE CREEK 9, MICH Will Pay All Cash 
, Factory approval assured—Cash waiting. R. S. HENRY . . for Your 


Your confidence respected. SEE HANSON — ies Seinen, 0: Phone 2-5257 All Dept's. 


Write, Wire or Phone CHEVROLET CO. ee ee A U T () M () B | L E 








wes = a” 































P. L. WATKINS Two Lots and 200 Cars L in ( ontr et 5 
{° ae 14601 E. Warren Genuine Oldsmobile Parts Casi § a 
13130 Gratiot ee ee 2 gare age = middle measteanen ; All replies held in 
: Detroit—Tuxedo 1-5840 oe . 
; GRESE OLDS DUAL CONTROLS strict confidence 
WANTED ; DUAL STEERING WHEELS 

FORD or GM AGENCY 3400 S. Kingshighway For Driving Schools Box 2790 

Méadtinn sine Gaul th edulliarn Callloraia. Flanders 0800 St. Louis 9, Mo. esameant sanenae Plymouth c/o Automotive News, 

. . OTORS « Prov., R.I. 
i approval assured as | am dealer at U Ss —E D ad A 4 Ss i? Seow 9. ahaa aon Detroit 26. 
> fi ial. Y i 
4 ee idential. Your reply will be Ww H Oo L E & A L E B U | C K r A & T S 


\ Box 2830, c/o Automotive News, Detroit 26 


100 CAR SELECTION Wholesalers 


























kK 
ee war | sacar || CHRYSLER SALES CORP 
» OF GENUINE BUICK PARTS” 
| INVENTORY SERVICE oan ae Sey oe See Quantity Shippers—All GM Parts : 
-_ 
y | te No. pickup, parttime oe MAKE YOUR OWN DEAL Shipped Same Day HAS SEVERAL OPENINGS FOR CITY 
Fs confidential and unbiased. Certified reports. WRITE—WIRE—PHONE 
. Also ‘special buy - sell service. Experienced H. D. MAGGIO, INC. AND DISTRICT MANAGERS 
a ae boon Fn oe — Free Dodge-Plymouth Dealer All Shipments c.0.D. 
ooklet on Par epartment operation sent . ° 
: on request. Call or write for caress detaln. 1637 N. Cicero Avenue, Chicago, Illinois GORDON BUICK REAL OPPORTUNITY for men with 
e 7 Automotive Inventory Service Co. Phone BErkshire 7-3122 / e ° e 
ra 10040 Freeland Detroit 27, Mich. WE 3-6449 nosentson BUICK Retail— Wholesale — Finance experi- 
; e 7 a ° 
“ " ence in automobile business or allied 
3 | INVENTORY SERVICE oe oe eee 
eye WE “os eee om fields. 
- | arge an $ 
; ' Inv ken, i - > 
y | marteea within 36 hears, Mxpert partennen SELL WHOLESALE WAbash 2-1030 BETWEEN AGES 28-42 
Peg ee WE Steel 
q | omuaneaie and by the gonmans. , SELL EVERYWHERE Phone LORAIN 7-9140 for interview 
’ ALLIED INVENTORY CO.. INC. BUICK or write (giving full details) to 
1831 E. 79th St. 5a300 iene 1) Over Three Hundred Cars WHOLESALE giving ae 
INVENTORY SERVICE. Parte amd acces. “New and Used" PARTS CHRYSLER CONFERENCE OF BUSINESS MANAGEMENT 
. TF y > . 
ethtae uete-an ane eee And Trucks on Hand ONE OF THE EAST'S 7900 E. JEFFERSON, DETROIT 14, MICHIGAN 
year breakdown for Ford, Chevrolet, At All Times LARGEST INVENTORIES 
LM and! Mopar dealers Past servis eee der tithe te Gah Gen (Pp OE 
h eastern “S.A. ‘s Inventor . ame Day Service on Mail Orders or ee See ee eee 
= | Stren Taihwest «3986 crereneNM || eT Makes ond Models || Phone Calls — All Shipments C.0.D. 
4 CARS FOR SALE Phone Parts Department & se 
aes + Danks - Dae ror ew Subscription Urder 
ie AUTO AUCTION 521 W. 57th St. 


Py 

|| TEARS! || BEN FISHEL 
‘ any-Schenectady Ro. 

. ALBANY, N. Y. AUTO Co. 


(For Dealers Only) 


MONARCH BUICK CO., INC. 7 
“Buick's Largest Dealership" Send Automotive News to Address Below 


| | 
| | 
| | 
| | 
| | 
| | 
| | 
eee ae ee ee | for One Year $8 [] or Two Years $14 [_] 
| | 
| | 
| | 
| | 
| | 
| | 
| 

















— 2114 Sycamore Street, Cairo, Ill. ° ° ° 

EVERY MONDAY ...12 NOON 

1. Member of N.U.C.D.A and N.A.A.P.A. Phones 652 — 653 — 654 for which check Is attached LJ or send bill CJ 

2 EVERY ITEM NEW AND — 





Sj | STANDARD MAKE 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 







Includes Ford truck components. Larger items 


ar are front and rear axles; wheels; hubs-drums DEP a'S chs cake a sae ata Ramee are oale Se 04 bursa s GOLA E Seen ee 
de A U and brake assemblies; steering gears; drive 
1- ere LOM NRE BOE CRONE. POREMERMY OUND ooo sien ca csiek tenes ces esee nda enndoccrscievscssactt cou eneseeeeee sen ene 
p- part for chassis. | 
» rr Ten A ME NG ose 5d ang S16 9 09 Se 6K KKENO AS Ot '9 04d Oanos MA ASEDED ORM OR eE wR Rae 
= CLEVELAND OHIO netos, ignition components; direction signals | 
’ and numerous other parts and accessories. 
/c 4 ; IR oro oo no ia pte nals nl acute wk aetna Zone No......... 
noes semeanve. Complete list on request. 
_ Every Monday at Noon ntact serples parts department le OTT: Sit cs :s-chenecedeea 


HAHN MOTORS, INC. 


Hamburg, Pa. Phone 506 


13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 


TRADE CONNECTION: 





ec 2% miles { Cor Dealer () Truck Dealer (] Manufacturer [] 
i = = vee Maser - Jobber (1) insurance (] Financial (] Supplier (J 
i Phone Winton 1-9911 BUSES WANTED 
TWO NEW OR LATE model hool buse: 
Y Joe E. Johnson, Manager and Auctioneer needed, 48 p nger ry aa. a Make of Car........ ¢ Mee ere Oss ae ow cask baler eeeniee ee 
; make. Send particulars at once. Box 7-27-58 | 


2787, c/o Automotive News, Detroit 26. 
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